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Reproduction of Mammoth Silver Wine Cistern in the Art Museum of Cincinnati, O. 


(See Text on Page 45) 
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The Increasing Demand for Brooches 





A Word About the Latest Brooch Designs and the Five 
New Brooch Forms 


By Isabelle M. Archer 




















ROOCHES have apparently been re- 
discovered this season by the well- 
dressed woman. They are appearing in 
some distinctly new forms, with this new 


Now it is that the brooch showing some 
form of carved tracery for its central sec- 
tion becomes appropriate. Diamonds, too, 
are used for the elaborate platinum mounted 






































No. 1—opEN-SPACING FEATURED IN BROOCH DESIGN 


method in their designing promising still 
further interesting patterns and _ color 
combinations. 

Quantities of these new brooches are in 
evidence in the leading jewelry shops, while 
everywhere they are to be seen as accom- 
paniments for the modish costume. 

One of the new brooches, it seems, is 
an indespensable accessory. Perhaps it is 
that the brooch has been helped to this 
prominence by the fact that necklaces have 
taken upon themselves the more simple 
form of short choker or long rope, and 
that the necklace pendant has not been used 
so universally for the past season as it was 
up to mid-winter of last year. It is pearl 
for the necklace nowadays with the dia- 
monds appearing in this new brooch or with 
informal wear a gemstone for the choker 
or longer neckchain and pearls and dia- 
monds with a colored gem mounted in the 
brooch. 

For day wear in the morning there have 
been designed the simpler barpin and large 
flat brooches to accompany the tailleur. And 
for sport wear there are the smaller match- 
ing barpins and simpler open circle brooches. 
Both of these brooch groups keep pretty 
well to the gemstones for their construction. 
They are carved from jade, onyx, lapis or 
amber, or they use these opaque gemstones 
in separated insets in a ground of gold or 
platinum. 

The hours of the afternoon call for some- 
thing more elaborate in the brooch design. 


brooch which is worn at the matinee or for 
the afternoon bridge. 

The brooch worn with the dance frock 
or the more formal gown for dinner and 
the opera is a handsome affair having al- 
most invariably a mounting of platinum in 
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finish the collars or neck drapery on the 
new frocks, or they are half hidden in the 
fold of the pleated jabot. The brooch be- 
comes a utility piece most completely when 
it is used with a cloth costume. It fastens 
the collar and in smaller replicas is used at 
the cuffs; or it makes the ornament that 
fastens back the flexible hat brim. 

As an afternoon dress accessory the dia- 
mond brooch is flaunted on the shoulder or 
it tacks back the lace drapery which finishes 
the neck opening or the folds of the graceful 
cape-like drapery. Very often on these 
handsome afternoon gowns the brooch is the 
only ornament and it makes practically the 
gown’s chief trimming. A black velvet 
gown was decorated like this with a great 
gem-studded brooch, placed at the hollow of 
the left shoulder. The costume was all 
black, but the jade of the brooch gave it 
the necessary color note. This brooch was 
formed in a butterfly shape, diamonds mak- 
ing a frame-work for the triangle a small 
piece of smooth polished black onyx as the 
head and a triangle of minutely carved jade 
completed the design. 


When black and white ts used as the cos- 
tume color scheme no other contrast is re- 
quired so the brooch as well as the other 
jewels will keep to pearls and diamonds and 
carved crystal for the setting. This black 
and white scheme is exceedingly popular 
just at present but promises soon to be 
modified with the appearance of the new 
blue in soft tones and the brilliant red as 
close rivals for the place now held by the 
black and white mode. Black and red or 
black and white and red are appearing now 


















No. 2—THE BAGUETTE CUTTINGS MOUNTED IN BROOCHES AND BARPINS 


its most delicate form of knife carving or 
mille grain wire-work. This ground is set 
with innumerable small diamonds and with 
a large diamond, pearl, emerald or sapphire 
for the main gem with an accompaniment 
of carved jade, black onyx, coral and 
crystal. 

For day wear the new brooches are used 
to top the knot on the new bows which 


as modifications of the color scheme and 
when these arrangements are used coral ap- 
pears in the bracelets, the necklace, and the 
brooch. 

So extremely popular have the new 
brooches already become that they have 
achieved the highest interest for those who 
pay the greatest attention to their jewelry. 
At the afternoon bridge for instance, it is 
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the new brooch that has become the show 
piece of the day. Only a short while ago 
the newly-mounted diamonds added to the 
reconstructed wedding ring was the chief 
point of interest and curiosity. Then the 
engagement ring that was revamped to pair 
with this diamond-mounted wedding ring 
was the source of inquiry and admiration at 
the afternoon gathering. The bracelets held 
the attention of the jewelry wearer for a 
time, but now it is their numbers alone 
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used in either end of the brooch in the new 
sharp cuttings. 

A selection of brooches with odd contours 
and contrasting shapes for their central 
open spaces are included in this group. They 
show the popularity of the overlaid band as 
well as the favorite new device for breaking 
the line of the outer contour as well as the 
inner spacing with overlapping detail. 

This first group of brooches follows the 
type seen now as the shoulder brooch on 





















No. 3—SECTIONAL DESIGNS FOR BROOCHES 


which can demand notice. The principal 
point of admiration has shifted to the new 
brooch. 

In design the modish brooch may be 
grouped into five classes. These classes 
range from the simplest barpin to the most 
elaborate diamond-mounted platinum jewel 
for formal evening wear. They take into 
consideration the need of the sport woman, 
the requirement of the tailored suit, the 
daintiest of the georgette gown, the color 
scheme of the compose frock, and they meet 
the requirements of the softest velvets and 
the most scintillating brocaded tissues. 

Although very often overlapping in detail 
the new brooches may be grouped as de- 
signs showing open spaces as their chief 
feature; with the gem mountings showing 
the odd new, long, narrow cutting called the 
shaft, mirror or baguette; the sectional de- 
vice will then make the third group with 
the brooch form cut up into separate units 
and joined as it were by the air-line; with 
tracery of the carved gemstone or the built- 
up mille grain wire for the fourth group 
and the solid form carried out in massed 
diamonds with colored gems or pearls for 
the last grouping. 

Following the accompanying illustrations 
it will be seen that each sketch is grouped 
according to these headings. In the first 


the afternoon costume when the mounting 
is platinum and the gem setting is diamonds 
and pearls; for sport wear when the brooch 
may be carved from an opaque gemstone 
or formed entirely of hand-carved gold or 
silver. It included, too, those brooches 
which are built up of the faceted gemstone 
and small diamonds and pearls in the dainty 





No. 5—THE NEW BROOCHES WITH 


patterns of open: spacing appropriate for the 
afternoon gown. 

The brooches showing the baguette as 
their principal feature are perhaps the new- 
est of brooch designs. A selection of these 
patterns is given in the second illustration 
where brooches are shown in diamond- 
mounted platinum, opaque gemstone carv- 
ings, and a combination of large gemstones 
and baguette diamonds. 





No. 4—LARGE BROOCHES FEATURING TRACERY 


illustration are shown some designs typical 
of the latest use of the open spacing in 
brooch patterns. Faceted crystal diamonds 
and black onyx made the banding for the 
octagonal shape shown in the upper left- 
hand corner of the illustration. Next to 
this the baguette cutting has been featured 
in the framework of the brooch. A cross- 
bar of box-set sapphires makes the color 
note in the third jewel while below this in 
the center of the illustration sapphires are 


It is a trick of the designers to keep these 
shaft cuttings to either diamonds or the 
more brilliant and darker colored gems and 
gemstones. In this way a clever contrast 
is achieved. The mirror-cut diamonds give 
a remarkable texture to the jewel, while the 
sapphires, emeralds, rubies, amethysts, or 
peridots which are chosen for these little 
shaft-like forms, give a remarkable accent 
to these brooch designs. 

Sapphires have been used for the brooch 
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showing in upper left-hand corner of this 
second illustration. Black onyx and dia- 
monds make the startling contrast for the 
second brooch; below these two are shown 
arrangements where black onyx, diamonds, 
and jade are used to gain a vivid contrast. 
The square brooch in the upper right-hand 
corner is an unusual form where the outer 
contour is an oblong cut at one corner by 
the insertion of upright baguettes upon a 
ground of carved rose crystal. Directly 
opposite in the illustration is another of 
these brooch forms where the corner has 
been emphasized with baguettes upon a 
ground of pearls and diamonds. It is this 
brooch group which comes nearest to the 
use of dynamic symmetry in the new brooch 
modes. 

Following the use of the shaft-like cut- 
ting comes next in order in our brooch 
groupings, the designs built up in sectional 
pieces fitted together like a picture puzzle 
and carried out in platinum, diamonds, and 
pearls, and the colored gems. Here again 
dynamic symmetry plays its part as the 
basis for these designs, but they do not 
always keep strictly to its rules. 

Only a few of these section patterns are- 
given in the third illustration, but they are 
representative of a countless array of such 
designs among the new brooches. 

The brooches patterned in sections and 
those like the two following groups are in- 





THE SOLID FORM AND INLAID MOTIF 


tended for the gem setting appropriate for 
the handsomer jewels. The solid formation, 
the open tracery and the section designs 
are far more elaborate than many of the 
models showing open spaces or baguette 
cutting for their principle features. The 
sections are formed of solid pavé mountings 
of diamonds with incrustations of pearls or 
inlays of the colored gems. 

The open tracery designs include the 
carving of jade, rock crystal, rose quartz, 
black onyx, jasper, and lapis, in its set- 
tings but nevertheless these large brooches 
are quite inappropriate for anything but for- 
mal wear. They invariably include beside 
the material used for the tracery and 
carving a goodly amount of diamonds and 
pearls either as an accompanying frame- 
work or as noteworthy central gems for the 
brooch. A quartet of designs is given in 
the fourth illustration depicting the use of 
the combined diamond baguette and carved 
tracery as it is shown in the first sketch; a 
contrast in square cut diamonds and 
elaborate carvings in the second pattern 
with two exceedingly new forms for the 
third and fourth brooches in this group. 

It is from among these carved brooches 
that many an afternoon jewel is chosen. For 
wear at the bridge-tea nothing could be 
more appropriate than one of these hand- 
some gem-studded carvings. With the 
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black satin gown contrasted in pleated white 
crepe nothing could be better than the 
handsome diamond-studded design where 
bands of black onyx outline the diamond 
frame-work and white coral makes the 
interior carving. 

Closely allied to this last brooch type is 
the solid form composed of massed dia- 
monds in unusual contours. Such brooches 
as these are intended primarily for evening 
wear, but in their smaller forms and when 
the gemstones are combined with the dia- 
monds they may also be appropriately used 
on the afternoon gown. 

Featured in the solid brooch designs are 
the newer arrangements in spacing, some 
examples of which are given in the fifth 
illustration. The contours of these brooches 
are in themselves quite interesting, but 
added to these lines are the cross sections 
given to these jewels by the arrangements 
of the encrusting gems. By this new 
handling an exceedingly fine texture is given 
to the jewels. It is as though the gems were 
used to give light and shade to the design 
and not alone to carry out a preconceived 
color scheme. 

However definite these five groups may 
appear, it must not be forgotten that many 
times their principle features overlap one 
with the other. Open spacing may in this 
way be used with the feature that empha- 
sizes the separate sections; the baguettes 
may be used with the brooches of solid form 
as well as With those of small sections or 
open spacing; the tracery is combined with 
the baguette and yet after all the distinc- 
tive type kept separate from the others is 
considered the most modish of all the 
designs. 








Figure of a Man in a Ruby 





N a recent issue of Deutsche Gold- 

schmiede-Zeitung we read as follows: 

“There has come to notice in India a ruby 
which is, surely, the only one of its kind 
in the world. Inside the precious stone one 
sees, as behind a red veil, the tiny picture 
of a man with a dark-brown face and deep- 
sunken eyes. The head wears a white tur- 
ban while the body is enveloped in a garment 
of white silk. Experts before whom the 
ruby has been placed are of the opinion that 
it concerns one of the humors of nature 
which, here, has created something unique. 

“As there is not the slightest sign of a crack, 
it is fully conclusive that this image of a 
man inside the stone is not made by hand 
of man.” 








Princess Astrid of Sweden, who recently 
came to Belgium as the bride of the heir to 
the throne, Prince Leopold, has been pre- 
sented with a diadem, the gift of the nine 
provinces of Belgium. [Each _ province 
subscribed for a diamond. On Feb. 25, the 
committee formally arranged for the sub- 
scriptions to be made, and handed over the 
diadem, in the Royal Palace in Brussels, to 
the princess. The committee was pre- 
sided over by the Countess of Merode Wes- 
terloo. This is only one of the gifts that 
have been presented to the princess since her 
arrival in Belgium. She has received lace 
and other pieces of jewelry, one or other 
being almost the only thing presentable for 
a princess. 
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The Lure of Moss Agates 





GILHOUETTES and sailing ships, brown 
rocks and dark fir trees with graceful 
branches. A thousand landscapes are re- 
vealed in the moss agates to millions of 
tourists in the northwest this season. Agile 
fingers of the skillful lapidary have brought 
to the surface the concealed beauty of de- 
sign and coloring that lurk in chalcedony. 

These indigenous stones form the basis of 
a direct appeal to visitors, and northwestern 
jewelers and gift dealers are showing these 
stones as the northwest’s own, as appropriate 
gifts and souvenirs that may be taken to 
other parts of the country. 

Pictures imprisoned within the Montana 
stones for centuries, quiescent as in a lost 
locket, are released by the craftsmanship of 
the stone artisan, who carves and polishes 
the semi-precious gems with an art as old as 
his chalcedony, sard and_ chrysoprase. 
Biblical stones, semi-precious, hallowed 
stones are these, that glittered in the breast 
plate of rabbinical forefathers. 

Impressionistic are some of the pictures 
imposed by nature in a beauteous mood upon 
the flat and shining surface of the stones. 
Others are clear cut, with sharp outlines of 
some dark silhouette, such as the burnished 
brigantine that awaits a breeze on an 
opalescent sea. How can the world miss the 
lurking interest in these agates? 

A brown sun sinking into greyish-beryl 
waters may be glimpsed by eyes that look 
into the agate for but a moment. As to 
pictures faintly lined, an exact descripticn 
or title is left to each who views the scene. 
Such a host of still recondite pictures de- 
pend for their depiction upon the vision of 
each seeker after beauty, the lapidary, who 
is rewarded in his search among the moss 
agates of the northwest. 

As in an art salon, the moss agates in 
squares, ovals and oblongs charm from their 
settings of pure gold on black velvet scarfs. 
Pictures in the semi-precious stones have 
been set in more precious metals. Every- 
where they are in golden frames in the win- 
dows of the jewelers, while in a few of these 
shops the skillful lapidary may be curled 
over a table in the rear, finding with un- 
measured joy in minerals long buried be- 
neath the surface of the earth that beauty 
which is the tacit “sermon in stones and 
good in everything.”—C. M. L. 








Lore of the Emerald 





i you were born in May, emerald is your 

native stone. Wear one constantly, for it 
quickens the intelligence and keeps you 
honest and true. It denotes hope and joy as 
well as being an emblem of immortality, suc- 
cess in love, and perfect happiness. Spring 
and youth are represented by it. Cardano 
said emerald brought riches to the owner, 
and (if placed under the tongue) a light 
green emerald would confer the power of 
seeing into the future. 

Emerald is a lucky stone for Friday, so it 
is the stone of Venus. The lover’s great 
need is an emerald, for it lays bare the truth 
or falsity of the pleader’s declarations. 
Dreams of emeralds foretell of “much to 
look forward to.” It is the enemy of 
magicians and tricksters. Emerald has al- 
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ways stood for kindness and charity, also 
for strength of faith in adversity. Having 
the canonical color, emeralds are much used 
in Christian churches on altars and vest- 
ments. The emerald is a spiritual stone. — 
j < 








Notable Reproduction of Mammoth 
Silver Wine Cistern in the Art 
Museum of Cincinnati 





ONE of the most striking reproductions 

that ever came out of England is that 
of the huge wine cistern which is shown on 
the front page of THE JEWELERS’ CIRCULAR 
this week. It is one of several hundred 
utensils, receptacles and art treasures that 
occupy one of the galleries of the Art Mu- 
seum in the city of Cincinnati, O. The 
Museum has one of the most complete sets 
of silver and gold reproductions in the 
World and the gallery that has been set 
aside for their especial display is a veritable 
treasure trove. All of the pieces came from 
England and are from the reproductions 
made by Elkington & Co., of the British 
Isles. These were recast from the originals 
in order that artisans and craftsmen in the 
gold and silver profession could gather the 
best ideas and creations from all art centers 
in the old world. 

The Art Museum in the Queen City, which 
rests on an eminence of one of the many 
hills in Eden Park, boasts of one of the 
most complete sets in the entire universe. 
Its collection of metal reproductions em- 
braces practically every widely known 
receptacle that was conceived by craftsmen 
of earlier centuries. 

The cistern was on display at the head- 
quarters of the Central Trust Co., 4th and 
Vine Sts., during “Let’s Know Cincinnati” 
week, when all municipal departments, the 
Art Museum, and organizations displayed 
some of the work that is being carried on 
in the Queen City. The cistern is an im- 
mense receptacle and it created a_ vast 
amount of interest because of its huge pro- 
portions. As it stood by itself the cistern 
is 3 feet 6 inches high and across its broad- 
est points it measures 5 feet 6 inches. It is 
a reproduction of the wine cistern that stood 
in the winter palace of the late Czar 
Nicholas in the city now known as Lenin- 
grad, formerly St. Petersburg, The silver 
that went into the reproduction is of Brit- 
tania standard weighing 8,000 ounces. It 
is described as follows: 

“This remarkable piece of unusual size and 
weight is in the form of an oval vase, sup- 
ported on four leopards or panthers; the 
handles, nude half figures of a man and 
woman, respectively, with scroll terminals. 
The motif of the entire decoration is 
Bacchanal, the greater part of the ornament 
cast work. On each side is a panel with 
groups of boys and young satyrs playing. 
Round the rim, and hanging over both inside 
and out, are applied festoons representing 
vines and bunches of grapes, lizards, flies, 
frogs, etc. The terminal figures hold 
bunches of grapes.” 








It is reported that Romeo A. Pilon, La 
Tuque, Que., Can., has assigned to Ernest 
Lefaivre. The assests are placed at $1,200 
and the liabilities $1,800. 
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What You Get with 
“Heart’s Desire’’ 
Assortment No. 99 


1 Deauville Necklace (At 
Left) 

1 Riviera Necklace (At 
Center) 

1 Ritz Pendant Necklace 
(At Right) 

1 Heart’s Desire two-tone 
three-fold satin window 
display 

3 Satin-lined gift boxes in 
which to deliver. these 
necklaces. 

Price tickets, cards, etc. 




















New! New!! New!!! 
“Heart’s Desire’ Assortment No. 99 


Meltah 


PEARLS 


And now—just in time for Easter, for 
the wedding and graduation season, 
comes this superb, low-priced three- 
piece assortment of Deltah Pearls. 
Three exquisite necklaces, on handsome, 
satin “Heart’s Desire’’ window display, 
in gold and American beauty, and three 
gift boxes in which to deliver the neck- 
laces, are included in this assortment. 
Price guarantees, display cards, etc., are 
added. 


The Deauville. Necklace shown at the 
left is the lovely Deauville, a very fine 
quality of Deltah Pearl, 18” long, with 
newly-designed beautifully-pierced and 
engraved solid gold clasp. This is an 
exceptional value to retail at $8.50. 


For Bride and Graduate Gifts 


The Riviera. Shown in the large center 
panel, this 60” rope of 7'4 mm pearls 
with highest quality, beautifully cut 
lantern-shaped crystal rondels between 
the pearls, is a masterpiece of costume 
Jewelry. This exclusive Deltah neck- 
lace is, we consider, the most outstand- 
ing feature item shown this season. Re- 


tail price $16.50. 


The Ritz. Suspended from _ lustrous 
Deltah Pearls is a beautifully shaped, 
brilliant pendant set with large imita- 
tion crystal center and surrounded by 
gleaming imitation diamonds. The 
beauty of lines and design of this pen- 
dant, which is a perfect reproduction of 
a very high grade Jewelry piece, is 


Meltah 


PEARLS 


heightened by the unique flexible link 
construction. Fitted with solid gold 
pierced clasp. Retail price $13.50. 


The complete assortment has a_ retail 
value of $38.50 and cost you $19.25 
subject to the usual cash discount. Here 
is a most attractive offer and one you 
need not hesitate in ordering immedi- 
ately. 


Order from your wholesaler 


L. Heller & Son, Inc. 


15 West 47th Street, New York 
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The News from England 








One Sided Effect in Use of Jewels Extended to Jeweled Shoulder Straps— 
Safe Robbers Get Gems and Jewelry Valued at $55,000 from East London 
Store—Latest Pendant Necklaces, Bracelets and Jeweled Novelties 

















Lonvon, March 14.—The one-sided effects 
in jewel use recently commented on in this 
column and in which single earrings and 
gemmed and plain artificial posies are fea- 
tured, now are being extended to incorporate 
the jeweled shoulder strap. Instead of both 
straps being of dress material or in gem 
form, one strap only is jeweled. These 
jeweled shoulder straps follow very closely 
in design and appearance the popular jeweled 
bracelet. In fact, if the well-dressed woman 
unclasped her wide bracelet of square-linked 
platinum and gems and placed it over one 
shoulder, the strap effect would be complete. 
These shoulder straps, however, are specially 
made for strap use. Most of them have 
squares of the semi-precious materials linked 
up with platinum, gold or silver. For in- 
stance, jade is incorporated with platinum, 
coral with onyx and brilliants, and turquoise 
with pearls and diamonds. The straps vary 
according to the color and the material of 
the gowns worn. Apropos of the jeweled 
one-strap vogue for evening dress, the Daily 
Mail’s fashion editor says that the Rue de la 
Paix jewelers are now collaborating with 
the dress designers to produce gemmed 
shoulder straps that are the last word in 
beauty and workmanship. Gowns of gold 
tissue, it seems, now are provided with onyx 
and diamond straps, while a dress in gold 
and silver patterned lamé has a right shoul- 
der strap of crystal and brilliants, the left 
being plain. A new idea in Paris, too, is to 
imitate the wide bracelet effect by fixing on 
the sheath sleeve rows of narrow bracelets 
in diamante; three-fourths of an inch apart. 


* * Ok 


Adolf Fishberg, Commercial Road, East 
London, jeweler, is the victim of one of the 
most skillful burglaries in years, some $55,- 
000 worth of jewelry, including 17 packets 
of loose diamonds, having been taken from 
a safe half an inch thick through a hole 18 
inches by 11 inches, burned by an acetylene 
lamp. Before getting into the shop the 
thieves found themselves barred by a thick 
door clamped with steel bars at the foot of 
a short staircase. They sawed clean through 
the door, removing the half containing the 
padlocked bars. This door was the center 
of a mass of cleverly concealed electric 
wires connected with the burglar alarm. 
The main connection was cut, thus render- 
ing the alarm ineffective. Once through this 
door the thieves concentrated on the massive 
safe. The heat of the burner must have been 
terrific. Advantage was taken of the store’s 
electricity supply by connections made with 
the overhead wiring. Scotland Yard thinks 
the thieves used the most up-to-date equip- 
ment and were well informed as to the bur- 
glar alarm arrangements. They used putty 
to hold some of their wires in place and 
wore gloves. The only clue is a button- 
glove impression on a piece of putty that 
was adhering to the burned safe. Mr~. Fish- 
berg says the thieves tidied up so neatly 


after them, replacing sawed parts of the 
fixtures and any wires disconnected, that it 
was not until he saw the hole in the safe 
the following morning that he realized what 
had happened. The shop window was barred 
and shuttered as usual and all the silverware 
was in its place. The jeweler says that 
hitherto what fears he might have enter- 
tained for his stock were centered on the 
window. He never worried about the con- 
tents of the safe. Besides the loose dia- 
monds, nearly 300 18-karat gold rings, 
gemmed rings in gold and platinum, gold 
watches and cigarette cases were taken from 
the safe. Jewelry assessors consider the 
manner in which the visitors evaded the in- 
geniously wired burglar alarm indicates that 
they are of the modern cracksmen type and 
were pretty well conversant with the lay of 
the premises. They even question whether 
an acetylene burner was used, believing some 
new type of electrical equipment was brought 
to bear on the safe. 


* * * 


The vogue for modern jewelry pieces in 
imitation stones and material is such that 
France is paying particular attention to the 
construction of such designs in which syn- 
thetic platinum, seed pearls, jade, onyx, paste 
diamonds and the colored stones play the 
major part. Beautiful Parisian productions 
are the “Japanese Garden” brooches. They 
really are little landscapes with the sky of 
brilliants, colored enamel “scenery” and tiny 
pagodas set with colored stones. These 
brooches are about two and one-half inches 
long and an inch wide. 


* * * 


Pendant necklaces in jade, seed pearls and 
silver with finger-rings and earrings to 
match can now be seen in the shops. The 
necklace is plaited in seed pearls, a jade or- 
nament forming the pendant. In some of 
these necklaces, paste in dewdrop form is 
inserted between the larger pearls to form 
an appropriate background. According to 
some members of the jewelry trade, the 
short hair vogue has enhanced the value of 
the pearl or imitation pearl necklace, since 
it relieves the bare effect at the back of the 
neck. The popularity of the pink bead neck- 
lace is reported to be increasing. 


* * * 


A few of the jewelry manufacturing 
houses here are turning out replicas of old 
English paste, featuring the late Georgian 
and early Victorian design. Most of this 
work takes the form of earrings and oval 
brooches. Apparently the demand for the 
brooch is not quite extinct, as we often are 
told this side. Many of these replicas have 
a floral pattern in paste, mounted on a back- 
ground of black or dark blue enamel. The 
workmanship is of a very high standard. It 
is interesting to note that many of the well- 
produced imitation pieces marketed this side 
come from Czecho-Slovakia. 
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A new type of bracelet for evening wear 
is made up of several rows of pearl beads 
fastened with a paste clasp, while a wide 
type is a flexible band of brilliants set with 
colored stones. The new “tango” bracelet 
is mostly of large gold links, connected up 
by large cabochons of imitation or semi- 
precious stones. 

a . 

Some 500 workers in the plate trade of 
Sheffield are wholly or partly unemployed, 
while some 1,500 in the cutlery section are 
in a similar position. Conditions are quiet. 
The Cutlers’ Co. is considering the advisa- 
bility of applying for an order for the com- 
pulsory marking of cutlery with its place of 
origin. 

x * x 

Three-string pearl necklaces appear to be 
growing in popularity, but they are mostly 
of factory-made pearls. A pink pearl imita- 
tion necklace made in Paris has six large 
pearls at the center back, with paste set be- 
tween each pearl. The remainder of the 
necklace is of small pearls. It is tied in 
front and finished off at each end with a 
few large pearls, the paste again appearing 
between each. The whole effect is novel. 
The three-strand effect is obtained by twin- 
ing the extra long single rope thrice around 
the neck. 

x * x 

Engraved glass is being used to good ef- 
fect in some forms of jewelry. Hat orna- 
ments, for instance, are set in a fancy silver 
setting, the heads of the two small pins be- 
ing in this medium. A small animal or fu- 
turist figure is engraved on the glass head 
of the pins. 

* *k * 

It is reported here that while some good 
finds are being made on the newly declared 
Grasfontein alluvial diggings in the Trans- 
vaal, work is being hampered by the scarcity 
and high price of water. Around $1.50 a 
barrel is having to be paid for drinking 
water at the diggings. 

* * x 


The up-to-date woman now carries a ciga- 
rette lighter that matches her vanity case. 
‘One type is of polished onyx, decorated with 
imitation brilliants and gold mounts. The 
small vanity case, now part of the well- 
dressed woman’s outdoor accoutrements, is 
done in lacquer, agate or onyx, and deco- 
rated in eastern style in brilliants. These 
cases are expensive. One form of case in 
crystal is lined with painted vellum. A small 
case has a tiny watch inset into its outer 
case. It is encircled with imitation stones. 
The interior fittings hold petite toilet acces- 
sories, from lipstick to powder puff. 


* * * 


According to the Daily Mail, the newest 
fans conceal a miniature vanity case in their 
handle, with a cord attachment fastened to 
the wrist. These dance-fans have handles 
in imitation agate of pale green, bright lac- 
quer red, jade and blue. 








W. D. Sparrow, who had been associated 
with M. L. Martin in the Martin Jewelry 
Co., at Montesano, Wash., has sold out his 
interest in that business and has moved to 
Sumner, where he has bought out a jewelry 
store. Mr. Martin will continue to operate 
this store at Montesano. 
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Featuring Mother’s Day in the Jewelry Appeal 





National Jewelers’ Publicity Association Using Popular Sentiment Associated 
with This Topic in National Advertising in Magazines in Early May 











a 














Newark, N. J., March 29.—Telling them 
the story of Mother’s Day in a new way, and 
adopting it for ‘Gifts That Last,” is another 
new feature of the general advertising cam- 
paign of the National Jewelers’ Publicity 


Association. 
With a very human question, “Mother, 


Mother’s Day is a day of sentiment. 
Jewelry cannot be sold on that day on the 
pride or passion or envy appeal. It must be 
sold on the love and affection appeal. 

This thought is very aptly set forth in that 
part of the text which reads: “For jewels, 
untouched by time, remain our constant com- 
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MOTHER’S DAY THE SUBJECT OF APRIL MAGAZINE ADVERTISING OF THE NATIONAL 
JEWELERS’ PUBLICITY ASSOCIATION 


guess what I have for you?” the page ad- 
vertisement in the May 7th issue of The 
Saturday Evening Post and the Literary 
Digest is bound to lead a large proportion 
of the readers down into the very interesting 
story of the National Jewelers’ Publicity 
Association. 

These two advertisements will appear early 
in the week before Sunday, May 8, and are 
intended to turn the thoughts of the millions 
of people who send Mother’s Day remem- 
brances to the jewelry store. 


panions through the years. Like the love 
that prompts their purchase, they become 
more precious with the memories of each 
passing year.” 

It must be understood that the advertising 
committee is carrying on with the thought 
that the most effective way to sell merchan- 
dise is to sell its use—to emphasize its idea. 
We are. not attempting to sell rings, bracelets, 
watches, pins and all the many other articles 
that are found in any jewelry store. We are 
trying to make the American people realize 
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that it is best to make it a “gift that lasts,” 
and that the best place to get this sort of a 
gift is at the jewelry store. We are endeav- 
oring to re-establish in the minds of the 
people the old-time prestige of the jeweler. 
We put the jeweler on the pinnacle when we 
tell the public to consult him. 

Reprints of the May advertisement will be 
mailed to the jeweler sufficiently in advance 
to permit a tie-up by displaying in his 
window. 








American Jewelers and the Leipzig Trade 
Fair 

Lerpzic, March 10 (By Special Corre- 
spondent).—American buyers are much in 
evidence throughout the jewelry division of 
the Leipzig Fair. Of the 1,500 buyers from 
the United States, more than 10 per cent 
are actively interested in the jewelry trade. 
The purchases for American consumption 
have been the largest in the long history 
of the Fair and will be widely scattered 
throughout the United States. The jewelry 
section at Leipzig this year includes 1,200 
exhibits, representing every phase of the 
German industry. It is noticeable that a 
special bid is made for American patronage 
by preparing special products. 

The attitude of American buyers is well 
represented by Lou Friedlander of S. 
Friedlander & Sons of Seattle, Wash., who 
is returning to the United States after 
visiting the Leipzig Fairs for the fifth time. 
In discussing the situation Mr. Friedlander 
said: “I find I must come to Leipzig every 
year to maintain our position in the jewelry 
trade. Here I find all the latest designs, 
an endless variety of novelties and a wealth 
of new ideas. I find every year at Leipzig 
thousands of jewelers from all parts of the 
world and can thus keep in touch with the 
latest things of Europe. Although I must 
cross the American continent and the 
Atlantic Ocean to reach Leipzig, I am well 
repaid for the effort. 

“Although America leads the world in 
machine made goods and mass production, 
Europe produces, as a rule, distinctive de- 
signs in jewelry and leads the world in 
ingenuity and quality of its novelties. At 
Leipzig the jeweler has the selection of an 
immensely large and varied supply. He does 
not seem to know that the Leipzig Fair is 
especially organized to facilitate American 
buying. He can get credit at Leipzig 
exactly as he could in his home town, and 
the banking facilities are perfect. By buy- 
ing at headquarters, he also eliminates the 
commissions. 

“Many of us jewelers in America feel 
the competition today of the department 
store and the credit houses. It is impos- 
sible for us to compete with the big stores 
in offering many comforts for the shopper. 
To overcome this we must reach out and 
do something new to attract customers. 
We must beat our rivals in making attrac- 
tive displays, and offer novelties and beauti- 
ful designs he cannot find elsewhere.” 








Grand Rogers has purchased the Roth- 
rock Jewelry & Music Store, at Thermo- 
polis, Wyo. The store formerly Rothrocks, 
Inc., now is entirely owned by Mr. Rogers 
who has managed it for the past year. The 
name will be changed to Rogers Jeweler. 
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Artificial Pearl Necklaces 


a superior reproduction 


direct from France 


Made and Sold in Europe for 15 Years 





Worthy of a place among gems 





ALSO 


Earrings, Sautoirs, Scarf Pins and Bracelets 
Hand Made 18 K White Gold Mountings with our artificial pearls 





GATTLE & HUNTER 


576 Fifth Avenue, New York 


IMPORTERS OF 


Pearls, Diamonds and Other Precious Stones 
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Using Jewels on Bobbed Hair 





Coiffeurs of Brussels, Busy Finding Ways of Fixing Diadems and Tiaras to 
Prevailing Styles of Hair Among Ladies of the Court. Paris 
Shows Them Worn Low on the Forehead 




















BrussEts, March 14.—The question of 
how diadems and tiaras are to be fixed on 
the bobbed head is occupying the attention 
of coiffeurs in Brussels, for since the com- 
ing of Princess Astrid, the court has burst 
into new life. Princess Marie José sports 
a small diadem as well as her sister-in-law 
who has a large one, and ladies entitled to 
wear one of these marks of nobility are 
very much exercised in their minds as to 
how it will be fastened on, in a manner 
that precludes all risk of loss or disturbance 
of the equilibrium during court functions. 
A court coiffeur, who had had rather a try- 
ing time with bobbed heads this year, tells 
me that it is simplicity itself. “Only the 
short-haired woman must suffer to be fair,” 
he laughed. “Want to see how it’s done?”— 
and grabbing a handful of short hair, he 
forced it into a curler, although it was evi- 
dently too short and insufficient for his 
needs. Screwing the curler tight to the 
head, he went on, “this is the way to do it. 
Supposing you wanted to wear a wig, I 
should use the last strands of remaining 
hair to fix it, and a tiara is put on and 


secured in the same way. We fix a 
band of ribbon round the woman’s 
head,” he explained, “and with the 


help of three or four curlers, the tiara or 
other headdress remains firm.” Opening a 
drawer, he showed a lot of assorted curlers 
with a spring, covered in leather to match 
the hair. Some were blonde, others brown 
and others black. “Yes, it must hurt them 
a bit,” he went on, “but at a court recep- 
tion or ball a tiara must remain in place. 
A few hairpins cunningly secured and bent 
to hold the diadem are all that are needed 
to complete the operation, and that is all 
there is to it.” 


* * * 


The Queen of the Belgians, a woman who 
stands by the old beliefs and who is essen- 
tially old-fashioned, has retained her locks 
in spite of all decrees of fashion to the 
contrary. Her court is a model of etiquette, 
of prunes and prisms, and everyone must 
conform to the rules prevailing there, or go 
without invitations in future. 

The Queen of Rumania, the beautiful 
Queen Marie, has not bobbed her hair, 
in spite of all reports to the contrary. She 
has always liked to be in the fashion, and 
so has compromised, having it cut in front 
and at the sides, in order to produce the 
appearance of a bobbed head _ without 
sacrificing her beautiful hair. 

Some women are having hair taken off in 
patches behind, when their heads are too 
thickly covered with long hair, and mean- 
while a clever coiffeur can always arrange 
“a boy’s coiffure,” which even if a little 
high and abundant sufficiently resembles a 
bobbed head to pass muster in the crowd. 

In Paris, more practical than Brussels 
or Bukarest, where etiquette is more im- 
portant than comfort, women are wearing 


diadems or tiaras very low on the fore- 
head. This saves all risk of their working 
loose in the course of a night’s dancing and 
obviates the use of curling pins or other 
fasteners, excepting in the case of valuable 
jewelry, which must of course be carefully 
secured, in every possible manner. By 
bringing the tiara or bandeau low on the 
forehead anything ugly or gauche in the 
bobbed hair is effectively concealed. Bobbed 
heads suit one woman in 10 perhaps, and 
it is for this reason that wigs are being 
introduced, as well as turbans, for evening 
wear. Should robes with panniers come in, 


as is generally threatened, there is little 
doubt that the white and faintly tinted wig 
Pale green, purple and 


will come in, too. 
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until the hair is off,” he said. “We must 
take the leap in the dark, the result being 
on the knees of the gods. 

“Many women,” he went on, “have their 
hair cut in order to be able to wear the 
fashionable hat, that will not fit over a 
mass of curly or even of abundant straight 
hair. This fashion of wearing the hat over 
the eyes, almost concealing them, has meant 
the knell of the hatpin, which is now a 
thing of ornament instead of use, but while 
the useful, workmanlike hatpin has gone by 
the board, the present edition is more costly.” 








April Display Card of Sterling 
Silversmiths Guild of America 





THE Sterling Silversmiths Guild of Amer- 

ica is sending out special April display 
cards which. are particularly attractive and 
are suitable for display in jewelry stores. 
The card is 1034 inches by 1554 inches and 
jewelers can obtain these cards by making 
application to the Guild at 20 W. 47th St., 
New York. 





semore can not be said 


off is Serling 


“ 
Ys —hee is the Sterling mark” 








The “Sterling” mark is the one undebatable proof that the 
silver you select is solid silver. For centuries it has been a 
mark of dignity and taste—so much so that in ancient days 
only those of noble rank were allowed to own Sterling: so 
many pieces for a Duke, so many for a Marquis, fewer for 
an Earl, and so on. 

Today, as of old, Sterling is an unquestioned emblem of 
social position — of exquisite taste. There is-no finer silver 
than Sterling —there never has been. It cannot wear out— 
it remains beautiful and useful forever. Yet its cost is sur- 
prisingly moderate as your jeweler will gladly prove. 





STERLING SILVERSMITHS GUILD OF AMERICA 
20 West 47th Street, New York City 


ATTRACTIVE DISFLAY CARD OF STERLING SILVERSMITHS’ GUILD OF AMERICA 


yellow wigs have been seen during carnival, 
and the trade should not allow itself to be 
caught napping as it is quite on the cards 
that wigs may come in again, and long and 
curly wigs at that, calling for large side- 
combs again and for fancy slides. 
Meanwhile if a woman has not got a 
tiara, she wears a Juliette net of pearls, a 
Dutch cap, sewn with diamonds, a bandeau, 
heavily jeweled, in fact anything to cover 
up the deficiencies of an unshapely cropped 
head. The question of why women cut 
their hair when the head underneath is not 
shapely was answered by the coiffeur. “No 
one can know what a head will look like, 


The card emphasizes the importance of the 
retail jeweler as a silver expert and is an 
attractive sales help. It is suggested to the 
retail jeweler that he keep a record of every- 
one who enters his store as it makes a good 
mailing list and they are all potential ster- 
ling customers. Jewelers can also obtain 
miniature copies of the display card and 
these copies can be used in calling attention 
to the stock of sterling silverware by mail- 
ing them to customers. These cards are 
furnished free of charge. 

The April. display card is a reproduction 
of the Guilds advertisement in the April 
magazines. 
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Office and Cutting Works 
6 West 48th Street, New York 


AMSTERDAM: 6 TULP STRAAT LONDON: 23 HOLBORN VIADUCT ANTWERP: 48 RUE SIMONS 




















OPPENHEIMER BROS. & VEITH 


DIAMONDS— PEARLS 
PEARL NECKLACES 


527 FIFTH AVENUE ; 3 3 NEW YORK 


Amsterdam: 32 Sarphati Straat London: 10/14 Charterhouse Street, E. C. 1. Paris: 48 Rue Lafayette 























GOODFRIEND BROS. 


PEARL NECKLACES 
PEARLS 
Emeralds Rubies Sapphires 


542 Fifth Avenue 


41 bis Rue de Chateaudun 


NEW YORK Cas x Paris, France 
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Putting the Jewelry Trade Right Before the Public 





Report Presented by Secretary John Drake to the National Jewelers’ Publicity 
Association Showing What Had Been Done in the Way of Newspaper 
and Magazine Publicity During the Past Year 
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The one phase of the Association activities 
which cannot be given publicity in the sense 
of keeping the subscribers informed as to the 
work being carried on and the results 
obtained, is the publicity in magazines and 
newspapers, on the screen and broadcasting, 
that is being constantly utilized to stimulate 
interest in jewelry store merchandise, and 
which is being obtained at the minimum of 
expense. At an expenditure of slightly less 
than $2,000 during the last half of 1926, 
considerably more than $200,000 in publicity 
was secured through the channels mentioned 
above. 

A brief summary of the publicity secured 
is outlined in this report and is further 
evidenced by the newspaper clippings 
actually received and in the files of the 
association. The many articles and news 
items released have resulted in an aggregate 
circulation of 15,839,245. It is a well under- 
stood fact that only a very small percentage 
of clippings are secured from each release. 
It is safe to assume that the total circulation 
has resulted in several times the figure men- 
tioned above. It is also to be considered 
that many of the smaller papers pick up 
articles and run them as reprints from the 
larger metropolitan papers. We have estab- 
lished contacts with the Associated Press, 
United Press, New York City News Syndi- 
cate and 25 of the leading newspapers 
throughout the country, who are accept- 
ing our releases; and in addition, several 
news syndicates for feature articles have 
been using the material supplied. 

The association has supplied aside from 
its newspaper releases, numerous articles for 
the use of jewelers for talks before their 
local clubs. 

Efforts have been made to interest the 
publishers of fashion magazines to have their 
artists illustrate their fashion plates by using 
jewelry on the models and to use silverware 
and clocks for home decoration. This has 
been successful in several of the magazines. 

During December several talks were broad- 
casted from some of the large New York 
city stations, as follows: 

Dec. 14—WGBS, a. m. and WFBH, 
Pp. M—“Precious Stones of the Bible.” 

Dec. 17—WEAF, p. M.—‘“Precious Stones 
of the Bible.” 

Dec. 2I—WGBS and WFBH—“Choosing 
Your Jewels as You Would Your Gown.” 

Jan. 4-WPCH and WGBS—“Cleaning 
Antique Jewelry.” 

Jan. 11—WPCH—“Voluntary Adoption of 
Standards of Quality in the Jewelry 
Industry.” 

Jan. 15—WGBS—“Voluntary Adoption of 
Standards of Quality in the Jewelry 
Industry.” 

; March 8—W PCH—“Etiquette—Entertain- 
ing and Good Sense.” 

On March 22, a talk on “Easter Jewelry” 
will be given over WPCH, also over the 
new stations WAAT and WGBS. We have 
arranged for regular broadcasting on Tues- 


days, Thursdays and Saturdays over WGBS, 
WCPH and WAAT, and for the same party 
to broadcast over several other stations as 
time will permit. 

The association has been active in calling 
to the attention of the editors of various 
newspapers and magazines, articles detri- 
mental to the interests of our business, and 
in practically all cases has been able to effect 
the elimination—and in some instances, the 
publishing of a correction. 

In several newspapers an article appeared 
ridiculing and disputing the ancient tradi- 
tions of the men’s engagement ring. An 
article was prepared, citing the custom of 
the exchange of the betrothal rings in 
various countries and contradicting the fact 
that it was revived from a commercial stand- 
point—one paper going to the extent of 
running an editorial which resulted in a re- 
traction and correction of a _ previous 
editorial. 

Information reached the association that 
the Keystone View Corporation of New 
York were releasing pictures of Mr. and 
Mrs. Joel with a text that was harmful to 
our business. This was immediately called 
to the attention of this concern, who readily 
agreed to discontinue syndicating the 
photographs. 

The association has been able to secure 
the assurance of the McClure’s News Syndi- 
cate using Dr. Frank Crane’s articles, that 
the attacks on our business would be dis- 
continued in the future. In this connection, we 
quote from one of his articles—“Ostentatious 
Gem Display is Lure to Criminals.” Dr. 
Crane states in part of this article—Wear- 
ing of expensive jewelry is not only bad 
taste, but it is advertising to somebody to 
knock you down and rob you.” 

There appeared in the Brooklyn Daily 
Eagle of October 21, 1926, an article cap- 
tioned—“Should Women Tempt Burglars 
with Public Display of Jewels?” This went 


on to state— 
“The husbands’ attitude is, that the free 
display of ings, bracelets, platinum 


watches and such is an invitation to the gun- 
men to come and help themselves. And the 
gunmen—as in the case of the Calder kid- 
napping and robbery—do.” 

In this article appeared a statement from 
an insurance broker which read as follows: 

“The ladies would rather wear their 
genuine diamonds and take the risk of hav- 
ing them stolen than not wear them at all. 
At any rate, we are constantly getting 
jewelry burglary policies, and there is a 
rush of them after each spectacular robbery 
like that of Mrs. Calder’s.” 

The article further states— 


“Gun Goes with Wife’s Gems.” 


“One wealthy business man, living in 
Westchester County and doing business in 
Manhattan, had for a long time objected— 
but in vain—to his wife’s practice of wearing 
a small fortune in jewelry on her person 
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whenever they drove down for a dinner or 
dance in New York. 

““T might as well,’ argued Mrs. Wealthy 
Businessman, ‘throw my jewels away if I 
can’t wear them to New York.’, 

“And she continued to wear them. There- 
upon her husband devised a primitive method 
of his own for protecting his wife’s jewelry. 
He supplied his chauffeur with a revolver, 
which is placed on the car within full view 
of any inquisitive passers-by and within 
easy reach of the chauffeur’s gun hand. And 
at the outset of each trip on which he is 
accompanied by his wife in full diamond- 
and-pearl regalia, he gives orders to the 
chauffeur to drive on without stopping at 
any holdup man’s orders, and if necessary, 
to shoot his way through.” 

Immediately upon the appearance of this 
article, the matter was taken up with the 
editor of the paper and letters sent to a 
number of the large jewelry and depart- 
ment stores of Brooklyn, requesting their 
co-operation for the suppression of such 
articles in the future. 

There appeared an illustrated syndicated 
article during November, by Chief of De- 
tectives, John D. Coughlin of New York 
City, in which he states— 

“If you must have jewels, don’t get ex- 
pensive ones. If you must have expensive 
jewels, don’t wear them.” 
and goes on to cite numerous robberies that 
had taken place just prior to the release of 
this article. This matter was called to the 
attention of Commissioner McLaughlin re- 
questing that interviews of this character 
be prohibited in the future, as they resulted 
jn serious harm to our business. 

The Association has also called to the 
attention of some of the jewelers, state- 
ments they have made for the press which 
have resulted in articles appearing, and point- 
ing out that articles of this sort while giv- 
ing publicity to the business, at the same 
time invites holdups with the consequential 
results. 


“Diamond Salesmen Bring Millions 
in Jewels to City.” 

“The diamond stock in —— jewelry 
stores is replenished by diamond salesmen 
who visit local jewelers every few months 
from the importers in New York, bring- 
ing their stocks with them. 

“ ‘See that fellow over there,’ said Mr. — 
——, pointing to an overcoated man sitting’ 
at a table in an inner office, ‘that little 
leather bag on the table before him probably 
contains $700,000 worth of diamonds! Often 
we have diamond salesmen come here with 
from one-quarter to half-a-million dollars 
worth concealed about their person in belts 
or wallets. Of course, they are heavily 
insured.’ ” 

The Association has been active in call- 
ing derogatory statements to the attention 
of the editors of various magazines (notably 
in the Saturday Evening Post), who in car- 
toons and articles have carried statements 
detrimental to our business. Persistent effort 
has been made to have these eliminated. 
We are pleased to advise that since Decem- 
ber we have had no occasion for complaint. 
In the Dec. 25 issue, an article appeared on 
“Edsel B. Ford,” which contained this state- 
ment—“Neither he nor Mrs. Ford care for 
jewelry, so they buy very little.” A short 
time previous, there appeared a statement 
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in the story—“The Girl from Rector’s,” 
which stated that “if a person had valuable 
jewelry, the best place to keep it was in 
3 safe-deposit box and to wear the key 
around their neck.” , , 

In the Oct. 23 issue of the Literary Digest, 
an article appeared under the caption— 
“Coloring Diamonds with Radium,” by Dr. 
C. Everett Field. Immediately upon the ap- 
pearance of this article, the matter was 
taken up with the editor of the Literary 
Digest and attention called to the articles 
that had appeared in various newspapers and 
the incorrectness of Dr. Field’s statement ; 
also, the possible effect such articles might 
have on the buying public, which resulted 
in a correction appearing in their issue of 
December 18, 1926. 

Prior to this, upon the appearance of the 
story of an interview by Dr. Field, the 
Association after consultation with several 
diamond experts, notably Dr. Kunz, pre- 
pared a statement to counteract the effect 
of Dr. Field’s statement. This appeared 
generally in the newspapers throughout the 
country. 

On Nov. 30, there was released by the 
Associated Press, a London dispatch which 
appeared in the morning papers of Dec. 1, 
purporting to be a statement by Mr. Joel 
of Barnato Bros., London, to the Daily E-x- 
press at Capetown, South Africa, that an 
overproduction from the alluvial diggings 
would result in a collapse of the diamond 
industry. Immediately upon the appearance 
of this article, cables were sent to Barnato 
Bros. of London. Replies were received 
advising that the Diamond Syndicate had 
bought the bulk of all South African allu- 
vial diamond production and that the market 
could be assured that the Diamond Syndicate 
would maintain its usual policy. 

The Association immediately released to 
the Associated Press, United Press and 
other News Service Bureaus, as well as to 
the important newspapers, a correction of 
this statement, which resulted in the ap- 
pearance in practically every newspaper 
throughout this country and Canada, of an 
article refuting that there would be a drop 
in prices or that a surplus would be thrown 
on the market. Further confirmation of this 
was received by cable, advising of important 
sales made by the Syndicate on Dec. 6 at 
top prices, and that they were having a 
greater demand for diamonds than they were 
able to supply. This was followed by a 
further article to the Associated Press, 
which was generally carried in the press 
of the country. 


Almost immediately following the Joel 
statement, there appeared a dispatch from 
Rio de Janeiro which was used by the 
newspapers with “scare” heads calling atten- 
tion to the discovery of a diamond mine in 
Brazil, claiming “Five billion dollars worth 
of diamonds available.” All of this at a 
time that would have a tendency to affect 
diamond buying during the holiday season. 
The Association immediately cabled the 
American Consul at Rio and through the 
efforts of the State Department at Wash- 
ington, confirmation was received that no 
facts existed upon which to base the extrav- 
agant claim. It was not thought wise to 
specifically give prominence to a contradic- 
tion of this article, but another course was 
taken in combating the effect, through con- 
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structive articles on diamonds, which were 
released and appeared in a large number 
of papers. 

Co-operation has been afforded to the pro- 
moters of several fashion shows, but un- 
fortunately, we have been compelled to dis- 
continue this phase of publicity, owing to 
the risk involved and the reluctance on the 
part of manufacturers and retailers of fine 
diamond jewelry to permit the use of their 
merchandise for exhibition purposes. 

Co-operation has been accorded to the 
National Jewelers Association of England, 
the National Jewelers Publicity Association 
of Canada, and only recently, to the com- 
mittee who are organizing a publicity move- 
ment in New Zealand, and the office is in 
constant touch with the offices of the Asso- 
ciations of these three countries. 

Local newspaper campaigns tied up with 
the national advertising were prepared for 
Newark, Nashville, Chattanooga, Omaha, 
McKeesport, Pa., Tiffin, Ohio, and Akron, 
Ohio. Credit is due the Millis Advertising 
Company for their co-operation in prepar- 
ing copy for most of these local campaigns. 

The utmost co-operation has been afforded 
by the following trade papers and house 
organs, carrying not alone pages of cam- 
-paign propaganda, but devoting many of their 
pages to reprints of various magazine ar- 
ticles that have been developed through the 
efforts of the Association. We are deeply 
grateful for the help that the editors have 
been to the Publicity Association. 

JEWELERS’ CircuLar, New York City; 
Keystone, Philadelphia, Pa.; Mid-Continent 
Jeweler, Kansas City, Mo.; Pacific-Gold- 
smath, San Francisco, Cal.; Nattonal Jeweler, 
Chicago, Ill.; Manufacturing Jeweler, Prov- 
idence, R. I.; Northwestern Jeweler, Albert 
Lea, Minn.; Credit Jeweler, Detroit, Mich.; 
Southern Jeweler, Greensboro, N. C.; 
Kiger’s Diamond Dust, Kansas City, Mo.; 
“Inside The Case”’—Published by the Den- 
nison Mfg. Co., Framingham, Mass. 


Two hundred portfolios of reprints of the 
advertisements appearing in magazines last 
Fall were distributed to the following manu- 
facturers whose salesmen carried these with 
them on their various trips. Ostby & Bar- 
ton Co., The Gorham Co., Oneida Com- 
munity, Ltd., Allsopp Bros., Eisenstadt Mfg. 
Co., Gruen Watch Co., King & Eisele Co. 

Three hundred portrolios have been utilized 
in the same way, carrying the 1927 series. 
Wm. J. Ward Co., Abel Bros. & Co., Ostby 
& Barton Co., Eisenstadt Mfg. Co., The 
Gorham Co., Gruen Watch Co., Oneida 
Community, Ltd. Allsopp Bros., Carter- 
Gough Co., King & Eisele Co., Bulova 
Watch Co. 


Contracts have been made with various 
writers and News Syndicates to whom the 
association is supplying material for news- 
paper and magazine articles. Results last 
year on publicity work were gratifying. 
Many new avenues are opening up which 
will insure a greater amount of lineage for 
1927 than was secured in 1926. The wide 
spread of clippings received indicate the 
general carrying of our articles in the press. 

At all times in the releasing of specific 
publicity of a technical nature and having 
an important bearing on any particular 
branch of the industry, consultation is had 
with the important men of that branch to 
insure accuracy in the statements made. 
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The association provided a window dress- 
ing feature in co-operation with the National 
Retail Jewelers Association at the national 
convention held at Philadelphia, and suc- 
cessfully demonstrated six windows which 
resulted in arousing considerable interest. 

Material and illustrations were furnished 
for ten magazine stories during 1926, notably 
the article appearing in the Motion Picture 
Magazine—“Genuine Jade,” carrying an in- 
teresting article on men’s jewelry. Circula- 
tion—329,465. : 


“Jewelry for your Type”’—Woman’s 


Homie Companion ....0..ccntcses 1,818,641 
“Correct and Tasteful Jewelry’— 
American’ Exporter ........ 060805 45,309 
“Pearls and Colored Stones” — 
Saturday Eve: > Post. oi... csccces 2,724,876 
“Human Nature and Gems”—Satur- 
Gay Ee Peston. son hows vcawawas 2,724,876 
“Pacing Father Time’’—Saturday Eve. 
i. gee ier Onrere Mey arora 2,724,876 
“Jewelry of Well Dressed English- 
men”—Men’s Wear ..........-. 12,066 
“Twinkle, Twinkle, Little Star’— 
MGI. HICHHG 10.5. 2sc0ccsccbeees 329,465 
TRUM bcdiareteot heen e am euew eee - 10,709,574 


(The report here lists over 30 feature arti- 
cles which the association helped prepare, 
and which were published in magazines and 
newspapers throughout the country having a 
combined circulation of 14,993,342. They in- 
cluded long and short stories in such papers 
as the New York Times, New York Sun, 
Newark Evening News, Associated Press, 
United Press, Omaha News, Indianapolis 
News, Wasco Cal., News; Grand Falls 
News, New York Evening Post, Louisville 
Herald-Post, Philadelphia Inquirer, Newark 
Sunday Call, Newark Star-Eagle, Richmond 
Times-Dispatch and others.) 

Ten illustrated articles were prepared, 
mats made and distributed to 1,000 news- 
papers. Nine of these were released from 
October to January. Circulation as per clip- 
pings received, as follows: 


CIRCULATION 
ARTICLE AS PER 
CLIPPINGS 
Remarkable Revival of the Flask...... 57,959 


Battle Fields of New York Yield Most 
COME  TROMIONM oa cocetcoscucaneds 160,113 


The Romance of Drinking Cups........ 58,703 
The Renaissance in Personal Jewelry.. 72,355 
Time-Pieces Becoming Cheaper and More 
BICTININTINE (cht casas oles eed on oie 94,587 
Diamonds Surprisingly Neglected....... 94,099 
Watches Receive Less Attention Than 
PUTIN Yoo 3 «J ciisiniaca em ermmtedon 94,504 


The Brooch the First Known Article of 
WOWEIES? 6uc.cacceditociacee oeeloaewee 119,841 
The Charm of Ancestral Silver......... 


OR anc aivland a ciuwingiele Raman weaee 845,903 


Birthstone articles were supplied to all 
of the trade papers monthly, and to a 
selected list— 

The Economist Group, New York City; Chicago 
Tribune, Chicago, Ill.; The Post, Denver, Colorado; 
The Examiner, San Francisco, Cal.; The Tribune, 
San Diego, Cal.; The Bee, Sacramento, Cal.; 
Hollywood News, Hollywood, Cal.; The Examiner, 
Los Angeles, Cal.; New York Sun, New York City; 
The Star, Kansas City, Mo.; The Post, Boston, 
Mass.; Globe-Democrat, St. Louis, Mo.; Newark 
Evening News, Newark, N. J. 

In conclusion, there has been prepared an 
exhibit of the clippings of the various ar- 
ticles and stories touched upon in this re- 
port. Opportunity will be afforded to the 
members of the Executive Committee to 
examine these at the close of the meeting. 

Respectfully submitted, 
JoHN DRAKE, 
Executive-Secretary 
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How the Installment Dealer May Compute His Income Tax 





Internal Revenue Department Issues Bulletin Outlining in Detail the Basis on 
Which Instalment Sales May Be Reported 














Wasuincton, March 23. — Installment 
buying has assumed such large proportions 
in recent years that Congress, in the Reve- 
nue Act of 1926, provided a new basis cover- 
ing the reporting, for income tax purposes, 
of profits arising from installment sales. The 
law covering sales of both personal and real 
property on the installment plan is found in 
section 212(d) and section 1208 of the 1926 
Revenue Act. The Commissioner of Inter- 
nal Revenue was authorized to issue regula- 
tions thereunder outlining in detail the basis 
of installment sales reporting. Such regula- 
tions were issued August 27, 1926, and have 
been effective since that date. These regula- 
tions are of such great significance that the 
Bureau of Internal Revenue issued this week 
a bulletin, discussing in detail every feature 
of the changes in installment sales report- 
ing. ; 

It is of first importance to notice that, 
under the Bureau’s regulations, the dealer in 
personal property on the installment plan is 
not required to report on the installment 
sales basis. He may, at his option, report on 
the cash receipts and disbursement basis, the 
accrual basis, or the installment basis. The 
rule in computing taxable income on the 
installment basis is that any dealer, whether 
an individual or a corporation, who regularly 
sells personal property—jewelry, clothing, 
etc.—on the installment plan, whether or not 
title remains in him until the property 1s 
completely paid for, may return as income 
in any taxable year that proportion of the 
installment payments actually received in 
that year which the total or gross profit to 
be realized when the property is paid for 
bears to the total contract price. 

No distinct accounting for each sale need 
be kept as to the amount of the down pay- 
ments, once it is determined that the sales 
are reportable on the installment-plan basis. 
Whether it is 10 or 20 percent down, and 
the balance $1 a week or $10 a week, is 
immaterial. The dealer’s income is to be 
ascertained by reporting as gross income 
that portion of the payments, received during 
the taxable year on the installment sales, 
which the gross profit on the installment 
sales made during each year bears to the 
total contract price of all such sales made 
during that year. The payments must be 
allocated distinctly to the years in which the 
sales were consummated, as the gross-profit 
percentage to be used on these payments is 
the one governing the year of the sale to 
which the payments relate. 

In view of the retroactive provisions in- 
corporated in section 1208 of the Revenue 
Act of 1926, many taxpavers who have not 
filed on the installment basis may deem it 
advantageous to do so now, both for the cur- 
rent as well as prior years. Provision has 
been made in the regulations to the effect 
that any dealer in personal property whose 
account books contain adequate information 
and were kept so that income can be accu- 
rately computed on the installment basis may 
file amended returns for back years, as far 





back as section 212(d) of the present reve- 
nue act applies retroactively, i. e., revenue 
act of 1916. Under this provision the tax- 
payer is not obliged to show that books on 
the installment plan have been kept for those 
years; rather, he must satisfy the Bureau of 
Internal Revenue that adequate detailed rec- 
ords are available from which the installment 
sales can be allocated to the respective years 
in which made and that an accurately de- 
termined gross percentage can be ascertained 
for the respective years for which amended 
returns are being filed. 

An important limitation has been included 
in the Bureau’s regulations which results in 
a radical change from the way held hereto- 
fore. It is required that those dealers who 
previously have filed on the accrual basis, 
and now desire to change to the installment 
basis, shall not exclude any payments, ex- 
cept where sales were made prior to March 
1, 1913, received on back sales, when report- 
ing the amount of income from collections 
on the ground that these payments were re- 
ceived on sales the total profit from which 
was returned as income during the taxable 
years prior to the change by the taxpayer to 
the installment basis of returning income. 
The effect of this restriction will be to elimi- 
nate reporting a loss, in a large number of 
cases, for the year in which the change is 
desired. 


An amendment to the Bureau’s regulations, 
issued March 21, provides that where a tax- 
payer desires to change from the installment 
basis back to a straight accrual basis, he 
will be required to return as additional in- 
come for the taxable year in which the 
change is made all the profit not theretofore 
returned as income pertaining to the pay- 
ments due on installment sales contracts as 
of the close of the preceding taxable year. 

Experience has shown, according to the 
Bureau of Internal Revenue, that the 
amount of defaults and repossession of per- 
sonal property sold on the installment plan 
is comparatively small. Nevertheless, spe- 
cific provision is now made covering such 
cases, #4 

In the event of default, the treatment is 
identical whether the agreement of sales 
stipulated that title is to remain in the dealer 
until the purchaser has completely per- 
formed his part of the transaction, whether 
title has been conveyed to the purchaser or 
whether title has been vested in the trustee 
pending performance of the contract. When 
the dealer as the result of default by the 
purchaser repossesses the article, the sale of 
which he has reported on the installment 
plan, he must report the entire amount re- 
ceived on installment payments less the 
profits previously returned as income in 
the year in which the property is repossessed. 
At the time of repossession the dealer is to 
revalue the property, merely taking into ac- 
count loss by damage and use, and is to in- 
clude such repossessed property in inventory 
at its original cost, less proper allowance 
for damage and use. 
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Death of Edward F. Erwin, Aged Bethlehem, 
Pa., Watchmaker 


BETHLEHEM, Pa. March 23.—Edward 
Francis Erwin, a descendant of one of the 
old Moravian families in this section, died 
shortly after 9 o’clock, Wednesday morning 
at the residence of his niece, Mrs. Harry 
Wilbur, 444 N. New St., in his 86th year. 

Mr. Erwin was born in this city on Oct. 
13, 1841, and was the son of John Francis 
and Johanetta Louise Erwin. Mr. Erwin 
was an expert in watch and clock repairing, 
maintaining a shop at 452 N. New St., ad- 
joining the property belonging to his niece. 
(For the past year or two he had been em- 
ployed by G. William Eberman, Main St., 
jeweler. He was graduated from the 
Moravian parochial school and was one of 
the oldest alumni of this school. 

Mrs. Wilbur is his closest relative, 
although there are some distant relatives in 
other parts of the country. The late Dr. 
Bertine Erwin, of Mauch Chunk, who 
passed away about a year ago, was a brother. 

The funeral was held on Monday after- 
noon at 3 o'clock from the residence at 444 
N. New St. Interment was made in the 
family plot in the Nisky Hill Cemetery. 








Two Jewelry Stores at Harrisburg, Pa., 
Robbed of Jewelry and Gems 
Valued at $5,000 


HarrisBurc, Pa., March 23.—Yesterday 
morning four bandits smashed the show 
windows of Peter G, Diener’s jewelry store, 
408 Market St., and the Alvin Jewelry Co., 
400 Market St., escaping with gems and 
jewelry valued at $5,000. 

They drove up to the stores in an auto- 
mobile early in the morning, and smashed 
both windows by hurling bricks through 
them. Diamond-set jewelry and gems 
valued at $3,000 were taken from Mr. 
Diener’s window, while rings, watches and 
brooches to the value of $2,000 were taken 
from the window of the Alvin Jewelry Co. 
The stores were robbed simultaneously. 

Herman Kline, a newsboy, who was sell- 
ing papers nearby, was the only witness to 
the robberies. He said he saw four men 
drive up to the curb and alight from the 
car. A moment later he heard the windows 
being smashed and saw the four men jump 
into the automobile and dash away. 








The Federal Trade Commission has re- 
sumed its investigation of open price asso- 
ciations, the effect of their activities on 
prices and the nature of their other 
activities with particular reference to the 
anti-trust laws. This investigation has been 
hanging fire for two years. It was directed 
by Senate resolution March 17, 1925, but 
it was many months before work was 
initiated as a limitation placed by Congress 
on the Commission’s appropriation provides 
that no investigation shall be undertaken 
without authorization from both houses, ex- 
cept where violation of the anti-trust laws 
is alleged. Attorney General Sargent 
eventually ruled the Senate resolution did 
involve alleged violations. A shortage of 
funds then made it necessary to restrict 
work on the inquiry but field work now is 
proceeding and the commission probably will 
report to Senate a year hence. 
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Survey of the Jewelry Trade 








Reports from Various Cities to R. G. Dun & Co. Show Decline in Some 
Distributing Centers 

















The following summary of conditions in 
the jewelry trade was compiled from reports 
‘received from branch offices of R. G. Dun & 
Co. : 

Boston.—There is considerable jewelry 
manufactured in Massachusetts, but the fac- 
tories are scattered throughout the State or 
located in Attleboro in the vicinity of Provi- 
dence, R. I. Part-time work was reported 

_in most of these establishments during Feb- 
ruary, with prospects for an early improve- 
ment. New England department stores re- 
ported an increase in the sale of jewelry 
and silverware during January of 7.1 per 
cent., as compared with the sales of January, 
1926. Stocks were 5.3 per cent. less. Local 
jobbers and retailers report sales, from about 
equal to last year’s figures, to 20 per cent. 
below. The losses have occurred mostly 
during the current month. 

With the retailers, trade appears to be 
swinging from the small stores to the depart- 
ment stores and the larger dealers. Prices 
on the general lines have had a slight down- 
ward tendency. There is less activity in dia- 
monds at this time than has been the case for 
many years. Prices, however, have been 
steadily increasing, and are well maintained 
at the present time. Collections are irregu- 
lar, and, as a rule, are slower than at this 
time last year. The trade is looking for an 
improvement as the season advances, and be- 
lieve that business in the Fall will be about 
the same as it was last year. 

ProvIDENCE.—There is considerable un- 
employment in Providence and the Attle- 
boros among those employed in the manufac- 
turing jewelry industry. Makers of various 
novelties, principally for women’s wear and 
handled through the syndicate trade, have 
been operating steadily, and in some cases 
almost to capacity, but the demand for mod- 
erate-priced staple lines has been nominal. 
Manufacturers of various grades of rings 
have done a better volume of business than 
some of the other lines, and the demand for 
high-grade, high-priced jewelry has been rea- 
sonably satisfactory. 

There has been very little fluctuation in 
prices, low-grade merchandise being manu- 
factured on a very close margin and depend- 
ent on volume for profits. Manufacturers 
have been somewhat affected by the number 
of failures among the jobbing trade through- 
out the country the early part of the year. 
Collections in this line vary considerably. 
Those selling on season settlements report 
slowness and extensions of time asked, while 
those selling to the syndicate trade, which is 
on short-time terms, appear to find payments 
prompt and satisfactory. 


; St. Lours—The few manufacturers of 
jewelry here are maintaining practically the 
same rate of output as they did last year. 
Distribution, however, has decreased some- 
what. January sales fell off around 5 per 
cent., February business nearly 4 per cent., 
while thus far in March the merchandise 
sold is nearly 8 per cent. larger than the 


volume for the same days of March, 1926. 
Stocks, however, are low, and as but few 
merchants have put in their requirements 
for the Spring, as yet, the first quarter is 
expected to terminate with total volume 
well up with that of last year. . 

Prices have shown but little fluctuation 
during the past six months, and although 
they are quite firm at present, no advances 
are anticipated in the near future. Outlook 
for the next few months appears encourag- 
ing, in spite of the fact that money is tight, 
and it is difficult to get payments from retail 
jewelers. 


BALTIMORE.—This is a distributing center 
in this line, but not much jewelry is manu- 
factured here, except a few specialties. The 
1926 volume surpassed by 10 per cent. the 
sales total for the preceding year, but cur- 
rent business is below that of the corre- 
sponding 1926 period. A considerable part 
of the business here is transacted on the de- 
ferred payment plan, and the impression ob- 
tains that these instalment houses have 
over-bought and _ over-extended credits. 
Moreover, the larger department stores now 
are carrying sizable stocks of jewelry, and 
they have encroached upon the trade of the 
smaller retail jewelers, particularly in the 
sale of card goods and the cheaper lines. 
Mail-order houses also are having somewhat 
of an unfavorable bearing on the situation. 

Staple goods, such as watches, clocks and 
silverware have been selling better than 
novelties and the current demand for dia- 
monds and other high-priced gems is not 
so active. Wholesale distributors are carry- 
ing about normal inventories, although fac- 
tory shipments are not always prompt. It is 
understood that most of the large manufac- 
turers are running only about 75 to 80 per 
cent. of capacity, and that they are dis- 
inclined to carry any excess stocks. 

Prices are pretty well stabilized, and at 
present there is no evidence of either an 
upward or downward trend, so that no 
consequential changes in this respect are 
anticipated in the immediate future. Re- 
cent collections have been somewhat dilatory 
and below the seasonal normal, particularly 
in certain sections of the South, but local 
returns also have been below expectations. 
As Spring approaches, it is believed that 
trade will improve, and the outlook gener- 
ally is classed as fair. 


ATLANTA.—Sales of jewelry in this dis- 
trict have kept up remarkably well this year. 
In most cases, the volume of business is on 
a par with that for the corresponding period 


- of 1926, and in many cases there has been 


a gain of as much as 40 per cent. With the 
exception of platinum, which is somewhat 
lower, there have been no important changes 
in prices, and none are anticipated in the 
near future. 

While buying at present is mostly for im- 
mediate requirements, showing a paucity of 
stocks, expectations are that the year will 
show a satisfactory gain over the distributive 
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record of 1926. Although fairly satisfac- 
tory, collections are not up to the total of 
last year at this time. 


Cuicaco.—This is primarily a wholesale 
and jobbing center, manufacturing being 
confined to one or two lines. The trade 
generally reports that volume of sales for 
1926 was somewhat in excess of that of the 
previous year, but the margin of profit was 
smaller, and the expense of selling higher. 
Greater and more intensive efforts are being 
made to get business. Since Jan. 1, sales 
have not more than held their own, as com- 
pared with those for the same period of a 
year ago, and some report a falling off in 
sales, this being particularly true among the 
“fill-in” houses that sell from catalog. This 
class of house is carrying larger inventories 
than was the case a year ago, while the re- 
verse is true of houses carrying higher grade 
goods. 

All classes comment on the growing 
tendency of the retailer to buy for im- 
mediate needs only, and to carry smaller 
stocks. Unit sales are growing smaller, but 
turnovers are increasing. The bulk of sales 
is in moderate-priced lines, this being par- 
ticularly noticeable in diamonds, where the 
demand is almost entirely in stones under a 
carat in weight, the 50 point stone being 
the most popular. There is a healthy de- 
mand for all classes of moderate-priced 
gems. 

The watch trade continues brisk, with the 
“wrist watch” being in heavy demand. One 
large manufacturer in this district estimates 
that 90 per cent. of demand was for that 
type of watch. This figure is considered 
high by local jobbers. The demand has been 
increasing since the war. Flat goods are in 
steady demand. Dealers in novelty jewelry 
report a normal business but complain of 
difficulty in keeping “fad stuff” in stock. 

Among the catalog houses prices are 
fluctuating, as competition is quite keen. 
Houses selling the exclusive jewelry trade 
report prices stable, there being no particu- 
lar variation from the quotations of one 
year ago. These dealers are optimistic for 
the future, and look forward to 1927 exceed- 
ing the sales record of 1926. Mail order 
houses selling direct to the consumer re- 
port business up to the volume for the same 
period of a year ago. 

Retailers are not believed to be carrying 
any surplus stocks, and inventories average 
lower. Most retailers are buying close to 
needs, and wholesalers are adjusting them- 
selves to this tendency. Many formerly ex- 
clusive jewelers have added side lines of 
gifts, etc., which have kept trade alive dur- 
ing the otherwise dull periods. Collections 
are reported about the same as those of last 
year for the corresponding period. 


Crncrinnatt.—General trade in the jewelry 
line is not marked by any unusual features, 
and the majority of reports classify business 
as fair. As this is between seasons, con- 
ditions naturally are quiet, and there is no 
deviation from the practice of conservative 
buying. With few exceptions, the holiday 
trade of 1926 was equal to that of the pre- 
vious year, for which reason stocks are in 
satisfactory shape, and January payments 
were up to the average. 

Prices are well maintained, with no ma- 
terial changes in prospect, and supplies are 
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If it's CALIBRE SAPPHIRES, EMERALDS or RUBIES we have what 
you want, and we are ready to give it to you PROMPTLY and at the 
RIGHT PRICE. 


We are constantly adding new and desirable shapes in precious and semi-precious stones. 


IT IS TO YOUR INTEREST TO CONSULT US. 


Don’t forget our staff of expert setters and lapidaries, which we maintain for efficient 
service. 


YOKELSON-COOPER, Inc. 


IMPORTERS, CUTTERS and SETTERS 


of 
PRECIOUS and SEMI-PRECIOUS STONES 
106 Fulton Street Tel. Beekman 8570 New York City 
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sufficient to meet prompt delivery. Pros- 
pects for 1927, based on local conditions, 
jook reasonably good, but jobbers and 
manufacturers anticipate some falling off in 
business in certain sections of the South, 
from which district considerable business 
usually reaches this market. 


Detroit.—The status of trade locally in 
jewelry lines leaves much to be desired on 
the part of dealers generally. This line has 
been dull for some time past, due chiefly to 
sluggish industrial conditions and unem- 
ployed factory forces, from which sources 
a very large part of the retail trade is de- 
rived. Present conditions indicate but lit- 
tle improvement, although factory activity 
has shown evidence of a steady though 
gradual gain. 

Considerable stocks of jewelry have been 
put in by the larger department. stores, 
which has cut some figure in the regular 
dealer’s business and instalment business 
figures largely in the bulk of retail jewelry 
buying here. This is necessarily adversely 
Prices on the 
better grades of jewelry are normal with 
some reductions in the cheaper merchandise. 
Customers’ payments have been slow, this 
being reflected also in dealers’ payments. 
Wholesalers and jobbers find trade quiet, 
and orders are being held to a minimum. 


MiInNEAPOLIS.—Wholesale distribution of 
jewelry in this territory has been decreasing 
for several months, and sales, both at whole- 
sale and retail, for the last six months are 
reported about 25 per cent. below those 
for the corresponding months of last year. 
There is, however, a fair degree of optimism 
expressed, and dealers anticipate consider- 
ably more activity a little later in the season. 
Prices are approximately the same as those 
of a year ago, and are steady at present. 
Collections in the line are classed as slow to 
fair. 


DenveR.—This is a distributing center for 
jewelry. The leading jobbers of general 
lines report that sales for 1926 were just 
about equal to those for the preceding year. 
While jobbers of optical goods report a 
small gain in the volume of sales, there has 
been no increase in the total cash value, 
because of the sharp declines in prices during 
the Spring of 1926. These declines ranged 
from 25 to 33%4 per cent. One concern re- 
ports sales for January equal to those for 
January, 1926, with a fair gain for Febru- 
ary, and good progress thus far in March. 

Wholesalers of jewelry admit that the 
outlook for the current year is not overly 
bright, due to the quietness of conditions in 
general, but the situation is viewed as satis- 
factory. There have been no consequential 
changes in prices, although dealers in opti- 
cal supplies report advances on the first of 
March of 15 to 20 per cent. Collections are 
only fair—Dun’s Review. 








_ The Italian decree-law of Dec. 22, pub- 
lished in the Gazette Ufficiale for Dec. 23, 
Provides for the temporary admission into 
Italy free of duty when imported for use 
in the manufacture of goods for export, 
finished clockwork for manufacture of 
Watches without mechanism for striking. 
Minimum amount allowed entry, 20 kilos; 
minimum time before re-exportation. The 
duty-free concession is valid for two years. 
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LOOK OUT FOR HIM 





Man Working a Swindling Game Finds Two 
Jewelers as Victims 


PHILADELPH.A, Pa., March 29.—A warn- 
ing has been sent out to jewelers all over 
northeastern Pennsylvania and _ southern 
New Jersey to be on the watch for a man 
working a swindling game new in those sec- 
tions and which netted him diamond-mounted 
rings valued at $1,000 in Easton, Pa., and 
Phillipsburg, N. J., two neighboring cities. 
Police here say the game was tried several 
year ago in this city and vicinity, but the 
swindler was unsuccessful, and in one in- 
stance narrowly escaped capture. 

W. E. Leacock, a retailer at Easton, was 
the first victim of the swindler, a well- 
dressed and suave individual, who walked 
breezily into the store and asked to see dia- 
mond rings. After a careful inspection in 
which he showed a considerable knowledge 
of stones and mountings, he picked out a 
ring valued at $400 and asked if he could 
take it with him for approval by his wife. 
He disarmed the jeweler’s suspicions at this 
unusual request by giving his name as 
F. L. King, of the King Realty Co. of Cen- 
ter Square, in a neighboring county, and 
offering to leave as security a $1,000 bond of 
the Philadelphia, Reading and New England 
railroad. This was satisfactory to the 
jeweler, and “King” left with the ring, 
promising to return within an hour and fin- 
ish the transaction. 

When he failed to reappear at the ap- 
pointed time, Leacock’s suspicions were re- 
vived and he consulted a banker, who told 
him that the bond was worthless as the rail- 
road company had long ago gone into bank- 
ruptcy, and that the securities had long been 
out of the market. 

From Easton the swindler went across the 
bridge over the Delaware river to Phillips- 
burg, where he called at the store of Stew- 
art Ackerman, where he gave the same name 
and went through the same maneuvers, se- 
lecting a ring valued at $600. As in the 
Easton case, he left one of the bonds and 
the jeweler soon found it was of no value. 
Inquiry at Center Square showed no such 
man was known there. 








Boston Gift Show, March 14-19, a Big 
Success 

Boston, Mass., March 24.—Many jewel- 
ers from this city and communities in other 
parts of the State attended the gift-shop 
display by the Eastern Manufacturers’ and 
Importers’ Exhibit, Inc., at the Hotel Stat- 
ler, March 14-19. 

The whole of the fourth floor of this new 
hotel, the largest in New England, was oc- 
cupied by exquisite displays. The exhibition 
was by far the most elaborate and gorgeous 
ever presented in this city and compelled un- 
limited admiration from all who visited it. 

Manufacturers and importers from all 
parts of the country exhibited. Jewelers 
were greatly impressed by the beauty of the 
Belgian pewter, which shone like silver, and 
by the glass displays of all hues, most 
beautiful to behold. 

The jewelers gleaned many ideas for in- 
stallation of gift shops in their own stores. 

Among nearby exhibitors were: G. H. 
Barrel & Co., Boston; George G. Quincy & 
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Co., Boston; Carbone, Inc., Boston; Charles 
Hall, Inc., Springfield; A. M. Greenblatt 
Studios, Boston; Carr Mig. Co., Somerville. 
There were 95 exhibitors. 








RESUMES DIVIDEND 


First Distribution to Stockholders of 
Gorham Mfg. Co, Since Reorganization 
of Company in 1924 Amounts to 
$8.75 Per Share 


ProvipENcE, R. I., March 26—A _ divi- 
dend of $8.75 per share on the first pre- 
ferred stock of the Gorham Mfg. Co. was 
declared at a meeting of the board of di- 
rectors of that corporation recently. This is 
the first distribution to the stockholders of 
the company since the reorganization in 
1924, and will reduce to $12.25 per share 
the back dividends due on the 7 per cent. 
cumulative preferred stock on June 1 of 
this year. The dividend declared is payable 
on June 1, to shareholders of record May 16. 

Commenting on the improved condition of 
the company and the dividend declaration, 
President Edmund C. Mayo said: “Condi- 
tions in the industry during the past year 
were very satisfactory and have been so far 
this year. The outlook for near future is 
also satisfactory. We paid off our bank 
ioans in December and for the first time in 
22 years the company is out of debt to the 
banks. The improvement in our cash posi- 
tion is a result of the year’s earnings. 

“The company expects to place the first 
preferred stock on a permanent dividend 
basis on the first of June, the plan being 
to pay 134 per cent. quarterly. Today’s 
dividend declaration of $8.75 is a payment 
of back dividends. Further payment of the 
arrears will be made as the condition of the 
company permits.” 

A net income of $642,446, after taxes and 
other charges, for the year ended Jan. 31, 
1927, is reported by the company. This 
compares with a net of $596,258 in the year 
ending Jan. 31, 1926. 

Profit and loss surplus on Jan. 31, 1927, 
amounted to $1,559,633, compared with $917,- 
104 on the same date of the previous year, 
a gain of $642,529. Profit and loss surplus 
on Jan. 31, 1925, was $325,902. 

Cash on Jan. 31 of this year totaled $1,- 
100,720, against $417,006 on Jan. 31, 1926. 
Bank loans of $500,000 were completely paid 
off during the year. 











Valuable Gem Disappears from Denver, 
Colo., Jewelry Store 


DENVER, Colo., March 24—A three and 
one-half carat emerald mounted amid a 
circle of small diamonds and valued at $3,500 
has disappeared from the showcase in the 
Bohm-Allen Jewelry Co. 

Earlier in the day a commercial photog- 
rapher made a picture of this gem and some 
others. It was replaced in the case and 
apparently placed in the vault that night, 
but the next morning it was missing. It 
cannot be found and no one can give the 
slightest idea as to its whereabouts. 

Detectives have been called in and are try- 
ing to unravel the mystery. It has been 
missing more than two weeks. Employes 
are not suspected. It is insured. 
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-“GEMS ~ 


Emeratps—Single stones up to twenty carats in fine 
and medium qualities. 


Rusres—Single stones up to six carats in gem, medium 
and commercial qualities. Bracelet lines of exceptional 
values and calibre for all purposes. 

SappHirEs—Single stones up to fifteen carats in qual- 
ities from gem pieces to those of commercial quality. 
Bracelet layouts of merit and calibre suitable for most 
requirements. 

CuingsE Jape—A stock replete with Jade in carvings, 
also oval and navette shape stones suitable for rings, 
scarf pins, brooch, link and bracelet sets, and necklaces 
in qualities ranging from commercial to gem. 

Star SappHires AND Star Rusies~ Single stones for 
rings and brooches and sets for links and studs. 
CatseyEs—Exceptional gem stones. 

Semi Precious Stones—Aquamarines, Tourmalines, 
Opals, Black Opals, Morganites, Topaz, Olivines, 
Amethysts and other gems in this category in a varied 
assortment of sizes and shapes. 


AMERICAN GEM (7? PEARL Co. 


Miners + Cutters + Importers 
Six West 48TH STREET 
New York 


LONDON PARIS 
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E can help you! 


EVERYTHING IN THE STONE LINE 


Have you found 


it difficult to procure certain kinds 


precious stones? 


Send your orders to us. 


or shapes of precious or semi- 


We have every- 
thing in the stone line—big or little, 
regular or odd shaped, common or rare. 


No matter what your requirements may be, 
you can get service and satisfaction here. 


IMPORTERS AND CUTTERS OF 


DIAMONDS, PEARLS, PRECIOUS, 
SYNTHETIC AND IMITATION STONES 


S. NATHAN & CO. 


71-73 NASSAU STREET, NEW YORK, N. Y. 
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Exclusive Imported | 


SOUVENIRS 


With Your Name and Address Imprinted 


' ~*~ your CREDIT 1S “GOOD 


METRO SACKS CO. 
CREDIT JEWELERS 
43 WEST 1257 ST. 

NEw YORK CITY 





For Openings, Anniversaries, 
‘ Removals 


AND ALL OTHER OCCASIONS 
VICTOR E. LEDERER 


importer and ee. hy Superior Advertising 
41 West 17th Street, New York 











LOOK FOR 
ADVERTISEMENT 


In next week’s 
Morning Papers 


Of a Sale of 


JEWELRY 
At Public Auction 


To be Conducted by 
Mr. James P. Silo 
40 East 45th St. 


NEW YORK 


Catalogue of Sale will be sent 
on request. 


THE WASHBUR 


SECURITY MAGIC NUT 
Automatic Holder for ear studs, scarf-pine 


for all sizes of scarf- etc. 
EAR WIRES 


pin wire. Guaranteed, 
for unpierced ears. 
4 SAFETY CATCH 
for Brooches, etc. 
Can be applied to any 
work where pin tongue 
are used. 
Open. 


Closed. Open. Closeo 
Descriptive Circular on Application. 
Pearl Drilling and Adjusting a Specialty 
Special Order Work and Repairing 
VING WASHBURN, 108 Fulton Street, N-¥: 
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North Carolina Jewelers Meet at Sanford 








Members Discuss Many Trade Topics at Twenty-Second Annual Convention 
of State Association—Officers Elected and Resolutions Adopted— 
Banquet Held Tuesday Evening 

















Sanrorp, N. C., March 23.—The selection 
of Durham as the convention city for the 
year 1928, and the election of the following 
officers: President, H. G. Matthew, Ashe- 
ville; regional vice-presidents : R. L. Bow- 
man, Wadesboro, eastern; F. E. Starnes, 
Albemarle, central, and Joe Garibaldi, Char- 
lotte, western, and the re-election of William 
G. Frasier as secretary-treasurer brought to 
a close the 1927 convention of the North 
Carolina Retail Jewelers’ Association that 
convened here on Tuesday for a two days’ 





W. C. CHEARS, RETIRING PRESIDENT 


session. This was the 22nd annual conven- 
tion of the association. 

The following men were selected as dele- 
gates to the national jewelers’ convention at 
Milwaukee next September: President Mat- 
thew, Secretary Frasier, Fred N. Day, and 
W. F. Chears. Retiring President Chears, 
Secretary Frasier and C. F. Neese became 
members of the executive committee. 

The retiring president, W. C. Chears, 
spared no efforts to make this convention the 
best, and received the full co-operation of 
the local Chamber of Commerce and other 
bodies. 

At the opening session of the body the 
jewelers sat down heavily on the suggestion 
of one of their members that they might de- 
rive benefit from a special tax on jewelers. 
The suggestion was that a tax be placed on 
stores handling the cheaper watches and 
clocks, often handled by hardware and drug 
stores and other mercantile establishments, 
in order that these articles might be handled 
by the jewelers who would pay the tax. The 
thought of taxation scared off the jewelers 
and the proposal was killed. 

Havana, Cuba, extended the first invitation 
for the 1928 convention, and was followed 
by others coming from Wilmington, Golds- 


boro, Durham and Greensboro. Durham 
was accepted. 

The delegates were shown throughout the 
celebrated Sandhill section of North Caro- 
lina, pasing through Pinehurst and Southern 
Pines, and also visited the brick and shale 
plants and coal mines. 


Tuesday 


The convention was opened in the assembly 
hall of the Wilrick Hotel at 10 a. mM. with 
an unusually large number of jewelers pres- 
ent for the opening session. 

With President W. F. Chears, of Sanford, 
presiding, invocation was offered by Rev. R. 
C. Gilmore of Sanford. 

Mayor W. H. Fitts welcomed the visitors 
and Fred N. Day, Winston-Salem, responded 
on behalf of the association. Arnold Schiff- 
man, Greensboro, then took charge of the 
registration and receipt of dues from the 
members. 

A letter from A. R. Haygood, who 
stated he was in close touch with the retail 
jewelry trade, was read by Fred N. Day, 
the import being that the retail jewelers 
were permitting themselves to be made the 
victims of “sharp-shooters” time after time, 
to such an extent that their credit rating 
was being lowered and their standing ques- 
tioned, resulting in the manufacturers taking 
their goods to drug, hardware, department 
and other stores. Arnold Schiffman, in- 
dorsing the substance of the letter, said the 
jewelers were fighting among themselves too 
much and letting stores of other kinds come 
in and take their business. 

R. C. Bernau, Greensboro, said the term 
“exclusive agency” has no meaning now. He 
declared that even if a firm is given the 
agency for a certain brand of goods and 
spends several years advertising and build- 
ing up a trade on it, a competitor, through 
an agent, can secure the same goods at ex- 
actly the same price. Hope was expressed 
in the general discussion that all brands 
would finally be opened up to all jewelers. 

Wiliam G. Frasier of Durham, secretary- 
treasurer of the North Carolina Retail 
Jewelers’ Association for six years and re- 
elected at this convention at Sanford, and 
regional vice-president for 10 southeastern 
States of the American National Retail 
Jewelers’ Association, is going to be pushed 
at the convention in Milwaukee, Wis., in 
September as president of the A. N. R. J. A., 
the North Carolina body unanimously in- 
dorsing him for the post. The indorsement 
came after Mr. Frasier had represented the 
national organization and delivered an ad- 
dress showing what had been accomplished 
by that body for the trade. 

Three objectives of the national body are 
being stressed now, a full and complete mem- 
bership of all jewelers, continuation of the 
research work of the Harvard Bureau 
which has saved the trade millions of dollars, 
and continuation of the national publicity 
activities. Mr. Frasier then discussed these 
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features of the work of the A. N. R. J. A. 
By taking insurance in the Jewelers’ Mu- 
tual Fire Insurance Association, jewelers are 
enabled to save about 40 per cent. on their 
premiums, an amount sufficient to pay all 
State and national association dues, said Mr. 
Frasier. The organization, on Dec. 31, 
1926, has almost $12,000,000 of insurance in 
force, with assets of $153,000 and surplus 
over all liabilities of $93,000, while $202,000 
has been paid to policyholders since 1915. 

Mr. Frasier closed with an appeal to the 
members to support the work of the national 
organization, contributing to its activities, 
which he likened to one of the best invest- 
ments a local jeweler can make. 

In his capacity as an officer of the North 
Carolina association, Mr. Frasier reported 
that this is the oldest, with one possible ex- 
ception, of any State association in the coun- 
try, now has 111 members, which is almost 
100 per cent., and is looked upon by the na- 





W. G. FRASIER, SECRETARY 


tional body as one of the finest and best 
organizations in the country today. He gave 
credit for this splendid showing largely to 
Fred N. Day of Winston-Salem, past presi- 
dent and present field secretary, for his able 
and unrewarded efforts for the association. 

Mr. Day, recalling that records for the 
first 15 years of the State body had been 
destroyed by fire and water, suggested that a 
historian be named to record the activities 
for that period. Mr. and Mrs. R. C. Bernau, 
Greensboro, who were present at the or- 
ganization meeting 22 years ago, Mr. Bernau 
having been secretary-treasurer for a num- 
ber of years, were unanimously elected to 
get this history together. A volume will be 
kept for safety in the archives at the Uni- 
versity of North Carolina. 

President W. F. Chears of Sanford, in 
making his report, stressed the need for se- 
curing a higher rate for repair work done. 
He called attention to the high prices paid 
for watchmakers, and contrasted the charges 
made by automibile repair men, stating that 
more should be demanded for the high class 
of service the jeweler renders his customers. 

The report of William G. Frasier, secre- 
tary-treasurer, showed the finances of the 
association in splendid shape, with bank 
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HE WHOLESALE JEWEL- 

ERS of Chicago invite the 

Retail Jewelers of America 

to attend the SECOND 
NATIONAL JEWELRY and AL- 
LIED TRADES SHOW, Hotel 
Sherman, Chicago, August 1 to 
5, 1927. 

Last year’s Show in September, 
the first of its kind ever held, was 
the largest display of new lines 
of JEWELRY MERCHANDISE 
ever assembled under one roof. 
It brought together the largest 
number of retail jewelers who 
ever visited an _ exhibition of 
jewelry —retailers hailing from 
thirty different states. 

The outstanding success of last 
year’s show is assurance that this 
year’s will be bigger and of 
greater benefit in every way. 

Changing conditions in the 
realm of merchandising give a 


marked advantage to merchants 
who go to market over those who 


stay at home. None of the new- 
est goods escapes them. They 
buy, or make their selections, in 
full knowledge of everything 
that will be offered for Fall and 
Holiday selling. They learn at 
first hand of the newest style ten- 
dencies. They absorb window 
display ideas and other produc- 
tive merchandising principles 
that put them on an equal footing 
with the most successful mer- 
chants of their time. 

Come to Chicago in August 
when the 1927 Fall and Holiday 
goods are having their first show- 
ing. Plan now to join with the 
most progressive of your fellows 
in the new, healthier conditions 
in the trade. A cordial — and 
hospitable—welcome awaits you. 


The Wholesale Jewelers of Chicago 


A. B. COFFMAN, Show Manager, 326 WEST MADISON STREET, CHICAGO 


Officers 
JOSEPH S. STEIN, President 
ALBERT C. BECKEN, Vice-President 
WILDER C. HARRIS, Treasurer 
JACOB M. BRAUDE, Secretary 
LOUIS GOLDMAN, Assistant Secretary 


Show Committee 


A. C. Becken Chas. T. Gustafson 
Ss. ¥. Ball Emil Braude 
E. Filholm Jack Friedland 


Peter T. White, Chairman 
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balances, certificates of deposit and bonds 
worth in excess of $6,000. The program of 
nearly 90 pages, an attractive souvenir, helps 
to swell the surplus, despite the fact that the 
amount is not as great from the 90-odd ad- 
vertisers as last year. Seven new members 
were added during the year, the report 
showed. 
The Banquet 


While plumbers, steam fitters, electricians, 
lawyers, preachers, doctors and practically 
all other lines of business and professions re- 
quire a man to take a long apprenticeship in 
training and experience, and many have State 
regulation as to fitness for their jobs, retail 
jewelers and merchants in general have no 
other regulation than their own desires, M. 
Eugene Newsom, Durham retail merchant 
and director of Rotary International, told 
the nearly 100 jewelers, salesmen and wives 
present at the annual banquet at the Wilrik 
Hotel, here, at 8 o’clock Tuesday night. 

Mr. Newsom’s address was the only serious 
event of the program and he interspersed his 
talk with jokes and cracks at members pres- 
ent, as did J. V. Gunter, Sanford manufac- 
turer, whose entire talk was along humorous 
and fun lines. D. B. Teague, Sanford law- 
yer, spoke in humorous vein also, but had a 
background of seriousness in a discussion 
of social and economic conditions. William 
G. Frasier, Durham, secretary-treasurer of 
the State association and regional vice- 
president of the national body, served admir- 
ably as toastmaster. 

The talks interspersed the courses of the 
splendid chicken dinner, orchestra music 
being furnished at intervals. A surprise of 
the evening was the appearance of what was 
announced as members of the Ku Klux 
Klan—a negro quartet, which sang a num- 
ber of negro spirituals and folk songs. 
Vari-colored caps for each attendant and 
adorned horns added to the color and the 
hilarity of the evening. 


Wednesday 


The North Carolina jewelers, in adopting 
the report of the resolutions committee, made 
by Arnold Schiffman at the Wednesday ses- 
sion, asked for strict enforcement of the 
Sherman anti-trust law as it refers to the 
jewelry industry and for legislation protect- 
ing retail prices on exclusive lines of mer- 
chandise, providing for a committee to be 
named by the president to work with com- 
mittees from other associations on this prob- 
lem. The usual resolutions of thanks to 
Sanford people, the Wilrik Hotel and others 
were adopted. 

Walter M. Mellor, now with the Keystone 
Watch Case Co., was the principal speaker 
for the wholesale, jobbing and manufactur- 
ing interest at the closing session. Mr. Mel- 
lor complimented the North Carolina jewel- 
ers in giving William G. Frasier as 
vice-president to the national assuciation. 

Quality, co-operation and association 
activities were discussed by Mr. Mellor. 

The question box offered several prob- 
lems for discussion, bringing out that busi- 
ness conditions for 1927 look even better 
than 1926; that local jewelers should get 
together on basic repair charges; that guar- 
antees are out of date and should not be 
made; that repair prices should be brought 
up to a point at least equal to those charged 
for automobile repairs; that it is unethical 
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to appraise merchandise sold by others to 
satisfy curiosity, but proper to appraise dis- 
tressed merchandise or estate jewelry, mak- 
ing a fair charge, probably $5 or $10, de- 
pending on the difficulty, or 1 per cent. of 
its value. 

Walter William Turrentine, publisher of 
the recently established Southern Jeweler, 
published at Greensboro, N. C., made a brief 
address. 

As a closing event, Retiring President W. 
F. Chears turned over the gavel to President 
H. G. Matthew, both making brief addresses 
on the work of the past year and prospects 
for the ensuing period. Brief talks were 
also given by the other new officers, all of 
whom were installed. 

The approximately 100 members, sales- 
men, representatives and wives left this 
afternoon for their homes. W. G. Frasier, 








FRED N. DAY, A. CONVENTION 
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regional vice-president of the national as- 
sociation, Mrs. Frasier and a few other at- 
tendants left to attend the convention of the 
South Carolina Retail Jewelers’ Association 
on Thursday and Friday of this week. 








Market Prices for Silver Bars 


The following are the quotations for silver 
bars in London and New York as reported 
for the past week. 

Selling Price 


Oficial U. S.Gov’t NewYork 

Date London Assay Bars Official 
March 22.... 2545 57% 55 

sy 23.c00 Bote 57% 55 

“ 24.05 25% 57% 55% 

= 250s 25at 57% 55% 

om 26.... 254% 57% 55% 

7 28 253% 57% 55% 








A new jewelry store will soon begin 
operations in Winston-Salem, N. C., The 
new establishment, Underwood & Hughes, 
Inc., was recently granted a charter to en- 
gage in the jewelry business. The author- 
ized capital stock of the new concern is 
$75,000, of which amount $1,000 is sub- 
scribed by D. G. Underwood, B. S. Hughes, 
Thelma R. Underwood and Bertha G. 
Hughes, all of Winston-Salem. 
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DEATH OF THOMAS PROCTOR 





President of New England Watchmaker’s 
Club Passes Away 


Boston, Mass., March 24.—The death is 
announced of Thomas Proctor, president of 
the New England Watchmakers’ Club and 
for more than 35 years one of the foremost 
watchmakers in this city. He was a founder 
of the club and a leader in watchmakers’ 
activities in other directions. 

At one time he was foreman of the dial 
department of the Waltham watch factory. 
It is claimed that he invented the photo- 
graphic process for dials. He was with Kerr 
& Son, Hanover St., for 29 years and for 
several years in business for himself at 5 
Tremont Row. He also held a certificate 
from the Horological Institute of America. 

His passing is greatly regretted by a host 
of old friends in this city and roundabout. 








Two Senior Salesmen of Seth Thomas Clock 
Co. Retire on April 1 


The Seth Thomas Clock Co. announces 
with regret the retirement on April 1 of its 
two senior salesmen, William H. Sparks and 
Arthur E. Hayward. For over 40 years Mr. 
Sparks has been with the Seth Thomas or- 
ganization, serving at different times in all 
parts of the business. Beginning at the fac- 
tory in Thomaston, he acquired a solid 
foundation of experience in the production 
and construction of clocks and watches. 
Many years ago he transferred his activities 
to the sales department, with headquarters 
in New York city,- where he had personal 
charge of the company’s business with the 
more important customers in New England, 
the Metropolitan district, the southern States 
and Canada. For several years past he also 
has acted as special adviser to the secretary 
and sales manager of the company. 

Mr. Hayward, coming to the Seth Thomas 
company over 33 years ago, has been ever 
since connected with its sales organization and 
has for many years past handled the major 
part of its busingss in the States of New 
York, Pennsylvania, Ohio, Maryland and 
West Virginia. His natural leaning towards 
the finer grades of timepieces, his intimate 
knowledge of the mechanics of clocks, and 
his sound advice to customers have long 
contributed to the maintenance of his com- 
pany’s strong position in the finer branches 
of the trade. Many of its most attractive 
models have owed their origin directly or in- 
directly to his good taste and artistic sense. 

Many friends of both men, not only in the 
Seth Thomas Clock Co. but in the trade at 
large, will wish them both many years of 
happiness in their retirement which is so 
honorably won. 








Approximately $200 damages was done to 
the L. M. Campbell jewelry store in S. 
Main St., Canandiagua, N. Y., late on the 
afternoon of March 18, when a car operated 
by Charles B. Newkirk, of Canandiagua 
town, invaded the sidewalk, out of control, 
and smashed the window case and plate 
glass in the store front. According to police 
headquarters, where a report of the accident 
was made, Newkirk lost control of his car 
while endeavoring to park in front of the 
Campbell store. He agreed to pay for the 
damage, according to headquarters. 


0-2 SNE BE he ag 


were Neen ery 








66 THE JEWELERS’ CIRCULAR March 30, 1927 

















Massachusetts and Rhode Island Jewelers Hold 
Well Attended Convention | 


Interesting Addresses and Splendid Entertainment Features High Lights of Gathering 
in Boston—Officers Elected and Resolutions Adopted—Banquet Much Enjoyed 

















Boston, Mass., March. 24.—Highlights 
flashed continuously at the two-day conven- 
tion of the Massachusetts and Rhode Island 
Retail Jewelers’ Association at the Copley 
Plaza which came to a close last night with 
success punctuating every step of its pro- 
gress. 

In fact light, or rather better lighting of 
stores and windows, was a dominant feature 
of the convention. Yet the program was 
varied enough to embrace other educative 
features of first-rank importance to jewelers. 
J. F. McLean, advertising manager for 
Daniel Low & Co., Salem, gave an interest- 
ing address. The pointers he presented cov- 
ered enough data to serve as a complete 
guide in this essential phase of the jewelry 
business for months of advertising. 

Salesmanship, the art of consumating sales 
was treated largely from a_ psychological 
standpoint by Professor Oscar T. Smith, 
College of Business Administration, Boston 
University. He is a fluent, convincing 
speaker, saturated in the subject of sales- 
manship. The way he has of delivering his 
ideas in a well-rounded tone, and then drop- 
ping his voice almost to a whisper as he 
makes his point, is most effective. One had 
to bend forward to catch the point but it 
seemed to thrust itself the most deeply into 
the memory. 

Election of officers resulted as follows: 
President, Arthur Stern, Lynn; first vice- 
president, C. J. Gidley, New Bedford; sec- 
ond vice-president, Adelford Abbott, Lowell ; 
secretary, Louis S. Smith,- Beverly; treas- 
urer, Lewis F. Poor, New Bedford; execu- 
tive committee, Frank Ricard, Lowell, S. 
W. Searles, Springfield, James Kingman, 
Boston, C. Edward Cotter, Lowell, W. F. 
Rainey, Pittsfield; delegates to the national 
convention, the president and the secretary. 

Plans for a fashion style show and ex- 
position in jewelry was outlined by President 
J. C. Stever in his opening address. 

‘He said it was a question whether to hold 
it at the Hotel Statler or Mechanics build- 
ing. The preference seemed to be for the 
hotel because people are more naturally at- 
tracted to that kind of building where there 
is every convenience and an environment of 
superlative attraction. It depended largely 
upon the support forthcoming from the 
manufacturers, but the aim was to make the 
style show as much an institution as the 
automobile show. 

That reports of business depression in 
New England were largely fictions, Mr. 
Stever said, was shown by the fact that more 
than $29,000,000 dollars was spent in Massa- 
chusetts last year for factory additions, and 
14,000 more people were employed in Massa- 
chusetts factories than last year. This, he 
maintained, more than balanced the emigra- 


tion of the textile industries to the south. 
What poor business there was in the jewelry 
trade he blamed the jewelers for because they 
wear too little jewelry themselves. 
Reporting on legislative progress Presi- 
dent Stever said that “the auction licensing 
law was so successful that the Chamber of 
Commerce, Retail Trade Board and the 
Better Business Bureau decided to try to 
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make the law still stronger by reducing the 
time which an auction may keep open to 
30 days. The effort failed but the committee 
decided that the present law was sufficient. 
Many “fake” auctioneers have been driven 
from the city and twice action has been 
taken in other Massachusetts towns. 

The lien law, by which jewelry left for re- 
pair more than one year could be sold is 
now up for its third reading in the house 
and there is every prospect that it will 
eventually become a law. 

H. L. Coburn, a vice-president of the 
A.N.R.J.A. appealed for funds to continue 
the research work carried on by the Har- 
vard Business Bureau. The funds which 
for six years supported this work were ex- 
hausted last year, and research is halted 
until more money can be raised. The growth 
of the national association and its corre- 
sponding power to improve conditions for 
every retailer in the country calls for a 
general understanding. of the jewelry in- 
dustry. 

“Our association has been able to replace 
hundreds of millions of dollars into the 
pockets of its members,” Mr. Coburn said, 


Some 


“because it had the foresight to employ a 
reliable research into its conditions. The 
organization still feels that because of the 
radical changes that business is undergoing 
it is all the more important that we should 
continue this work. We are asking mem- 
bers to subscribe their share so that it may 
be carried on.” 

Mr. Coburn also outlined the $4,000,000 
advertising campaign of the National Jewel- 
ers’ Publicity Association. “With the ad- 
vertising now appearing in the large na- 
tionally-circulated magazines it has been 
proved that successful co-operation is pos- 
sible in our industry. The advertising we 
have done is only one phase of the program 
we have planned. * 

“The plan is to organize various depart- 
ments under the direction of experts who 
will operate a department of national maga- 
zine advertising. This will require a mini- 
mum of $200,000 and should ultimately reach 
$500,000.” 

Mr. Coburn also described a_ publicity 
department to supply newspapers and maga- 
zines with news favoring the jewelry in- 
dustry to spend from $50,000 to $100,000; 
also a style department to influence styles 
and secure a maximum of jewelry style il- 
lustrations to cost from $50,000 to $100,000. 
He likewise outlined a department to insure 
the featuring of jewelry on stage and screen 
to cost from $25,000 to $50,000, a dealers’ 
service department to supply members with 
cuts, mats and advertising to spend from 
$50,000 to $100,000. 

The plan also includes a trade ethics de- 
partment to cost $50,000 to $100,000 in com- 
batting fraudulent trade advertising, etc., and 
an administration department to cost between 
$25,000 and $50,000. 

It was voted to refer to the executive 
committee the suggestion to merge State 
associations into one all New England body 
or else to retain State identity but combine 
in one yearly convention or style show. 

The secretary’s report dealt with experi- 
ences in enforcing the law concerning auc- 
tions in Massachusetts and with fraudulent 
advertising and trade practices. Tribute was 
paid by Secretary Smith and by speakers 
from the floor to the activities of the Boston 
Better Business Bureau in securing evidence 
against concerns suspected of fraud. At 
the same time members were warned that in 
cases where such firms offered to make 
restitution in the particular cases where 
evidence was secured against them the 
charges were sometimes nolle prossed and 
punishment difficult to secure. 

D. H. Johnson of the Dennison Manufac- 
turing Co. dealt with window and _ store 
displays. 

“Crowding your store window with a lot 


= we 
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of goods does not crowd the minds of your 
customers with ideas,” he said. “Put your 
window on the payroll by making your mer- 
chandise stand out with attractive displays. 
Avoid a mass of merchandise that will make 
it impossible for potential customers to vis- 
ualize any individual piece. 

“When your window displays and your 
newspaper advertisements are co-ordinated 
both have a greater pulling power. One of 
the ways to express personality is not only 
to be original, but to have the indefinable 
appeal. Your merchandise then no matter 
how sterling in its quality or attractive in 
price cannot make this message known un- 
less it is assisted by you in presenting it 
in the most attractive manner possible. The 
most indifferent passerby cannot fail to be 
impressed if daily your windows ring out 
with charm and attractiveness.” 


~ 





J. C. STEVER, RETIRING PRESIDENT 


The following resolutions were unanim- 
ously adopted : 


Resolutions 


The committee on resolutions has met and presents 
the following resolutions for your consideration and 
approval. 

RESOLVED: That we hereby extend to our retiring 
president and vice-president and board of directors 
our sincere appreciation of their untiring service 
and efficient management. 

* * * 


REsoLvep: That our secretary, Louis S. Smith, 
deserves unlimited credit for the time and attention 
which he devotes to the association which he has 
rendered so long and so well. 

* - * 

Resotvep: That we extend our thanks to the 
Mayor of Boston, whclesale jewelers, jobbers and 
ladies’ committee of Boston and the management 
of the Copley Plaza Hotel for their warm reception 
and hospitality. 

_ * * 

RESoLveD: That we pledge our support to the 
National Publicity Association and urge all mem- 
bers of the trade, particularly our own membership, 
to. give to the limit of their ability. 

J a * * . 

Resotvep: That we commend the National Retail 
Jewelers’ Association for their effort in tying up 
with Harvard Bureau of Business Research; to 
continue their survey of our trade and that we, as 
members, give our hearty support both financially 
and by sending in our reports. 

* * * 


RESOLVED: That we hereby offer the speakers on 
our excellent convention program of our keen ap- 
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preciation of their effort in making our 13th con- 
vention such a success from an educational stand- 


point particularly. 
* * 


RESOLVED: That we again commend the policies 
of the jobbing houses and manufacturers who 
realize the value of restricting their distribution 
to the retail jewelers who carry this merchandise 


in stock. 
* * * 


RESOLVED: That we extend to the trade press 
our sincere appreciation of the great amount of 
space given by them in our behalf and their won- 
derful spirit of co-operation. 

= * — 


RESOLVED: That we urge the manufacturers to be 
considerate in the price charged on discontinued 
sterling flat ware to the jeweler. 

* * * 


RESOLVED: That we endorse the resale price legis- 
lation as proposed in the Capper-Kelly bills (Senate 
1,448, House 11). 


* * * 


RESOLVED: That we are in sympathy with the 
majority of watch case manufacturers in attempt- 
ing to clarify the situation that is now unsettled, 
defining the gold-filled and rolled-gold plate con- 


ditions. 
* * * 


RESoLvED: That we urge and send a copy to the 
members of the Interstate Commerce Comniittee 
of the Senate and House of Representatives the 
following: 

That the members of the Massachusetts and 
Rhode Island Retail Jewelers’ Association assem- 
bled, represent the majority of retail jewelers in 
the State of Massachusetts and Rhode Island whose 
object is “quality”; that the platinum situation is 
unsettled and has no standard, therefore be it 

REsoLveD: That we recommend the adoption of 
Senate Bill HR 16545 and earnestly urge the 
passage of the bill. 

Resotvep: That we heartily endorse the efforts 
of Boston Better Business Bureau in their efforts 
to promote the cause of honest merchandising, par- 
ticularly as related to the jewelry industry. 

Respectfully submitted, 
J. F. Kany 
ADELBERT ABBOTT 
ARTHUR STERN 


While the men devoted themselves to busi- 
ness the ladies of whom there were 127 
were entertained by a group of wholesalers. 
On Tuesday afternoon the ladies were taken 
to the Metropolitan theatre, the leading 
motion picture theatre in the city. After 
the theatre supper was served at the Lido 
Venice. The party then went to the Shubert 
theatre where the “Vagabond King” was 
the attraction. 

Wednesday morning the fair visitors were 
taken in buses to Dreamwold, Egypt, the 
estate of the late Themas Lawson where 
luncheon was served. The company then 
returned to the Copley Plaza in readiness 
for the banquet and dance. 

Boxes 6f chocolates and bon bons at proper 
intervals placed the final touch of perfec- 
tion to the arrangements. 

Those responsible for this masterpiece of 
entertainment, officially known as the Ladies 
Entertainment Committee, are given below 
following the name of the firm which sub- 
scribed to the expenses: Henry Arnold; Mrs. 
H. R. Arnold, chairwoman ; Hazleton & Good- 
man, Mrs. Goodman; Waltham Watch Co., 
Mrs. F. C. Dumaine; Smith Patterson Co., 
Mrs. Dey; D. C. Percival & Co., Mrs. E. 
E. Hardy; Norling & Bloom, Mrs. Anthony 
J. Kelley; Harwood Bros., Mrs. F. E. Har- 
wood; New England Watch & Jewelry Co., 
Mrs. Harold Alberts; David Nemser, Mrs. 
David Nemser; A. Paul & Co., Mrs. Paul; 
Ripley, Howland Mfg. Co., Mrs. E. C. 
Hawke; Harris & Lawton, Mrs. C. F. Law- 
ton; C. W. Sweetland, Mrs. A. Sweetland; 
M. Page & Co., Mrs. E. S. Page; A. S. 
Hirschburg, Mrs. A. S. Hirschburg; A. 
Frisch Co., Miss L. B. Frisch; E. W. Kirby, 
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Mrs. E. W. Kirby; Harkins & Murphy, 
Mrs. M. F. Scennell; Heller & Atkins, Miss 
Gertrude Fallon; Charles May & Son, Miss 
Evelyn May; Glazer Bros., Miss Sarah L. 
Glazer; E. H. Saxton, Mrs. E. H. Saxton; 
Boston Jewelry Co., Mrs. Henry G. Morris; 
J. M. Kirby, Mrs. J. M. Kirby; S. E. Miller, 
Mrs. S. E. Miller; B. Wyman, Mrs. B. 
Wyman; Howard Wright (none); Sanger 
& Co., Mrs. Eugene Sanger; Boston Watch 
Co., Mrs. L. Mechanic; N. Goodman, Mrs. 
N. Goodman; J. Rockman & Co., Mrs. C. 
Clancy; Louis Guiness, Mrs. L. Guiness; 
N. Elkon, Mrs. Elmer Knight; J. DeYoung, 
Mrs. E. W. Read. 


ADDRESS OF J. M. HOWARD 


“Light up your wall and show cases so 
that when customers come into your store 
they will not be using wall cases as a 
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mirror before which to adjust their hats and 
ties, but will see some piece of merchandise 
which should be reposing in their own domi- 
cile and make a purchase.” This was the 
advice of J. M. Howard, illuminating en- 
gineer of the General Electric Co. 

Mr. Howard spoke on “Effective Store 
and Window Lighting.” After giving a 
graphic description of technical phases of 
effective lighting Mr. Howard said show 
window lighting is of greater importance 
than most people realize. Huge sums of 
money are expended yearly to construct or 
reconstruct show windows. 

“Anyone walking along the sidewalk 
would pause -to. look at a striking display 
in the’ daytime. If a jeweler fails to illu- 
minate his windows after dusk he greatly 
shortens their useful working hours. A 
statistical expert has found that the space 
devoted to a show window is worth a sur- 
prisingly large proportion of the rental value 
of the entire store. In one store more than 
100 feet long the windows, only two feet 
deep, proved to be worth 12 per cent of the 
rent paid for the whole place. This expert 
also found that the cost of proper window 
illumination is such a small item in com- 
parison with having the window there that 
it can almost be neglected. 

What are the advantages of having a 
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higher intensity of illumination than a neigh- 
boring store? 

This pertinent question was answered by 
Mr. Howard who sighted the results of two 
tests made in two widely separated cities, 
Newark, N. J., and Cleveland O. These 
tests were conducted under various weather 
conditions, and over a period of several 
months. The object sought was to deter- 
mine the actual drawing power of a window 
when lighted to different levels of illumina- 
tion, and the drawing power of colored lights 
and spot lights. 

“When the window was illuminated to the 
low intensity of 15 foot candles,” said Mr. 
Howard, “10 per cent of the people paused 
to look at the display. 

“When the intensity was increased to 30 
foot candles, 12 per cent of the people stop- 
ped. When the intensity of 100 foot candles 
was reached it was found that 21 per cent 
stopped. 

“The introduction of color attracted 40 
per cent more people for the same hourly 
current cost.” 

As to what types of lights to use, Mr. 
Howard said that two most commonly are 
the prismatic glass and mirrored glass type. 
The former permits a small percentage of 
light to be transmitted through it to the 
ceiling and valence. This is desirable, es- 
pecially where a combination sign and val- 
ence are painted on the window. 

The store interior should be illuminated 
to a much lower intensity than the windows, 
probably about 8 foot candles. “This illu- 
mination,” Mr. Howard pointed out, “should 
be of a direct type and not too highly dif- 
fused. Use a prismatic glass luminaire or 
a crystal fixture.” 

How many lamps should be used and how 
large? 

A good general rule was given by Mr. 
Howard. “If you use 200 watt ‘amps or 
larger you can figure that it will be neces- 
gary to use 1.5 to 2.0 watts per square foot 
of floor area. This spacing between units 
should not exceed their mounting height 
above the floor. If the store is 15 feet wide 
or less one row of units will do. If it is 
18 to 25 feet wide two rows will be neces- 
sary.” 

Wall and show cases Mr. Howard added, 
should have at least twice the intensity of 
the rest of the store interior. A whiter 
light is much more satisfactory than the 
yellow rays emitted by the regular incan- 
descent lamp hence a lamp should approxi- 
mate daylight. 

Several types of desirable reflectors were 
exhibited by Mr. Howard to illustrate the 
value of changing the direction of light rays 
so as to get the major portion on the work- 
ing plane and not the ceiling. He also 
dealt extensively with various illuminated 
signs or markers. 


ADDRESS OF J. F. MACLEAN 


Individuality in advertising was the key- 
note of a practical address on advertising 
by J. F. MacLean, advertising manager of 
Daniel Low & Co., Salem, who was able to 
give the benefit of his own experiences and 
those of Daniel Low in this field. The sig- 
nificance of this individuality is seen in a 
comparison of familiar advertisements. 
Those of Shreve, Crump & Low reflect 
dignity, quality and integrity; Smith Pat- 
terson & Co., quality, variety and fair price; 
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Ovington’s, the unusual, bizarre, clever and 
ritzy. The style of the advertisement should 
reflect this individuality of the store. 

Mr. MacLean believes that the advertising 
problem of the jeweler is to make the public 
jewelry conscious, the greatest competitor 
being not other jewelry stores, but depart- 
ment stores and automobile and radio dealers. 


Other advice given by Mr. MacLean 
was: 
Budget: Generally between 2 and 4 per 


cent. of last year’s sales or this year’s antici- 
pated sales. The budget should be elastic, so 


that special circumstances can be taken 
care of. 
Physical Appearance: Content, _ style, 


illustrations and set-up should reflect the 
individuality of the store. If there are few 
other advertisements in the paper, a small 
size is enough; if many other large adver- 
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tisements, one should choose a large adver- 
tisement, or use the front page, with a refer- 
ence to a larger advertisement on the inside. 
Daniel Low & Co. believe that the added 
cost of a front page ad is more than worth it. 

Advertising Schedule: Advertise most 
when business is good. At Daniel Low & 
Co. a monthly meeting of department heads 
lays out the campaign for the coming month. 
The occasional appeal is first considered 
(holidays, season, birthdays, new styles, 
etc.). They believe, however, that the 
emphasis should always be placed on the 
merchandise itself rather than the occasion. 
From 65 to 85 per cent. of merchandise is 
bought for gift occasion. From the rest 
comes the new business. 

Advertising Content: Do not run the 
same advertisement twice in succession, as 
readers get the habit of passing it up. 
Spread the idea of new gift occasions, like 
Mother’s Day, Valentines, Easter, etc. Do 
not forget gift days for men. Analyze the 
articles to be advertised to find wherein lies 
the chief appeal. Use a distinctive border 
and distinctive type. Illustrations often 
convey more than text. Type should rarely 
be smaller than 8 pt. and preferably 10 to 
12 pt. Attract attention by a headline. Copy 
should be sincere, interesting, and easy to 
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read. Simple short sentences are best, 
The final paragraph should suggest some. 
thing to do, e. g., “Buy now, limited 
quantity,” “Come early.” 

“I am frank to admit,” Mr. MacLean con- 
cluded, “that direct returns on your adver- 
tisements are likely to be most discouraging, 
and not to be compared to department store 
advertising. We must be content with a 
reasonable return.” 


ADDRESS OF PROF. OSCAR T. SMITH 


Good ideas for development by the 
jeweler were formulated by Professor 
Oscar T. Smith, of Boston University, in 
his lecture on “salesmanship.” This was 
one of the most illuminating presentations at 
the convention and was greatly relished by 
the delegates. 

“The first important thing to do,” said 
Professor Smith, “is to make friends, espe- 
cially in small towns. You must make 
friends of your customers. Friendship js 
the fundamental basis upon which to con- 
struct business.” 

Professor Smith then delved into the 
psychological aspect of salesmanship. Pride 
in possession is a motive in customers which 
must be cultivated and encouraged. It is 
best studied, perhaps, in the child. 

“Once we look upon a thing as ours it is 
hard to give it up. So have the customers 
actually see themselves in mirrors, because 
in this way the motive of pride in possession 
gets into operation. 

“Curiosity is another motive of prime im- 
portance. Novelties are sold on that basis, 
Remember that your customer is a bundle 
of conflicting desires, instincts and motives. 
From a salesman’s point of view, two of 
the chief are love of family and love of 
children. Hence salesmen should make 
friends with the children. Cultivate and 
express admiration of them, a_ sincere 
admiration. But it must be sincere. In- 
sincerity is a fatal boomerang. 

“Vanity is another strong point. Most 
people have a tremendous amount of it. 

“Cleanliness is a motive in people that 
can always be relied upon to respond to the 
right kind of appeal. Lack of cleanliness 
will drive a great many people away from 
a store. If the environment is not clean, to 
that extent, you are not adapting your store 
to a wholesome motive in customers— 
cleanliness. 

“Beauty in fixtures is another attraction, 
but this can be overdone, especially in the 
small town. It is foolish to install elaborate 
fixtures because of the great overhead ex- 
pense.” 

Professor Smith instanced the experience 
felt where a person from a small community 
visited a metropolitan store and was be- 
wildered by the profusion and confusion of 
dazzling fixtures and fittings, so that he lost 
sight of the merchandise for sale. 

“Finally, make your store a perfect adap- 
tation to your customers. That is the funda- 
mental secret of success.” 

A brand new lighting device designed to 
quicken the sales of diamonds was presented 
by F. M. Todd of Reid & Todd, Bridge- 
port, Conn., with the co-operation of Harris 
& Lawton and Albert R. Kerr, secretary of 
the Boston Jewelers’ Club. This device 
promises to usher in a new era in store 
window lighting. It consists of a revolv- 
ing loop of lights, causing diamonds dis- 
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played below to scintillate with rythmic 
sparkle. 

a the purpose of making a perfect 
demonstration of the device for “Putting 
Life Into Diamonds,” Mr. Kerr had set up 
two display windows most appealingly 
decorated in light grays and sharply con- 
trasting blues and greens. One window was 
for diamonds, furnished by Harris & Law- 
ton, and the other for silverware, lent by 
C. W. Sweetland & Son, Inc. 

The magical efficacy of Mr. Todd’s de- 
vice was Obvious the instant the electric 
current was switched from the stationery to 
the circulating lights. The diamonds began 
to emit flashes of light with measured beat, 
as the “silent policeman” does for motorists. 
A better simile, perhaps, would be a slowly 


LIGHTING EFFECT 
winding river intermittently reflecting the 
sun’s rays. 

“The first day we installed this light,” said 
Mr. Todd, “we sold a $1,500 diamond as the 
direct result. And we are continuing right 
along to make sales.” 

Colored lights are not suitable for this 
device, Mr. Todd demonstrated. Only the 
yellowish light is the “Friendly Glow.” 

The convention closed with a banquet and 
social in the Swiss Room. The members of 
the association presented retiring President 
J. C. Stever of Boston an inscribed gold 
watch. The presentation was made by Sec- 
retary Smith. More than 400 members and 
their ladies and guests attended the banquet, 
which was followed by dancing. Arthur 
Stern, Lynn, the new president, was toast- 
master. James C. Higgins of Boston, a 
humorist; E. H. Thompson, also of Boston, 
who spoke on “The Adventures of an Ex- 
Plorer in Yucatan,” and a vocal solo by 
Frederick L. Huddy, completed the evening’s 
program. 

“Not in all the history of the world have 
the women of a single nation possessed such 
jewels as those of the United States,” said 
Mr. Coburn. “From a recent survey, the 
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total of diamonds imported to the United 
States from 1867 to date, a period covering 
two generations, reveals the stupendous sum 
of $4,000,000,000. It is estimated that more 
than 10,000,000 carats of diamonds alone are 
held in this country. The diamond per cap- 
ita wealth of the country is now figured to 
be not less than $200 per family. 

“It is a very easy matter,” Mr. Coburn 
added, “for a woman to adorn herself with 
jewels that would reach a value of a million 
dollars. With an anklet, a necklace, two 
bracelets and a diamond studded bandeau, 
there is proof positive that this amount of 
jewelry might be worn and not be conspicu- 
ous or in bad taste.” 

The officers of the association who helped 
to make the convention a success follow: 
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DISPLAY AT THE CONVENTION 


President, J. Charles Stever ; first vice-presi- 
dent, Fred C. Newhall of Lynn; second vice- 
president, C. J. Gidley of New Bedford; 
secretary, Louis S. Smith of Beverly ; treas- 
urer, Lewis F. Poor, New Bedford; execu- 
tive committee, Arthur K. Smith of Woburn, 
Robert F. Thompson of Gloucester, Frank 
Ricard of Lowell, George H. Gutteridge of 
Maynard, and Joseph W. Blaine of New- 
port, R. I. 

The following committees also aided: 

Nominating committee: C. J. Gidley of 
New Bedford, chairman; Edwin F. Lilley of 
Milford, and Robert A. Lohnes of Worcester. 

Resolutions committee: Frank E. Davis 
of Northampton, chairman; J. Fred Kahl of 
Pittsfield, and Joseph W. Blaine of New- 
port, R. I. 

Banquet committee: James Kingman of 
Boston, chairman; Ellis Gifford of Fall 
River, and S. W. Searles, Springfield. 

Reception committee: Forrest Davidson 
of Boston, chairman; W. A. McKenny of 
Athol, George H. Atwill of Boston, Arthur 
Stern of Lynn, Robert F. Thompson of 
Gloucester, G. Edward Cotter of Lowell, 
Alonzo T. Wonson of Fall River, and H. S. 
Tanner of Providence. 
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The guests of honor were: H. L. Coburn, 
vice-president of the national association; 
Albion Keith, president of the Maine asso- 
ciation; O. S. Searles, president of the Ver- 
mont association; George H. Dyson, presi- 
dent of the Connecticut association; J. M. 
Howard of the General Electric Co.; J. E. 
MacLean, of Daniel Low & Co.; Professor 
Oscar T. Smith, of the College of Business 
Administration, Boston University; Frank 
Todd, of Reid & Todd, Bridgeport, Conn. ; 





WHO ADDRESSED THE 


JOHNSON, 
CONVENTION 


D. H. Johnson, of the Dennison Mfg. Co.; 
James H. Parks, president of the Boston 
Jewelers Club; Frank L. Huddy, of Ripley 
Howland Mfg. Co., Boston; James C. Hig- 
gins of Boston, and E. H. Thompson of 
Boston. 








Temporary Receiver Appointed for Robin- 
son Jewelry Co., Inc., Providence, R. I. 
Provinence, R. I., March 26.—A petition 

of Charles A. Dunn for the appointment of 
a temporary receiver for the Robinson 
Jewelry Co. Inc., room 506 Woolworth 
puilding 187 Westminster St., was heard be- 
fore Presiding Justice Willard B. Tanner in 
Superior Court on Tuesday and a decree en- 
tered appointing Horace M. Peck, secretary 
of the Manufacturing Jewelers’ Board of 
‘Trade, as temporary receiver under bond of 
$15,000. A hearing for the appointment of a 
permanent receiver has been set for April 4 
at 9:30 o’clock. The temporary receiver is 
authorized to continue the business and an 
injunction is entered against any action of 
law or equity being instituted against the 
concern, 

The Robinson Jewelry Co., Inc., was 
started by David A. and Ephraim E. Robin- 
son at 100 Fountain St., where it was in- 
corporated in December, 1917. Ephraim E. 
Robinson died in February, 1922, when 
David A. Robinson was elected treasurer. 
Mr. Robinson has been in ill-health for sev- 
eral months which, with the general business 
depression, has placed the concern in a posi- 
tion of necessitating an accounting. The 
business was removed to its present address 
in 1923. 
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Regal Ring for the Bride 


Be sure to have several Empress Baguette 
Wedding and Guard Rings on hand for 
the three months just ahead, April, May 
and June. 


Empress Baguette is the newest vogue in 
Wedding Rings, featuring a circlet of 
six-sided baguette diamonds set point to 
point in a unique design of charming 
effectiveness. 


The Empress Baguette is different. It 
is of regal beauty. It is so exquisitely 
original and in such excellent taste that 
discriminating women are _ invariably 
delighted with it. 

The Empress Baguette is patented and cannot 

be imitated without penalty. Normal sizes are 


carried in stock. Special sizes can be supplied 
in three weeks. Plain or engraved sides. 


DAVIDSON & SCHWAB, Inc. 


58 West 40 Street 
New York City 


‘Copyright, 1927, Davidson & Schwab, Inc. 
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Why Our Research Work Must Be Continued 





An Address by H. L. Coburn 














We can remember that a few years ago, our 
national association raised a fund for research 
purposes This money was used to employ the 
Harvard Business Bureau to make a comprehensive 
study of the retail jewelry field, and to publish the 
results of its work for our benefit. 

After six years of this work, our funds became 
exhausted in 1926. Our research work was tem- 
porarily halted until we could raise enough money 
with which to finance its continuance for an in- 
definite period of years. Your national association 
is now conducting another campaign, and it is 
going directly to every member of the association 
and asking him to do his part by subscribing his 
share of the amount needed. 

The reasons for the great importance of this 
work, are that the figures produced by a study of 
retail jewelry stores have led to the showing of 
conditions which have a vital bearing upon the 
welfare of every store in the country. 

In the past four years, four very significant 
things have happened within the jewelry industry: 

(1) Your national association has outgrown the 
purposes for which it was organized. It has gone 
ahead by leaps and bounds, until it now stands 
among the foremost trade associations of the 
country. It has undertaken problems of great mag- 
nitude on a pitifully small amount of revenue as 
compared to the benefits which have been received 
by its members. But it has never failed to gain its 
objective. It has a much firmer foothold in the trade 
than it ever had. Manufacturers realize that in the 
final analysis, the retailer is the key to the solution 
of nearly every trade problem. Your national as- 
sociation has secured splendid recognition in federal 
and state legislatures for its clean, straightforward, 
honest dealings in matters of obtaining legislation. 

* * * 


The results of past years of hard work find the 
national association a very powerful influence to do 
good. The organization is being called upon every 


‘day to handle problems that heretofore have been 


considered as none of the retail jewelers’ business. 
This means that the association’s legitimate 
scope for the future is unlimited, and also that it 
can realize its possibilities only to the degree that 
we, its members, will support the organization. both 
morally and financially. The time for concerted 
action was never so ripe as it is at this moment. 
(2) With this growth of our association, there 
has been a radical change in the methods of mer- 
chandising and in the distribution of goods to the 
public. The retail jeweler has been taught, and 
knows, that his fellow jeweler is not his real com- 
petitor. Competition is now between industries, and 
the better the industries are organized, the more 
effective is their competition. By banding together, 
industries are able to carry on a commercial war- 
fare, because their financial resources enable them 
to achieve their objectives. in a much more telling 
way than the individual store can do. Each in- 
dustry is playing off its products against the prod- 
ucts of other industries, in an effort to sell more 
of its goods to more of the public. The identity 
of the individual is lost in this great battle. This 
means that every retailer stands in urgent need of 
his association; his organization requires his un- 
stinted support if, by its activities, it is to help him. 
* * * 


(3) Our national association has joined in a 
species of warfare, by sponsoring the national 
publicity movement. This is the first attempt by 
the jewelry industry to make more of the public 
want to buy more jewelry, in preference to the 
Products that are being sold by other industries. 
Other industries, by using national publicity and 
other modern weapons, have outstripped us in the 
competitive race. The demand for our goods has 
been allowed to diminish because we have sat by 
and permitted other industries to take more and 
more of our rightful share of the consumer’s dollar. 

* * *~ 

Your national president, Mr. Brotherly, has 
realized that the incentive on the part of manu- 
facturers and wholesalers, to sell at retail; to 
market our products through an_ ever-increasing 
number of channels outside of the legitimate retail 
Jewelry store; to supply fake auctions with mer- 
chandise; to carry on ruinous price-cutting; to 
Organize and operate chain stores; and other evils 
too numerous to mention, can only be eliminated 
&8 soon as we create a consumer-demand for our 


merchandise that will match our facilities for pro- 
duction. 

(4) The fourth and last great factor that these 
past four years have developed to an increasingly 
noticeable degree, is the one to which I am going 
to confine my remarks. It is the research work 
that has been done through your national associa- 
tion, and the value of that work to every one of 
us. This is the weapon that has been used to put 
millions of dollars into the retail jewelers’ pockets. 
It is the protective armor that we must wear, at 
the same time that we are fighting our competitive 
battle with national publicity. Neither one can be 
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neglected without damage to ourselves and our 
industry. 

Before the days of research, the retail jeweler 
was accused by the manufacturer and wholesaler of 
being lazy, wasteful, and extravagant. He was told 
that he was inefficient, because he did not sell 
more of his products. He was told that he was a 
poor business man, and he was obliged to stand up 
under those accusations because he had no way of 
knowing his cost of doing business, or his volume 
of sales, or his turnover. 

When the manufacturer placed a sugested resale 
price upon his articles, he used to make it so low 
that the retail jeweler was obliged to handle most 
of his lines at a loss. No consideration was given 
to the cost’ of doing business in the retail field; 
no thought was given to volume of sales or turn- 
over. It became imperative that something had to 
be done. 

As soon as our first surveys were published, the 
manufacturers and wholesalers were astounded to 
learn that the retail jewelry industry had the highest 
average cost of doing business; it suffered from 
the lowest average turnover, the lowest average 
volume of sales, and the lowest average profit of 
any industry in the country. 

Our educational work resulted in a change for 
the better—both in the attitude of mind of the 
manufacturer toward the retailer, and the prices 
put, as suggested resale prices, on the manufac- 
turer’s articles. We have witnessed—particularly 
in recent years—a higher suggested resale price on 
many of our lines, and this we can attribute directly 
to the good that has come out of research. These 
changes were all voluntarily adopted by the manu- 
facturer, who saw that it was necessary to take 
some steps which would prevent the retailer taking 
a loss, and which, at the same time, would help 
to stimulate the sales of his merchandise. Our 
Harvard figures were never used, and never will 
be used, for the purpose of coercing or intimidating 
anyone; for this is unlawful. However, every 
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manufacturer and wholesaler has the individual 
right to study our surveys, which are published 
to the world, and to consider what it may be neces- 
sary for him to do in order to bring about a better- 
ment of conditions within the trade. 

How many millions of dollars the educational 
effects of our Harvard work has produced in bette: 
mark-up is more difficult to estimate, but it has 
been so productive of results, that this feature 
alone necessitates the continuation of the work. 

In addition, the publication of the surveys has 
had a wonderful effect in helping to overcome 
ruinous price cutting by retailers who, in their 
ignorance of their cost of doing business, were 
selling their merchandise below cost. 

This educational work among all branches of the 
trade has more than paid for the money that we 
invested in research work. For years, our profits 
and our financial resources were being paid to the 
Government in excise taxes. This fact, coupled 
with the increasingly great competition of other 
industries, placed the retail branch of the jewelry 
industry in a most disadvantageous position. Since 
our taxes were removed, we now have an oppor- 
tunity to get back on a more economic foundation. 

Perhaps I can make the cash benefits resulting 
from research a little clearer by talking in the 
language of dollars and cents. The cost of our 
surveys, from 1919 to 1925 inclusive, was $5,000 
per year, or a total of $30,000 for six years. Our 
excise taxes averaged $25,000,000 per year, or a 
total of $150,000,000 for the same six-year period. 
This means that for every $5,000 invested in re- 
search, we realized a return of $25,000,000 per 
year; and for every $1,000 invested, we realized a 
return of $5,000,000 per year in actual cash savings, 
by reason of our ability to eliminate our excise 
taxes. I think you will agree with me that the 
jeweler cannot make many investments that yield 
such large returns. 

We were only ONE of many industries that 
appealed for tax elimination. All other industries 
had to admit, that in spite of their taxes, they 
were making profits. Our industry had to prove 
that because of its taxes, it was sustaining a serious 
loss; and unless relieved, we would be rapidly taxed 
out of existence. The only way in which we could 
prove this, was by submitting our accurate research 
figures, covering a period of six years. As a re- 
sult of this proof, we were the ONLY industry 
that received complete relief; we were the only 
industry that received relief on the date the 
Revenue Bill became effective. 

We were definitely advised by responsible Con- 
gressmen that our relief was afforded only by a 
very narrow margin, and that it was given to us 
only by reason of our ability to prove our economic 
situation. _ 

Our association has been able to replace hundreds 
of millions of dollars into the pockets of its mem- 
bers, because it had the foresight to employ a 
reliable research into its conditions. The organiza- 
tion still feels that because of the radical changes 
that business is undergoing, it is all the more 
important that we should continue this work. We 
are asking members to subscribe their share so that 
it may be carried on. 

* * 

Let us bear in mind that the great problems of 
the retail jeweler are his high overhead, his low 
turnover and volume of sales, and his low average 
profit as compared with the figures of other in- 
dustries which are competing with us. Let us 
realize that we must keep a very close watch upon 
our business conditions for a number of years in 
the future, so that, through our surveys, we may 
mend the gaps in our fences, and prepare for the 
unknown conditions of the future. 

I am sure that by this time you will realize that 
our nationai association has pursued a very wise 
course in coming to you and asking you to con- 
tribute a portion of your excise tax savings, for 
the continuation of the work being done for us 
by the Harvard Bureau. I am confident that you 
are satisfied that the investment of your money 
has reaped, and will continue to reap, untold re- 
wards for you. 

Every use of our Harvard figures is aimed 
directly at your stores, and is designed to make our 
industry a more profitable enterprise. If we will 
face the facts, I think that each of us will admit 
that we owe a debt of gratitude to the national 
association for our tax savings. On this basis 
then, jewelers are urged to show their appreciation 
by making a subscription to our research fund. 
Let us give all that we possibly can. 

In closing, I would like to point out other very 
helpful features of the Harvard work. The Bureau 
will analyze the reports and figures of each retail 
jewelry store that will send them in. This analysis 
shows up the strength and weakness in the stores’ 
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AMEO Brooches are now the best selling item in 
New York and the demand is rapidly spreading 
over the entire country. 


Have you a good selection? 
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methods of doing business, and will lead to the 
making of change that will make each store more 
successful. All of these reports are kept extremely 
confidential. They are handled by key-numbers 
only, and the names of the reporting stores are 
never divulged to any person whatsoever. Each 
jeweler is urged to send in his reports to the 
Bureau as quickly as possible, so that the figures 
may be included in the surveys being made. 

The Bureau also supplies forms for accounting 
and bookkeeping. These are simplified, and can 
be used to advantage by everyone. They may be 
had upon application to Secretary Anderson. 

Your cooperation in helping to finance this vitally 
important undertaking will mean invaluable as- 
sistance to the national association in the many 
problems it is endeavoring to solve for you; it will 
serve to put your stores on a much more profitable 
basis; it will enable the manufacturer and whole- 
saler to keep your economic conditions in mind when 
suggested resale prices are placed on merchandise; 
it will assure your customers that you are 
legitimately entitled to a trading profit which does 
not entail a loss, and that as a matter of fact, re- 
tail jewelers are not profiteers. 

More than this, one can hardly ask from an 
enterprise which pays such large dividends to its 


investers. 








Care in the Selection of Jewelry 
(,&Ms of fire for blondes, sapphire and 

onyx preferred for the ash type, was 
the keynote of educative publicity broad- 
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have a color scheme of their own worked 
out to accentuate the best points of different 
feminine types, a scheme worked out as 
minutely as that of a fashionable dress- 
maker who carefully studies her customer 
before suggesting a gown for her. 
“Women in the past have bought their 
jewelry without a moment’s_ thought,” 
said Mrs. Kirby. “They would spend 
hours, maybe days, shopping for a becom- 
ing hat. With jewelry it was different. 
The average woman would see something 
she liked and buy the jeweled ornament 
without further thought. It might not be 
her style; it might clash with her color- 
ing and not match a single thing in her 
wardrobe. But she liked it and that was 
all that mattered then. And this condition 
still exists although many women are 
stopping to consider. They are beginning 
to plan their wardrobes around _ their 
jewels. It is so much cheaper to do this. 
“Blondes should never wear aquamarines, 
moonstones or any other pale jewel. They 
need fire to add that needed note to their 
pale coloring, fair skin and light hair- 
particularly the ash blonde,” she continued. 
“They look best in sapphires and onyx. 
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one jeweler advocates that every woman 
should have three wrist watches. “It is 
absurd to see a woman playing golf with 
a delicate diamond and platinum watch on 
her wrist. The constant swinging of the 
arms is apt to put the whole mechanism 
out of order. She should have a regular 
sport watch encased in leather. And, if 
she can afford it, a small plain wrist watch 
for afternoon wear or for about the house. 
If she has only one, then she should leave 
it off while golfing—if it is the delicate 
platinum variety. If her only watch is a 
sport model she should never wear it in 
the evening.” 








Death of William J. Pritchard 

Evein, Ill., March 26—William J. Prit- 
chard, 476 Mary Place, and for many years 
one of the best-known foremen in the Elgin 
National Watch Co. plant, died March 23 
in Sherman Hospital, following a brief ill- 
ness. 

He was 72 years old, a native of Wales, 
coming to this country at the age of 15 years. 
He served his apprenticeship in Hartford, 
Conn., and entered the Elgin factory in 1879. 
He became job master in the watch factory 
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cast through the Boston papers by Mrs. 
Edmund W. Kirby, wife of a Boston manu- 
facturer, during the convention of the 
Massachusetts and Rhode Island Retail 
Jewelers’ Association at Boston, March 22 
and 23. 

Blondes should pick their jewels carefully, 
for such a simple detail as the wrong type 
of ring or brooch may spoil their most 
carefully thought-out costume. The fair- 
skinned, light-haired miss or madam 
should be even more careful than her 
sisters of the darker or more vivid tresses. 

It is the jeweled ornaments that make 
or break a woman’s appearance after all. 
Not only that, but the jewelers themselves 
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Rubies and garnets are good stones for 
blondes to choose. 

“Almost any type of jewel is suited to 
the brunette except onyx and very dark 
hued stones. Emeralds suit the red head 
who can also wear the paler stones like 
aquamarines and the moonstones. Pearls 
are for anyone who has a good skin. They 
are always in good taste and harmonize 
with blonde or brunette equally well. But 
I have seen many a woman ruined by 
wearing a rope of pearls that just pointed 
a finger at her poor skin. The athletic, 
tanned type of woman looks admirable in 
jade and cornelian.” 

And in speaking of suitability of jewels, 


and when the tool department was organized 
in 1901 was chosen foreman, being noted for 
his skill in designing fine tools. 








The many friends of A. B. Gamse, Tarpon 
Springs, Fla., are glad to know that he has 
almost completely recovered from the in- 
juries received, Aug. 4, 1926, when a car 
smashed through the show windows of his 
store, frightfully mangling and fracturing 
his leg. Mr. Gamse recently discarded his 
crutches for a cane and is now getting 
around in much better shape. His return to 
active life is also welcomed by the churches 
that had been accustomed to his musical as- 
sistance, he being a skillful violinist. 
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ANNOUNCEMENT 


] beg to announce that | have resigned from and severed all connections with the 
Epstein and Rothenberg Corporation. This resignation was accepted by the Board of 
Directors of above corporation on March 19th, 1927. 

I also wish to announce that I am now connected with the firm of MILTON M. 
EPSTEIN, INC., with offices at Room 802, 48 W. 48th St., where our lines are now being 
constructed for the fall season. These lines will be ready very shortly. 


MILTON M. EPSTEIN. 











The BUYERS’ DIRECTORY 


PRICE, $1.00 








The Jewelers’ Circular Publishing Co., 11 John St., New York 
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Charged with Bootlegging Watch Dials 





[ 


Seven New York Concerns Plead Guilty to Using or Selling Elgin or Waltham 
Dials Not Made by These Companies 




















from one of “not guilty” to that of “guilty.” 

This change of plea started most of the 
other defendants, who were present in court 
closely following the evidence, similarly to 
change their pleas to “guilty.” 

The hearing in the case against another 
defendant on his plea that counsel was not 
present, was adjourned over until March 31. 
Only one defendant interposed a plea of 
“not guilty” and was held for trial before 
Special Sessions under bond. 

The other defendants who had interposed 
a plea of “guilty” were all held for the final 
disposition of their cases before the Court 
of Special Sessions, inasmuch as Magistrate 
Simpson had no final authority to impose 
sentence. 

Mr. Wintner said that charges against 
other concerns not thus far summoned are 
under consideration and that his clients are 
determined to appeal to the proper authori- 
ties in other cities, however far distant, 
wherever the practice obtains. 


For some time past large watchmaking 
firms whose products are marketed in New 
York city and elsewhere have become aware 
that certain dealers have made or sold watch 
dials on which were stamped counterfeit 
trade-marks of large concerns, falsely in- 
dicating that such dials were the output of 
the firms whose trade-marks were thus used. 
The evil has grown to such large propor- 
tions that the expression “bootleg” dials has 
become coined into the popular technical 
speech of the watchmakers’ trade. These 
spurious dials could, of course, be made and 
sold at a price far below that of the real 
articles, so that unethical dealers were 
strongly tempted to buy and to affix such 
imitations on the genuine movements made 
by the owners of such trade-marks, to the 
loss of the manufacturers whose trade- 
marks were thus fraudulently used. Such 
dials could also be used on cheap imitation 
watches as well. It is said that this prac- 
tice is common, nat in New York city alone 
but in other large centers throughout the 








country. ; 
After gathering evidence through its secret 


investigators, under the direction of Fox, 
Weller & Wintner, attorneys of 31 Nassau 
St. New York, the Waltham Watch Co., of 
Waltham and Boston, Mass., and the Elgin 
National Watch Co., of Elgin and Chicago, 
Ill, combined to make criminal charges 
against some of the conspicuous perpetrators 
of the fraud, under Section 2354 of the 
Penal Law, which makes it a crime to sell 
or keep for sale any article of merchandise 


JEWELRY IMPORTS 


Drop in Shipments of Manufactures of 
Precious Metals to This Country in 
Two Months of the Year 
WasuinecrTon, D. C., March 25.—Imports 
of precious metals, jewelry and plated ware 
in two months this year have dropped nearly 
$1,000,000 from 1926. Imports in January 





and February had an aggregate value of 





to which is affixed the trade-mark of an- 
other without the latter’s authority, or to 
use a trade-mark which falsely indicates that 
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months of this year have gained in quantity 
but show a decrease in value from the 
corresponding period of last year. The total 
numbered 1,254,554, valued at $171,924, as 
compared to 913,294 pieces imported in the 
first two months of 1926 valued at $252,972. 
In metal articles for personal use and adorn- 
ment, imports this year have shown a de- 
cided gain, reaching a value of $391,769 in 
January-February, as compared to $229,404 
in the corresponding period of last year. 
Aggregate imports of precious metals, 
jewelry and plated ware last month had a 
total value of $1,332,312, as compared to 
$1,401,526 in January and $1,773,405 in 
February of last year. Imports of platinum 
ingots, bars, sheets, etc., tripled the January 
imports both in quantity and value, amount- 
ing to 1,645 troy ounces, valued at $196,864, 
as compared to imports in January of 575 
ounces, valued at $66,091. Last month’s im- 
ports, however, amounted to only one-third 
of imports in the corresponding month of 
last year, which totaled 4,684 ounces, valued 
at $505,044. 

February imports of jewelry reached a 
volume only one-quarter of January ship- 
ments. The number of pieces totaled 239,532 
and these had an aggregate value of $69,382, 
as compared to January imports of 1,015,022, 
valued at $102,542, Jewelry imports last 
month also were much smaller than in the 
corresponding month of last year when 
331,596 pieces were imported, valued at 
$129,794. Imports of metal articles for per- 
sonal use and adornment, which are not 
classified as jewelry, reached a value in 
February of $206,751, as compared to 
$185,018 in the preceding month and $115,469 
in February, 1926. 

The details on imports of precious metals, 
jewelry and plated ware in February and 
the first two months of the current year, as 
compared to the corresponding periods of 
1926 are given in the following table: 


IMPORTS OF PRECIOUS METALS, JEWELRY AND PLATED WARE. 
FEBRUARY, 1927, WITH COMPARISONS. 


the merchandise to which it is affixed is the 
product or manufacture of the owner of the ~~ Tweaded 
trade-mark thus falsely used. Feb., 1927 Feb., 1926 Feb., 1927 Feb., 1926 
This course was determined upon only Articles and Unit of eo Value Value Value Value 
after civil proceedings in the Federal Courts Precious Metals, Jewelry and Plated Ware, . 
for injunctions against unfair competition MAIN eriacsderesencakesane cows $1,332,312 $1,773,405 $2,733,838 $3,688,922 
had proved to be of little deterrent effect Platinum—troy oz. 
owing to the rather mild results following Ores of Platinum | Metals, Platinum ........... SG" kueees 90,362 
upon the judgments of the Federal Courts. sane tee a py 
Accordingly, application was made by the 2 iat RAR ge 470,954 281,215 1,119,005 1,127,155 
attorneys for the watch companies to Magis- Ingots, Bars, Sheets, Plates, etc. .... 196,864 505,044 262,955 657,506 
trate George WwW Simpson the presiding eae — and Native Combinations 
‘ : z thereof—troy oz. 
judge of the Commercial Frauds Court of WU scares cecacskkocanvnisarcace 26,418 40,383 54,382 66,038 
New York, who issued summonses against nee and Osmeridium ............ an o 28°998 771901 
H . 4h MEU co katcees 5.60066 oasmeeadeie as A i 28, x 
pon sae ge sg og agl Rhodium and Ruthenium............. 6,455 13,992 8,059 24,432 
s pee % PONS EM owns Cvs cacek Pemaeee cess 69,382 129,794 171,924 252,972 
Assistant District Attorney Thomas Kane oes Articles for Personal Use and 
prosecuted in collaboration with Hugo Wint- Ore poore 206,751 115,469 391,769 229,404 
ner, a former New York Assistant District —o ‘ of Gold and Silver, 
Attorney, as counsel for the complainants, Tinsel Wire, Bullion and Threads—Ibs. 120,895 185,843 251,491 359,396 
the Waltham and the Elgin companies, he Braids, Fabrics, laces, etc. ........+.. 98,548 143,450 237,445 320,195 
All Other, Including Plated Articles... 100,160 165,455 188,208 248,606 


being specially authorized by the magistrate 
to so prosecute. The hearing was finally 
held before Magistrate Simpson in the 
Criminal Courts building last Thursday. 
The first case was that against a mid-town 
watch case company. After the prosecution 
had put in its case and showed that on three 
different occasions this concern had sold to 
the investigator “bootleg” Elgin and Wal- 
tham dials, the defendant changed its plea 








$2,733,838, as compared to $3,688,922 in the 
corresponding period of last year. Imports 
of platinum bars, sheets, etc., have amounted 
to only 2,220 troy ounces, valued at $262,955, 
as compared to 5,919 ounces, valued at 
$657,506 in January-February last year. 
Imports of jewelry during the first two 


Preparing to turn their entire place into a 
drug store, Kolb Bros., 23 E. 3rd St., Wil- 
liamsport, Pa., are closing out their entire 
stock of jewelry. They have been in busi- 
ness in the same location since 1890. M. 
Harris, jewelry auctioneer of New York, 
has been engaged to conduct the sale, 
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New Platmum Law for State of New York 





Governor Smith Signs Stamping Act Drawn in Conformity with Proposed National Law 
—Bill Goes Into Effect Jan. 1, 1928, and Covers Provisions Agreed 


on at Jewelry Trade Conferences 




















Atpany, N. Y., March 23.—Governor 
Smith last night signed the new Platinum 
Law for New York State which, as noted in 
the columns of THE JEWELERS’ CirRcULAR, had 
previously passed both the Senate and the 
Assembly without opposition. 

This bill, which was drawn in conformity 
with the proposed National Law which had 
been agreed to by the trade and which will 
be introduced again the next session of 
Congress, will go into effect Jan. 1, 1928. 
The new bill, which will be known as 
Article 159 of the Penal Law, will supersede 
the present Section 445. It reads as 
follows: 


AN ACT To amend the penal law, in relaticn to 
the stamping of platinum, and repealing section four 
hundred and forty-five thereof 

The People of the State of New York, repre- 
sented in Senate and Assembly, do enact as follows: 

Section 1. Section four hundred and forty-five 
of the penal law, is hereby repealed. 

§ 2. The penal law is hereby amended by in- 
serting therein, a new article, to follow article one 
hundred and fifty-eight, to be article one hundred 
and fifty-nine, to read as follows: 


ARTICLE 159 
PLATINUM STAMPING 


Section 1635. Definitions. 

1636. Application of quality mark. 

1637. Trade mark. 

1638. Quality marks; description. 

1639. Quality; contents. 

1640. Abbreviations. 

1641. Prima facie proof. 

1642. Penalties. 

§ 1643. _Effect of invalidity of any part of this 
article. 

§ 1635. Definitions. In this article unless the 
context otherwise requires: 

**Article’’ means any article of merchandise and 
includes any portion of such article, whether a 
distinct part thereof, cr not (including every part 
thereof whether or not separable and also includ- 
ing material for manufacture). 

Platinum, iridium, palladium, ruthenium, rhodium 
and/or osmium, include any alloy or alloys of any 
one or more of said metals. 

“Mark” means any mark, sign, device, imprint, 
stamp, brand applied to any article, or to any 
tag, card, paper, label, box, carton, container, 
holder, package cover or wrapping attached to, 
used in conjunction with or enclosing such article 
or any bill, bill of sale, invoice, statement, letter, 
circular, advertisement, notice, memorandum, or 
other writing or printing. 

“Apply” and ‘“‘applied”’ include any method or 
means of application or attachment to, or of use 
on, or in connecticn with, or in relation to, an 
article, whether such application, attachment or use 
is to, on, by, in or with 
The article itself, or 
Anything attached to the article, or 
Anything to which the article is attached, or 

4. Anything in or on which the article is, cr 

5. Anything so used or placed as to lead to a 
reasonable belief that the mark on that thing is 
meant to be taken as a mark on the article itself. 

“Quality mark” is any mark as herein defined 
indicating, describing, identifying or referring to 
or appearing or seeming or purporting to indicate, 
describe, identify or refer to the partial or total 
presence or existence of or the quality of or the 
percentage of or the purity of or the number of 
parts of platinum, iridium, palladium, ruthenium, 
rhodium and/cr osmium in any article. 

§ 1636. Application of quality mark. 1. When 
an article is composed of mechanism, works or 
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movements and of a case or cover containing the 
mechanism, works or movements, a quality mark 
applied to the article shall be deemed not to be, 
nor to be intended to be, applied to the mechanism, 
works or movements. 

2. The quality mark applied to the article shall 
be deemed not to apply to springs, winding bars, 
sleeves, crown cores, mechanical joint pins, screws, 
rivets, dustbands, detachable movement rims, hat 
pin stems, bracelet and necklace snap tongues. 
In addition, in the event that an article is marked 
under the last paragraph of the preceding section, 
the quality mark applied to the article shall be 
deemed not to apply to pin tongues, joints, catches, 
lapel button backs and the posts to which they 
are attached, scarf pin stems, hat pin _ sockets, 
shirtstud backs, vest button backs and ear screw 
backs, prcvided such parts are made of the same 
quality of gold as is used in the balance of this 
article. 

§ 1637. Trade mark. If there is any quality 
mark printed, stamped or branded on the article 
itself, there must also be printed, stamped or 
branded on the said article itself the following 
mark, to wit: a trade mark duly applied for or 
registered under the laws of the United States of 
the manufacturer of such article; except that if 
such manufacturer has scld or contracted to sell 
such article to a jobber, wholesaler or retail dealer 
regularly engaged in the business of buying and 
selling similar articles, this provision shall be 
deemed to be complied with if there is so marked 
on the said article the trade mark duly registered 
under the laws of the United States of such jobber, 
wholesaler or retail dealer respectively; and in such 
event there may also be marked on the said article 
itself numerals intended to identfy the article, de- 
sign or pattern provided, however, that such 
numerals do not appear or purport to be a part 
of the quality mark and provided that they are 
not calculated to mislead or deceive anyone into 
believing that they are partly of the quality mark. 

§ 1638. Quality marks; description. All quality 
marks applied to any article shall be equal in size 
and equally visible, legible, clear and distinct and 
no quality mark which is false, deceptive or mis- 
leading shall be applied to any article or to any 
descriptive device therefor. No more than one 
quality mark shall be applied to any article and 
such quality mark shall be applied to such article 
in only one place thereon except as elsewhere in 
this article specifically permitted. 

Wherever in this article provision is made for mark- 
ing the number of parts or percentage of metals 
such number or percentage shall refer to weight 
and not to volume, thickness or any other basis. 

§ 1639. Quality; contents. There shall not be 
applied to any article any quality mark nor any 
colorable imitaticn thereof, nor any contraction 
thereof, nor any addition thereto, nor any words 
or letters, nor any mark purporting to be or re- 
sembling a quality mark except as follows: 

(a) An article consisting of at least 985/1000ths 
parts of platinum, iridium, palladium, ruthenium. 
rhodium and/or osmium, where solder is not used 
and at least 950/1000ths parts of said metal or 
metals where solder is used, may be marked 
“platinum,” provided that the total of the afore- 
mentioned metals other than pure platinum shall 
amount to no more than 50/1000ths parts of the 
contents, of the entire article. 

(b) An article consisting of at least 985/1000ths 
parts of platinum, iridium, palladium, ruthenium, 
rhodium and/or osmium, where solder is not used 
and at least 950/1000ths part of the said metal 
or metals where solder is used, and _ provided 
further that at least 750/1000ths parts of said 
article are pure platinum, may be marked 
“platinum,” provided immediately preceding the 
mark “platinum” there is marked the name or 
abbreviation as hereinafter provided, of either 
iridium, palladium, ruthenium, rhodium and/or 
osmium, whichever of said metals predominates, 
and provided further that such predominating 


other metal must be more than 50/1000ths parts 
of the entire article. 

(c) An article consisting of at least 985/1000ths 
parts of platinum, irridium, palladium, ruthenium, 
rhodium and/or osmium, where solder is not used 
and at least 950/1000ths parts of said metals where 
solder is used, provided more than 500/100ths parts 
of said article consist of pure platinum, may be 
marked with the word “platinum,” provided that 
said word is immediately preceded by a decimal 
fraction in one-thousandths showing the platinum 
content in proportion to the content of the entire 
article, and further provided that said mark 
“platinum” be followed by the name or abbrevia- 
tion as herein allowed, of such one or more of the 
following metals, to wit: iridium, palladium, 
ruthenium, rhcdium and/or osmium, that may be 
present in the article in quantity of more than 
50/1000ths parts of the entire article. The name 
of such other metal or metals other than platinum, 
however, shall each be immediately preceeded by a 
decimal fraction in one-thousandths showing the 
content of such other metal or metals in prcpor- 
tion to the entire article, as for example, 600 plat., 
350 pall., or 500 plat., 200 pall., 150 ruth., 100 rhod. 


(d) An article consisting of 950/1000ths parts 
of the following metals: platinum, iridium, 
palladium, ruthenium, rhodium, and/or csmium with 
less than 500/1000ths parts of the entire article 
consisting of pure platinum, may be marked with 
the name iridium, palladium, ruthenium, rhodium 
and/or osmium, whichever predominates in the 
said article, but in no event with the mark 
“platinum,” provided, however, that the quantity of 
such metal other than platinum so marked, must 
be marked in decimal thousandths, and provided 
further that the name of such metal other than 
platinum so used must be spelled out in full irre- 
spective of any other provisions of this article 
to the contrary. 

(e) An article composed of platinum and gold 
which resembles, appears cr purports to be platinum, 
may be marked with a karat mark and _ the 
platinum mark, provided: 

1. The platinum in such article shall be at least 
985/1000ths parts pure platinum; and 

2. The fineness of the gold in such article shall 
be correctly described by the karat mark of said 
gold; and 


3. The percentage of platinum in such article 
shall be no less than five per centum in weight 
of the total weight of the article; and 

4. The mark shall be so applied that the karat 
mark shall immediately precede the platinum mark, 
as for example, ‘14 K & Plat.,” “18 K & Plat.,” 
as the case may be, it being expressly provided that 
in case the percentage of platinum exceeds the 
five per centum provided herein, the quality mark 
may also include a declaration of the percentage 
of platinum, as for example, “J8 K & 1/10th Plat.,” 
or “14 K & %th Plat.,”? or as the case may be. 

(f) An article composed of platinum and any 
other material or metal not resembling, appearing 
or purporting to be platinum, may be marked with 
the quality mark platinum provided all parts or 
portions of such article resembling or appearing 
or purporting to be platinum, or reasonably purport- 
ing to be described as platinum by said quality 
mark, shall be at least 985/1000ths parts pure 
platinum, 


§ 1640. Abbreviations. Whenever provided for 
in this article, except as specifically excepted in 
paragraph d of section sixteen hundred and thirty- 
nine, the word “platinum”? may be applied by spell- 
ing it out in full or by the abbreviation “plat.,” the 
word “iridium’’? may be applied by spelling it out 
in full or by the abbreviation “irid.,” the word 
“palladium”? may be applied by spelling it out in 
full or by the abbreviation ‘Pall.,’’ the word 
“ruthenium” may be applied by spelling it out 
in full or by the abbreviation ‘‘Ruth.,”’ the word 
“rhodium” may be applied by spelling it out in 
full or by the abbreviaticn ‘‘Rhod.,” and the word 
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may be applied by selling it out in full 
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“osmium” ye appl fe 
or by the abbreviation Osmi. ; 
§ 1641. Prima facie proof. 1. In any action 
relating to the enforcement of any provision of 
this article, a certificate duly issued by an assay 
office of the treasury department cf the United 
States, certifying the weight of any article, or any 
part thereof, or of the kind, weight, quality, fine- 
ness or quantity of _any ingredient thereof, shall 
be receivable in evidence as constituting prima 
facie proof of the matter or matters so certified. 

9, In any action relating to the enforcement 
of any provision of this article, | proof that an 
article has been marked in violation of the pro- 
yisions of this article shall be deemed to be prima 
facie proof that such article was manufactured 
after this article became effective. 

§ 1642. Penalties. Any person cr persons, firm, 
partnership, corporation or association or any officer, 
director, employee or agent thereof who makes, or 
sells, or offers to sell, or dispose of, or has in 
his or its possession, with intent to sell or dispose 
of, any article as herein defined to which is 
applied any quality mark which does not conform 
to all the provisions of this article, or from which 
is omitted any mark required by the provisions of 
this article, shall be guilty of a misdemeanor and 
upon conviction thereof shall be punished by a 
fine of not more than one thousand dollars or by 
imprisonment for not more than six months, or by 
both such fine and imprisonment in the discretion 
of the court, provided, however, that it shall be 
a defense to any prosecution under this article for 
the defendant to prove that the said article was 
manufactured and marked with the intention of 
and for purposes of exportation from the United 
States and that the said article was either actually 
exported from the United States to a foreign coun- 
try within six months after date of manufacture 
thereof with the bona fide intention of being sold 
in the said country and of not being re-imported, 
or that it was delivered within six months after 
date of manufacture thereof, to a person, firm or 
corporation whose exclusive customary business 
is the exportation of such articles from the United 
States. 

§ 1643. Effect of invalidity of any part of this 
article. If any part of this article, or the applica- 
tion thereof to any particular situation, is held by 
any court of competent jurisdiction to be invalid 
on account of unconstitutionality, such adjudica- 
tion shall not affect the remainder of this article, 
or the application of such first-mentioned part of 
this article to any other situation. 

§2. This act shall take effect January first, 
nineteen hundred and twenty-eight, and shall not 
apply to any article manufactured prior thereto. 


The summary of the law is prepared by 
Greenbaum, Wolff & Ernst, who are counsel 
for the various associations behind the 
movement. It reads as follows: 


SUMMARY—EXPLANATION OF THE NEW PLATI- 
NUM LAW OF NEW YORK 

The Platinum Law which is the result of 
many years conference and discussion among 
the various branches of the jewelry trade, 
Was signed on March 22, 1927, by Governor 
Smith and became Article 159 of the Penal 
Law. The Act, however, does not take effect 
until Jan. 1, 1928.. The extension of time 
was incorporated in the law to enable manu- 
facturers of platinum jewelry to adjust their 
business methods and manufacturers’ methods 
to the requirement of the new statute. 

Section 1635 contains definitions of terms 
used in the article. Particular attention 
should be called to the word “mark” and 
apply.” The word “mark” includes not 
only the brand on the article itself but any 
mark, sign, device, etc., that may be applied 
to any tag, card, label, box, wrapper or 
holder and the word “apply” includes any 
means of applying or attaching the mark. 
This would enable a person to be prosecuted 
for a violation of the statute if the false 
description were contained on the tag, or in 
a letter, or in an advertisement. 

Section 1637 provides that if a quality 
mark is on the article itself, there must also 
be applied to the article a duly registered 
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trade-mark. This is an important provision 
because it has been found from experience 
in the prosecution of stamping cases that 
frequently some obscure dealer is made to 
suffer, whereas it is impossible to ascertain 
who the manufacturer was. If the article 
is made for a jobber or a wholesaler, the 
trade-mark of such jobber or wholesaler may 
be used instead of that of the manufacturer. 

Section 1638 refers to the quality marks 
and provides that all quality marks must be 
equal in size and equally visible and legibile, 
etc., and especially not more than one quality 
mark should be applied to any article and 
such quality mark shall be applied in only 
one place. 

Section 1639 contains the teeth of the act. 
It contains a number of subdivisions. 

Subdivision (a) relates to the use of the 
word “platinum” unaccompanied by any 
qualifying description. It provides that an 
article containing at least 985/1000ths parts 
of metals of the platinum group where solder 
is not used, and at least 950/1000ths parts 
where solder is used, may be marked “plati- 
num” provided that the metals of the plati- 
num group other than platinum shall amount 
to no more than 50/1000ths parts of the 
article. 

Subdivision (b) provides that if 985/- 
1000ths parts of the article are of the 
platinum group where solder is not used 
and 950/1000ths parts where solder is used, 
if there are at least 750/1000ths parts of 
the said article pure platinum, the article 
may be marked “platinum” provided that 
immediately preceding the mark platinum, 
there is marked the name or abbreviation 
of the predominating metal of the platinum 
zroup and it further provides that said pre- 
dominating metal must be more than 
50/1000ths parts of the said article. 

Subdivision (c) relates to an article con- 
taining 985/1000ths parts of the group 
where solder is not used and 950/1000ths 
parts where solder is used, and provides 
that if more than 500/1000ths parts of said 
article consist of pure platinum, the article 
may be marked “platinum” provided that 
the word is immediately preceded by a 
decimal fraction in one-thousandths showing 
the platinum content in proportion to the 
content of the entire article and provided 
that the mark “platinum” be followed by 
the name of such one or more of the metals 
of the platinum group that may be present 
in quantity of more than 50/1000ths parts 
of the entire article. Such other metal or 
metals used must be preceded by a decimal 
fraction in one-thousandths showing the con- 
tents of such other metal or metals in pro- 
portion to the entire article. 


Subdivision (d) provides that an article 
containing 950/1000ths parts of the metals 
of the platinum group and less than 
500/1000ths parts of platinum, may be 
marked with the name of such metal of the 
platinum group which predominates, but in 
no event with the mark “platinum.’. It 
further provides that such metal must be 
spelled out in full. 

Subdivision (e) deals with white gold and 
platinum. It provides 

(1) that the platinum in the article must 
be at least 985/1000ths parts pure platinum. 

(2) The fineness of the gold in such 
article must be correctly described by the 
karat mark. 
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(3) The percentage of the platinum in 
such article shall be not less than five per 
cent in weight of the total weight of the 
article. 

(4) The karat mark must immediately 
precede the platinum mark, as for example 
“14 K & Plat,” as the case may be. It is 
submitted, however, that if the platinum ex- 
ceeds the five per cent. provided for, the 
quality mark may also include a declaration 
of the percentage of platinum as for example, 
“14 K and 1/8 plat.” 

Subdivision (f) permits an article com- 
posed of platinum and any other metal that 
does not resemble, appear or purport to be 
platinum, to have “platinum” stamped on the 
platinum part, provided such platinum is 
at least 985/1000ths parts pure platinum. 

Section 1640 lists the abbreviations that 
may be used in marking jewelry. 

Section 1641. permits in any prosecution 
under this Act, a certificate issued by the 
assay office of the Treasury Department of 
the United States to be received in evidence. 
This is intended to do away with the present 
necessity of bringing the Government assayer 
into court. 

Subdivision (2) creates the presumption 
that whenever a prosecution is brought un- 
der this Act, proof that the article had been 
marked in violation of the provision of the 
Act shall be deemed prima facia proof that 
the article was manufactured after the ar- 
ticle became effective. This will shift the 
burden to the defendant to show that such 
article complained of was manufactured 
prior to the date upon which the act be- 
comes effective. 


Section 1642 makes a violation of any pro- 
vision of this act a misdemeanor, punishable 
by a fine of not more than $1,000, and im- 
prisonment of not more than six months or 
both.. The defendant may prove as a de- 
fense that the article was manufactured and 
marked with the intent of and for the pur- 
pose of exportation from the United States, 
that the article was either actually exported 
from the United States to a foreign country 
within six months after the date of manu- 
facture or that it was delivered within six 
months after the date of manufacture to 
a person or firm whose business was to 
export such article from the United States. 

Section 1643 provides that if any part of 
the Act should be held inconsistent, such 
adjudication shall effect only that part and 
not the remainder of the Act. 

Newman Levy, of the firm of Greenbaum 
Wolff & Ernst, said last week that this new 
nlatinum act is one of the most important 
pieces of constructive legislation that has 
been enacted in the history of the jewelry 
industry. “The changes in the methods of 
manufacture in recent years have rendered 
the existing statutes obsolete and ineffective,” 
he said. “We are hopeful that identical 
statutes will shortly be enacted in New 
Jersey and Illinois and next Winter, when 
Congress convenes, we expect to have a 
Federal Statute passed by Congress that will 
be nation-wide in its application. 

“Various organizations that have partic- 
ipated in the conferences which resulted in 
the drafting of this legislation are to be 
congratulated upon their co-operation and 
their willingness to subordinate such interests 
to the welfare of the jewelry industry.” 
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Jewelry and Allied Trades Show at Chicago 











1 Much Interest Evinced in Second Annual Event Announced to Be Held During 
Week of August 1 at Hotel Sherman 














Cuicaco, March 26.—The announcement in 
these columns two weeks ago of plans for 
the second annual Jewelry and Allied Trades 
Show at the Hotel Sherman during the 
week of Aug. 1 brought many inquiries from 
all sections of the country which indicates 
the interest of manufacturers, wholesalers 
and retailers from all sections. 

During the past week the formal announce- 
ments of the Show have been received by 
the manufacturing and wholesale trade. 
This announcement illustrates the display 
space in the hotel and gives information on 
every detail concerning the making of a dis- 
play by manufacturers and wholesalers. In 
response to this announcement telegrams of 
reservations for space have been received by 
A. B. Coffman, manager of the Show. Based 
on the responses already received the officers 
of the Wholesale Jewelers of Chicago, under 
whose auspices the Show will be given, feel 
that the Show this year will be as large 
again as the one held last year. Many manu- 
facturers were not represented last year be- 
cause of the short time in which to prepare 
and arrange for an exhibit that would do 
credit to their merchandise. Nearly all of 
those who exhibited last year have indicated 
their intention of being present again this 
year. 

The arrangement of display space this year 
is much more convenient than last year. The 
committee was able to arrange in this way 
by having sufficient space on one floor of the 
hotel instead of using two floors which was 
necessary in the Jewelry Mart last year. The 
space will be one flight up from the lobby 
floor, easily accessible but so arranged that 
only those entitled to visit the exhibit will 
be permitted to enter that part of the hotel. 
The registration desk will be at the head of 
the stairs and badges of admission will be 
issued here to all those entitled to visit the 
Show. The Ball Room and halls where the 
exhibits are located are well ventilated and 
the temperature is controlled so there will be 
no unpleasantness on that account. 

A very happy feature of the Show last year 
was the dinner dance and that will be re- 
peated this year on a much larger scale. 
One or two evenings will also be devoted to 
instructive lectures by experts in window 
trimming and other subjects of special 
interest to the retail jeweler. Every effort 
will be made to make the week one of 
pleasure and profit to the retailers attending. 

In addition to space in the trade papers 
the publicity committee will use a number 
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ll EXHIBITION 


of broadsides to. more than 15,000 retail 
jewelers in the United States pointing out 
the benefits to be received by visiting Chicago 
during the first week in August. In addition 
to the Jewelry and Allied Trades Show there 
will be two large Gift Shows in Chicago 
during the week. This insures every re- 
tailer an opportunity to see during the week, 
at his leisure, the largest array of the mer- 
chandise ever placed on exhibit at one time 
in any city. 

P. T. White, chairman of the Show Com- 
mittee of the wholesalers of Chicago, said 
last week that they want every one to re- 
member that this Show is staged for the 
benefit of the entire jewelry industry of the 
Nation, manufacturers, importers, whole- 
salers, retailers, and all are invited to come 
here at that time, participate and receive the 
benefits. He pointed out the necessity of a 
Show of this kind in the jewelry trade and 
on account of its central location Chicago 
is the logical city in which to hold it annually. 








New Platinum Law Discussed at Meeting 
of the Buffalo Retail Jewelers’ 
Association 


Burravo, N. Y., March 25.—Enactment by 
the New York Legislature of the Platinum 
Stamping Act was characterized by Charles 
T. Evans as a forerunner of similar action 
by Congress at its next session during the 
course of his remarks before the regular 
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meeting of the Buffalo Retail Jewelers’ Ag. 
sociation in the Hotel Statler last night. 

The expected passage of similar laws by 
the New Jersey and Illinois legislatures, My 
Evans declared, will strengthen the chances 
of national legislation of a similar character 
He described the efforts of leaders in the 
jewelry trade to unite all branches on an ag. 
ceptable bill. He said Buffalo could take 
some of the credit for the passage of the 
bill at Albany, as it was sponsored by Sena. 
tor Hickey and Assemblyman Hutt of this 
city. 

The resignation of Samuel Mazur as sec. 
retary-treasurer of the association was ac. 
cepted with regret after he had explained 
that his frequent absence from the city 
would make it impossible for him to con. 
tinue as an officer of the association. Wi. 
liam G. Woodward, of A. J. Best & Co, 
Genesee St. jewelers, was elected to fill the 
vacancy for the remainder of Mr. Mazur’s 
term of office. The latter was re-elected to 
office in January, after serving the associa- 
tion for the previous year. 

President Jerome A. Scherer was elected 
a delegate to the convention of the New 
York State Association, to be held here on 
April 25-27. 

Reports were received from the chairmen 
of the various local convention committees, 
indicating that progress is being made in 
preparing for the entertainment of the out- 
of-town jewelers. Only a few booths remain 
to be disposed of for exposition purposes, 
according to advices from L. M. Campbell, 
of Canandaigua, chairman of the exhibits 
committee. 

President Emil J. Scheer is expected in 
Buffalo at an early date and it is planned to 
hold a general committee meeting at that 
time, when details for the convention will 
be completed. 




















FLOOR PLAN AND 
BOOTH LAYOUT OF 
THE SECOND AN- 
NUAL JEWELRY AND 
ALLIED TRADES 
SHOW, HOTEL SHER- 
MAN, CHICAGO, AUG. 
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BEWARE OF THIS MAN 


Jewelers Warned to Look Out for Bogus 
Check Passer Who Swindled New York 
Diamond Dealer 


The New York police are making a 
country-wide search for a man who, it is 
charged, recently obtained jewelry on 
memorandum from a Maiden Lane jeweler 
and paid for it with a bogus check. The 
victim was Samuel Oberman, 21 Maiden 
Lane, New York, and the man sought is 
known to the police under many aliases, and 
has a long criminal record. He is known 
as “Samuel Rosenthal,” “Leo May,” “Jack 
Sloan,” “Jerome Turner,” “George Mass,” 
“Samuel Leopold” and “Jack Cedar.” 

The complaint against the alleged crook 
states that on March 1 he called at the office 
of Samuel Oberman and obtained on memo- 
randum, a bracelet for which he gave a 
check in the amount of $2,850. Several de- 
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him at that place. He was later sentenced 
on this charge to serve four years and five 
months in Auburn Prison. As Jerome 
Turner he was arrested in Nashville, Tenn., 
on March 1, 1922. He was later taken into 
custody in Pennsylvania on Dec. 26, 1923, 
as George Mass, but just what disposition 
was made of this the records do not show. 
This man is also said to be wanted in Boston, 
Mass. Jewelers are cautioned to be on the 
lookout for him and should he appear, the 
nearest police station should be notified. 








FRIEDMAN PLEADS GUILTY 


Brooklyn Salesman Who Killed New York 
Jeweler Must Serve Term of Not Less 
Than Twenty-five Years 





Benjamin Friedman, the Brooklyn jewelry 
salesman whose atrocious attack on Eugene 
M. Guionnaud, jeweler at 1482 Broadway, 





JACK CEDAR ALIAS “ROSENTHAL,” WANTED ON CHECK SWINDLING CHARGE 


mands were made on the man for the return 
of the bracelet but when he refused to give 
it back, the check was put through the bank 
and returned marked “no funds.” This 
check was drawn on the Madison State 
Bank, 100 Park Row, and was signed and 
endorsed with the name of “Jack Cedar.” 
When Cedar was sought he could not be 
found. 

Detective William Fay, of the Old Slip 
Station, who is handling the case, has made 
an investigation and has learned that Cedar 
was at one time engaged in the jewelry 
business with a relative on Park Row, and 
through his acquaintance with jewelers was 
able to get merchandise on memorandum. 
The bracelet he obtained from Mr. Oberman 
contains 168 small diamonds and _ four 
marquise diamonds, as well as 48 genuine 
emeralds, all set in platinum. The man is 
30 years old, stands five feet, four inches 
tall, weighs 118 pounds, has blue eyes and is 
neatly dressed. 

The records show that as Samuel Rosen- 
thal he was arrested in Baltimore, Md., 
Sept. 16, 1913, on a bogus check charge. He 
also was sent to Elmira for forgery on May 
1, 1915, under the name of Leo May. On 
July 16, 1918, he was arrested at Cincin- 
nati, O., under the name of Samuel Leopold 
and was delivered to the Erie Co., N. Y., 
authorities on a grand larceny charge against 


New York, caused the latter’s death last 
December, pleaded guilty last Wednesday to 
a charge of murder in the second degree. 
Judge Mancuso, who accepted the plea in the 
Court of General Sessions, will impose sen- 
tence today (Wednesday). 

After the death of the jeweler, Friedman 
was indicted for murder in the first degree, 
but for several reasons was allowed to plead 
to second degree murder. The sentence for 
this crime is 20 years to life, and for carry- 
ing a gun the prisoner will also receive an 
additional term of five years. His minimum 
sentence will be 25 years. 

Friedman, it is claimed, had been doing 
business with Mr. Guionnaud for some time 
and on Dec. 13 walked into the place, it is 
believed, on a subterfuge to determine 
whether the jeweler was alone. When he 
discovered that Gennaro Perrella, general 
manager of Mr. Guionnaud’s shop, was with 
the jeweler at the time, he decided to leave. 
It is reported that Friedman returned to Mr. 
Guinnaud’s shop a few minutes later and at- 
tacked the jeweler with a wrench which he 
carried with him. He beat the jeweler over 
the head and fractured his skull, which even- 
tually caused his death. While the salesman 
was administering the beating, Alfred Eber- 
lein, who also had a bench in the same shop, 
walked out of the washroom. He was also 
attacked by Friedman and suffered injuries 
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which compelled the physicians to send him 
to the hospital. The commotion made by 
the salesman and his victims caused mer- 
chants in the neighboring offices to rush to 
the jeweler’s aid. Friedman was subdued 
and taken into custody and his victims were 
sent to the hospital. Friedman is claimed 
to have admitted that he went to the jewel- 
er’s office to commit robbery only. 

Because the jeweler had known and done 
business with Friedman for many years, the 
authorities were inclined to believe the sales- 
man when he asserted that robbery was the 
motive for his attack. The murder was not 
premeditated, according to the salesman, who 
beat his victim merely to overcome him. 
This fact, coupled with the knowledge that 
the salesman bore a good reputation, and also 
that the widow of the slain jeweler did not 
believe in capital punishment, led the au- 
thorities to accept the plea to second degree 
murder. 

Assistant District Attorney Benjamin 
Dineen handled the case. 








Creditors of the Vail Jewelry Company, 
Wichita, Kans., Accept Settlement at 
100 Per Cent Running Over Two 
and a Half Years 


It was announced last week that the cred- 
itors of the Vail Jewelry Co., Wichita, 
Kans., against whom bankruptcy proceedings 
were recently started, were arranging with 
the debtors for a proposition of adjustment 
of the claims, which would in effect amount 
to 100 per cent. on the dollar spread over a 
term of years. At a meeting of the creditors 
in the rooms of the Hotel Astor, New York, 
the proposition was unanimously accepted by 
the creditors represented, the proposition be- 
ing in fact an extension. 

The terms of settlement are: 20 per cent. 
cash, payable upon the confirmation of the 
composition, and 80 per cent. in promissory 
notes, payable as follows: 10 per cent. July. 
1927; 5 per cent., October, 1927; 10 per cent., 
January, 1928; 5 per cent. each in March, 
July and October, 1928; 10 per cent. in Jan- 
uary, 1929; 5 per cent. each in March, July 
and October, 1929; and the remaining 15 
per cent. in January, 1939. 

The interests of the creditors during the 
period of extension will be supervised by a 
board of three trustees, consisting of Will 
H. Joers, of Hayden W. Wheeler & Co.; 
William E. Hinsdale, of the International 
Silver Co., and Henry J. Allen, of the Wi- 
chita Beacon Co. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week ending March 26, 1927 
The U. S. Assay Office reports: 
Gold bars exchanged for gold coin.. $1,004,016.53 
Gold bars paid depositors........ 54,377.27 
$1,058,393.8@ 


Of this the gold bars exchanged for gold 
coins are reported as follows: 


Date Exchanges 
WENN OE so silo ia cccwcevediwnceeures $444,939.42 
- Badia Ciatave cinta bi dieead Kalteaeee ne 86,633.20 

ee Bee ciediccks aeaneladawemaeee 91,517.88 

6 PO eo iewcexecnumeaa dean 107,809.15 

a DE s We Naa end dae an eee 242,121.56 

" SO aca same Beancoeeonmeee 30,995.32 
OG sacs ececcncedcs tauncenonnes $1,004,016.53 
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New York Jeweler Buys Nassak Diamond 








Famous Gem Brought to This Country Is Valued at Between 
$400,000 and $500,000 

















The Nassak diamond, one of the famous 
gems of the world, has been purchased by 
M. Mauboussin, the well known French 
jeweler, who has brought it to this country. 
Mr. Mauboussin has an office at 330 Fifth 
Ave., New York, where a JEWELERS’ Crtr- 
CULAR reporter was told that no definite de- 
cision had been made as to whether the Na:- 
sak diamond would be placed on public ex- 
hibition in this country. Other than stating 
that the diamond had arrived in the United 
States, Evon Bandler, at Mr. Mauboussin’s 
office, refused te tell just where the gem is 
at the present time. Mr. Bandler stated 
that a valuation of between $400,000 and 
$500,000 had been placed on the Nassak 
which weighs 80.59 carats. He also teld a 
JeweELers’ CIRCULAR reporter that Mr. Mau- 
boussin had obtained an affidavit in Paris 
showing that in comparison to the Regent, 
another well known diamond now in the 
Louvre in Paris, the Nassak is a liner stone 
in quality. It is described as blue white 
and perfect. 

The Nassak has an interesting and roman- 
tic history and occupies an envied place ‘n 
the short list of Golconda stones. It is in- 
teresting to note that the Nassak has never 
been retouched since it was originally cut. 
In the first centuries of history, the Nas- 
sak adorned the head of the statue of Shiva, 
in the Temple of Nassak, a noted place of 
pilgrimage on the banks of the upper God- 


avery and was annually visited by thousands 
of devotees. It had been presented to the 
Brahmans by some rich worshipper who had 
given it to the titular genius of the district. 
Shiva was represented entwined with ser- 
nents and surrounded with flames, wearing 
a necklace of skulls and on his forehead 
shone a cyclopean eye in which the priests 
had set the Nassak. 

History has it that the Nassak remained 
with the Mogul Empire until the Peishwas, 
nominal heads of the great confederacy, be- 
came engaged in war and appropriated this 
historical gem for their own use. In 1818, 
the British Colonel, J. Briggs, defeated Ba- 
jerow, the last independent Peishwa and in 
his baggage was found the Nassak which 
had been taken from the Temple of Shiva. 
The stone was later presented to the Mar- 
quis of Hastings under whom the war oper- 
ations had been conducted. By him, it was 
presented to the East India Co., and in the 
same year, was brought to London where it 
aroused a great deal of curiosity. In 1837, 
the Marquis of Westminster purchased the 
Nassak. From that time, the Nassak re- 
mained the property of the Westminster 
family until it was purchased recently hy 
Mr. Mauboussin. 








Eugene M. Wilgite, Shelbyville, Ind., has 
disposed of his optical business. 
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DEATH OF WILLIAM GASSER 





Fremont, O., Jeweler Passes on After g 
Long Illness 


Fremont, O., March 23.—William Gasser 
life-long resident of Fremont, and for many 
years engaged in the jewelry, watch repair 
and optical business, died at his late home 
415 N. Wood St., on March 17. Mr. Gas. 
ser’s death was caused by an ailment from 
which he suffered many weeks. Surviving 
are the widow, Mrs. Anna Gasser, a son 
Walter of Fremont, and two grandchildren, 
Marion and Walter Cook. 

The funeral services were held from 
his late residence, Monday and from ths 
St. John’s Lutheran Church, and _ inter- 
ment of the body was made in Oakwood 
cemetery. 

William Gasser was born in Fremont on 
Dec. 17, 1871, the son of William and Marie 
P. Gasser, pioneer residents of the city. 
When a youth he attended the public schools 
and in 1890, graduated from the Spencer Op- 
tical College of New York city. He re- 
turned to Fremont and entered business with 
his father, one of the first watchmakers and 
jewelers in Fremont. The senior Mr, Gas- 
ser had for many years conducted his busi- 
ness in the same room at 411 W. State St. 
Mr. Gasser was married to Miss Anna Last, 
a daughter of Mr. and Mrs. Martin Last, 
of Fremont, on June 29, 1893. 

Travel, books and music were Mr. Gas- 
ser’s trio of hobbies. He was formerly a 
member of the Light Guard Band and of 
the Wertheim Orchestra. He was a faithful 
member of St. John’s Lutheran Church where 
he attended regularly and took an active part 
in the work. 
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MAGNIFICENT TABLE SERVICE OF 14-KARAT GOLD EXHIBITED IN NEW YORK LAST WEEK 
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MAX BERNSTEIN INDICTED 





Man Engaged in Business at Arkansas City, 
Kans., as Bernz Jewelry Co., Charged 
with Making False Oath and 
Concealing Assets 


ArKANSAS City, Kans., March 23.— 
Max Bernstein, who until the time of his 
disappearance several months ago, was en- 
gaged in business in this city as the Bernz 
Jewelry Co., has been indicted in the Fed- 
eral Court on a charge of making a false 
oath in bankruptcy proceedings instituted 
against him and also for concealing assets. 
The trial has been set for the September 
term of the United States District Court 
at Wichita. 





Word that Max Bernstein, proprietor of 
the Bernz Jewelry Co., Arkansas City, 
Kans., had been indicted under the Federal 
bankruptcy laws was received in New 
York, several days ago. The concern of 
which Mr. Bernstein was the head, filed a 
voluntary petition in bankruptcy on Jan. 17, 
last. Later George R. Bassett was appoint- 
ed receiver and when he took possession, it 
is claimed, he found the business badly de- 
pleted. The bankrupt, in the meantime, had 
disappeared but later was picked up by the 
Wichita police. 

In his possession, they found $280 in 
cash, for which the receiver made a de- 
mand. Searching Bernstein, the police also 
claimed that they found concealed in his 
artificial arm, two keys which the bankrupt, 
when questioned, claimed it is said, were of 
no consequence. Application was made to 
the court to compel Bernstein to turn these 
keys over to the receiver. Thereafter, the 
bankrupt admitted these keys opened a safe 
deposit box in the First National Bank of 
Wichita and that this box contained a quan- 
tity of jewelry. An examination of the box 
by the receiver revealed considerable mer- 


’ chandise and about $900 in cash. 


Bernstein was then placed under arrest 
by the Federal authorities and was later 
released under $3,000 bail. After his re- 
lease, the receiver sought to ascertain if 
there was anything else belonging to the 
estate that the bankrupt might have. Bern- 
stein denied there was anything else but, 
a day or so later, the receiver, it is al- 
leged, was advised by telephone, from Kan- 
sas City that it would be wise for him to 
go to that city. He immediately proceeded 
to Kansas City by night train and upon his 
arrival there, was informed that there was 


a grip which was supposed to contain 
jewelry belonging to Bernstein in his 
brother’s home in Kansas City. The re- 


ceiver communicated with Bernstein’s 
brother who agreed to deliver the grip to 
Mr. Bassett’s room in the hotel. This, the 
brother did and the receiver then secured 
a locksmith who opened the grip which was 
found to contain watches and jewelry be- 
longing to the estate amounting to nearly 
$3,000. The case was then submitted to the 
grand jury at Wichita with the result that 
Bernstein was indicted on charges of making 
2 false oath in bankruptcy proceedings and 
concealment of assets. 

Some weeks ago, an appeal was made for 
the assistance of the National Jewelers’ 
Board of Trade through the use of its fight- 
ing fund. Greenbaum, Wolff & Ernst, gen- 
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eral counsel for the Board and their local 
counsel, Foulke & Nash of Wichita, took 
charge of the investigation and will continue 
to co-operate with the United States Dis- 
trict Attorney in preparing for the trial. 

Herbert A. Wolff, of Greenbaum, Wolff 
& Ernst, in an exclusive interview with a 
JEWELERS’ CIRCULAR reporter said: “The 
news of the indictment of Bernstein, pro- 
prietor of the Bernz Jewelry Co., of Ar- 
kansas City, Kans., will undoubtedly be re- 
ceived with satisfaction, not only by his 
creditors, but by the jewelry trade at large. 
The National Jewelers’ Board of Trade, 
through its counsel, will assist the Federal 
authorities in every way possible to bring 
Bernstein to justice just as speedily as the 
court calendar will permit.” 








DAVE HARRIS DIES 





Salesman for New York Manufacturing 
Jewelry House Expires Suddenly in a 


Pittsburgh Hotel 


PittspuRGH, Pa., March 25.—Dave Harris, 
who was aged about 48, was found dead in 
bed in his room in the William Penn Hotel, 
by some of the attaches of the hotel, when 
they opened his door to clean the room, 
shortly after 10 o’clock this morning. 

Harris was in the employ of the Hamil- 
burg-Shaw Corporation of New York, ac- 
cording to statements made at the hotel. He 
is said to have registered at the hotel the 
day before he died and brought with him 
considerable valuable jewelry, which was in 
a case and trunk found in his room. The 
body was removed to an undertaking estab- 
lishment, and his belongings placed in safe 
keeping until they can be claimed. 

It was stated at the hotel, that Mr. Harris, 
who was well known to the trade here, and 
who had called on jewelers the day of his 
arrival here, had complained to the hotel 
nurse, regarding a pain around his heart. It 
is believed that heart failure was the cause of 
his death, but this is being determined by 
the coroner. In any event, the nurse of 
the hotel administered first aid and when he 
did not appear after 10 o’clock this morning, 
an investigation was made. 

,Mr. Davis of the firm of Barnett Davis, 
Pittsburgh, went to the hotel, when it be- 
came known Mr. Harris was dead. 

Cuicaco, March 26.—A telegram received 
here today from Pittsburgh, Pa., states that 
Dave Harris died suddenly at the William 
Penn Hotel in that city yesterday. He first 
complained of not feeling well on Thursday 
afternoon. No further details were received. 

Mr. Harris was well known to the trade 
of this section and throughout the west 
including the Pacific Coast territory which 
he had covered for several years represent- 
ing Hamilburg-Shaw Corp. 

The news of his death was quite a shock 
to his friends in this city as he was ap- 
narently in good health. About three weeks 
ago Mr. Shaw, of Hamilburg-Shaw Corp., 
8 W. 30th St., New York, the company 
Mr. Harris represents, was in Chicago and 
Mr. Harris accompanied him to the factory 
and it is presumed he was calling on the 
trade enroute to Chicago. 

For some time past Mrs. Harris has been 
making her home in California, where she 
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was taken by Mr. Harris on account of her 
illness. 

No information as to time or place of 
burial has been received here. 





News of the sudden death of Dave Harris, 
middle western and Coast representative for 
the Hamilburg-Shaw Corporation, manufac- 
turer of rings, was received last week at 
the concern’s headquarters, 8 W. 30th St., 
New York. Mr. Harris passed away in 
Pittsburgh as the result of an attack of 
acute indigestion. 

Upon receipt of the news of Mr. Harris’s 
death, Mitchell Hamilburg, who has known 
the deceased for many years, left for Pitts- 
burgh to make arrangement to have the 
body shipped to Meriden, Conn., where 
funeral services will be held upon the ar- 
rival of the salesman’s wife from the Pacific 
Coast. Mrs. Harris has lived on the Coast 
for some time owing to poor health. 

Mr. Harris was born in Meriden, Conn., 
48 years ago and_has been affiliated with the 
jewelry trade for’ 25 years most of which 
was spent on the road. He formerly travel- 
led for the L. J. Anshen Co., of Providence, 
R. I., and when the Hamilburg-Shaw Cor- 
poration took over the Anshen firm Mr. 
Harris joined the New York house. He 
has represented them ever since, travelling 
out of Chicago, where he made his home. 

Mr. Harris was of an affable and cheerful 
nature and had.a wide circle of friends in 


-the trade who will learn with deep regret 


of his sudden death. He was a member of 
the Far Western Travelers Association. 

Deceased is survived by his widow, three 
sisters and three brothers. 








Harry Wachenheimer, Providence, R. I., Dis- 
cusses Conditions Abroad on Re- 
turn to This Country 


Provipence, R. I., March 25.—Harry 
Wachenheimer of Wachenheimer Bros., 36 
Garnet St., who has just returned from a 
European trip, spent some time in Germany 
and in discussing conditions in that country, 
said that there have been wonderful strides 
in mechanical improvements. He called at- 
tention to the fact that with favorable loca- 
tion to raw material markets, and with 
cheap labor, that industries there are in a 
formidable position for producing goods very 
cheaply and that it will soon be difficult for 
the United States to levy tariff sufficient for 
its manufacturers to successfully compete 
with the European competitors. 

Another condition, to which Mr. Wachen- 
heimer called attention is that foreign manu- 
facturers do not have to carry big stocks 
of raw material such as stones and many 
other commodities necessary to successfully 
carry on the manufacturing end of the busi- 
ness. He said that some of the large Amer- 
ican buyers are buying unassembled produc- 
tions in Germany for a low price, import- 
ing them into the United States and after 
a minor process of assemblying the parts, 
the articles becomes finished jewelry and 
are put into competition with American 
made goods to the detriment of the Ameri- 
can manufacturers. He also stated that it 
is in his opinion wise for American manu- 
facturers to get together and work in unison 
for the common good and successful opera- 
tion of the entire jewelry industry. 
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South Carolina Jewelers Meet at Florence 








Eighth Annual Convention Well Attended—New Officers Chosen, Trade Topics 
Discussed and Resolutions Adopted—Banquet Much Enjoyed 

















Fiorence, S. C., March 26.—With the 
election of William Porter Cart of Charles 
ton as president and the selection of Dur- 
ham, N. C., as the next place of meeting, 
the eighth annual convention of the South 
Carolina Retail Jewelers’ Association closed 
a most successful two days convention here 
yesterday. According to Johannes B. Sylvan 
of Columbia, the retiring president, the con- 
vention was the most successful since the 
association was organized. “As a result of 
this meeting I believe the jewelers of the 














W. P. CART, PRESIDENT-ELECT 


State have come closer together than any 
of us ever dreamed we would,” he said. 

In addition to the election of Mr. Cart as 
president, other officers elected were Harry 
Gall, Florence, first vice-president; L. A. 
Hall, Beaufort, second vice-president ; Johan- 
nes B. Sylvan, Columbia, secretary and 
treasurer. The following were named on 
the board of directors; V. B. Morgan, Mul- 
lins; Sam Orr Tribble, Anderson; J. B. 
Frontis, Clinton; Hewlett Sullivan, Green- 
ville, and Louis Lachicotte, Columbia. 

The South Carolina jewelers and the 
North Carolina jewelers will hold a joint 
convention in Durham, N. C., next year, 
this being the first time an inter-state meet- 
ing has been attempted. The North Carolina 
city was selected as the meeting place upon 
the invitation of “Bill” Frasier, secretary 
and treasurer of the North Carolina Asso- 
ciation and regional vice-president of the 
A.N.R.J.A. Mr. Frasier was a welcomed 
visitor at the convention here and had a 
large part in its success. A distinct boom 
was launehed for him for the presidency 
of the A.N.R.J.A. Mr. Frasier is a leading 
jeweler of Durham, N. C-. 

The South Carolina Retail Jewelers’ Asso- 
ciation remained in session here Thursday 
and Friday, March 24 and 25. The attend- 


ance was good despite the inclement weather. 
The sessions were held at the Florence Hotel 
with a series of lunches and club breakfasts 
at which round table discussions were a 
valuable feature. Many of the wives and 
daughters of the members were in attend- 
ance. Entertainment was provided for them, 
a feature of this part of the program being 
a tea, given by the ladies of Florence at 
The Community Center, a beautiful resort 
near the city. 

The crowning incident of the convention 
from a social standpoint, however, was the 
banquet at The Community Center. This 
was on Thursday night. The visitors were 
transported to the banquet place in auto- 
mobiles. Frank H. Barnwell of Florence 
was invited to serve as toastmaster while 
Joe C. Long, also of this city, made an ad- 
dress. Other speakers were W. G. Frasier, 
of Durham, N. C., and Walter H. Mellor, 
representative of the Keystone Watch Case 
Co., Riverside, N. J. Mr. Mellor is a 
former national field secretary. His address 
and that of Mr. Frasier were of a most 
helpful and informative nature to the 
jewelers. 

A musical program was rendered by a 
men’s chorus consisting of Messrs. Martin, 
Floyd, Duckett, McNeill, Leviner, Carr, 
Hicks and Dorsey, all of Florence, while 
Mrs. C. B. Stevens sang a solo, accompanied 
by Mrs. J. H. Atwill on the piano. Miss 
Lola Dickman rendered a violin solo. The 
banquet hall was beautifully decorated. 
Handsome favors were given to the speakers. 
Presents were distributed also to several 
whom fortune favored. The favors were 
furnished by several of the large manu- 
facturers. 

Thursday 


The convention was called to order at 10 
o’clock Thursday morning by Johannes B. 
Sylvan, president. There were present over 
50 jewelers of this State who are members 
of the association. The session was preceded 
by a short meeting of the executive com- 
mittee. 

The Rev. W. S. Poynor, rector of St. 
John’s Episcopal Church of Florence, pro- 
nounced the invocation. Mayor H. K. Gil- 
bert of Florence then delivered an address 
in which he cordially welcomed the visitors 
to Florence, Mr. Sylvan responding for the 
jewelers. A brief intermission was permit- 
ted for the visitors to become acquainted 
with each other and following this the guests 
and ‘representatives of manufacturers were 
introduced, 

President Sylvan announced the following 
committees : 

Nominating Committee, R. H. Allan, 
Charleston; S. I. Sulzbacher, Florence; W. 
E. Avery, Columbia; H. E. Russow, 
Columbia. 

Auditing Committee, Harry Gall, Flo- 
rence; V. B. Morgan, Mullins, and F. D. 
Goodall. 

Resolutions Committee, J. B. Folsom, H. 
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K. Thayer, Louis Lachicotte and S. §, 
Carroll. 
ADDRESS OF PRESIDENT SYLVAN 


After the reading of the minutes of the 
last meeting President Sylvan made his re. 
port. He made a plea for increased mem- 
bership. He said the members ought to see 
that every jeweler in the State joins the 
association. He paid a tribute to the na- 
tional officers mentioning particularly Presj- 
dent Brotherly, Ralph Roessler, Past Presj- 
dent Edward Hufnagle and Secretary Ander- 
son, who, he said, had rendered such valy- 
able assistance to the South Carolina or- 
ganization. 

“There is more need for organization 
right now than ever to finish up what has 
been started. First we must continue to 
fight the. tax proposition and when I say 
we, I mean all of us. We must also do 








J. B. SYLVAN, RETIRING PRESIDENT AND 
SECRETARY-ELECT 


everything in our power to assist the pub- 
licity campaign, morally and_ financially. 
Then we must sell our merchandise at such 
prices, with our overhead added, as to make 
a living. Price cutting leads to bankruptcy 
more quickly and more surely than any 
other one thing. Harvard Research has 
proved what it costs to do business. The 
man that undersells is neither smart nor is 
he a good salesman. Wholesalers who cut 
their prices are bad enough but the retailer, 
the man in your home town who cuts below 
the standard resale price, is a worse menace.” 

Mr. Sylvan urged the association to con- 
tinue its maintenance of the Harvard Re- 
search Bureau work. In his address Mr. 
Sylvan made a plea for more friendly re- 
lations between the jewelers and for a 
campaign of co-operative advertising. He 
suggested that the advertising be done dur- 
ing November and December and that the 
executive committee make a liberal allow- 
ance. 

Mr. Sylvan thanked the members of the 
association for their co-operation during his 
three years of office, two as secretary and 
one as president. He was warm in his 
praise of the efficient work done by Secre- 
tary Hewlett Sullivan, who, though sick, 
had made a fine record. 

After luncheon, at which W. G. Frasier 
gave a splendid talk on co-operation, the 
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convention settled down to business. Many 
matters of interest to the craft were dis- 
cussed, the president opening the meeting 
for a full and free discussion of “your 
troubles.” Among those taking part were 
Mr. Frasier who took the position that all 
the jewelers in a given town should be 
allowed to sell the same classes and kinds 
of merchandise. His remarks precipitated 
enthusiastic discussion on the question of 
exclusive patterns and the extent to which 
jewelers should go in co-operating. Various 
opinions were expressed, those speaking be- 
ing Edward F. Miscally, Charleston; R. W. 
Muncaster, Florence; J. B. Sylvan, Colum- 
bia; W. E. Avery, Columbia; Louis Lachi- 
cotte, Columbia; Richard H. Allan, Charles- 
ton; David Freeman, Charleston, and others. 

Following the discussion a resolution was 
adopted providing for a co-operative adver- 
tising campaign during November and De- 
cember of this year. Three leading news- 
papers in this State will be used. 

Secretary Sullivan then made his report. 
Due to his recent illness he made only a 
brief statement. He showed that the mem- 
bership had increased and that the finances 
of the association are in better shape than 
in several years. The association voted $150 
to Mr. Sullivan for his services the past 
year. A motion was also passed providing 
for all the funds of the association to be 
handled by the secretary and treasurer with 
the exception of an emergency fund of $100 
to be placed at the disposal of the president. 
Heretofore the National Association has 
been collecting the dues for the State asso- 
ciation. 


ADDRESS OF WILLIAM G. FRASIER 


The main address of the afternoon session 
was made by William G. Frasier, who came 
to the South Carolina convention as a repre- 
sentative of the national association of which 
he is regional vice-president. His remarks 
to the convention were the fruit of his own 
experience as a retail jeweler. 

A man of unusual talent and an orator 
of ability, he made a striking impression 
upon the convention. He was given an ova- 
tion by the convention which later went on 
record as appreciating his presence and his 
interest in the progress of the South Caro- 
lina jewelers and their association. 

Mr. Frasier declared a full and complete 
membership of all the jewelers throughout 
the United States should be the first object. 
He was speaking from a standpoint of the 
national association. “Perhaps, he said, the 
most vital and important undertaking to be 
engaged in by every retail jeweler and the 
industry at large,” he said, “is the business 
of research which should receive prompt and 
intelligent co-operation of every member of 
our associations.” 

Mr. Frasier told of the vast benefits that 
had been derived through the Harvard Re- 
search Bureau which had placed thousands 
of dollars into the pockets of association 
members. He dwelt at length on the all 
important question of national publicity and 
declared that a larger and more comprehen- 
sive program is necessary. 

“Tn order to make an effective and effi- 
cient start in again popularizing the jewelry 
store merchandise,” said Mr. Frasier, “a 
minimum of $500,000 should be available for 
each of the four years, with a goal to strive 
for of $1,000,000 a year.” Mr. Frasier 
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stated that the national association was plan- 
ning to departmentize its work so as to in- 
crease its service. He suggested a publicity 
department, a style department, a depart- 
ment to secure the featuring of jewelry store 
products on the screen and stage, a dealer’s 
service department, a trade ethics depart- 
ment, an administration department. Mr. 
Frasier devoted much of his address to a 
plea for greater co-operation. He called to 
the attention of the jewelers the great suc- 
cess of the Jewelers’ Mutual Fire Insurance 
Association. 
Friday 


The second day of the convention opened 
with a club breakfast free to all members, 
at which matters of interest were discussed 
and experiences and ideas exchanged. The 
principal talk of the morning session was 
made by R. W. Muncaster, Florence. 

The question box conducted by Walter H. 
Mellor proved to be one of the most in- 
teresting and helpful features of the con- 
vention. The convention went on record as 
endorsing the work of the Harvard Re- 
search Bureau and authorized the officers 
of the association to renew their subscrip- 
tion. Full and complete endorsement was 
also given the general national publicity 
campaign. 

President Matthews of the North Caro- 
lina association, and Mrs. Matthews were 
introduced. Miss Jolly, who conducts a 
jewelry store in Raleigh, N. C., was also 
introduced. 


Resolutions 


The following resolutions were presented 
by the resolutions committee and adopted: 


RESOLVED: That we again recognize the grow- 
ing practice among certain manufacturers and dis- 
tributors, of establishing resale prices on their 
merchandise, and we especially commend those who 
in the establishing of the resale‘ price give due con- 
sideration to the overhead cost of the retail jeweler, 
as indicated by the research work of the Business 
Bureau of Harvard University. 


* * * 


Again we protest vigorously against the quota- 
tion of wholesale prices in catalogs, descriptive 
advertising matter, booklets and open mail, be- 
lieving as we do that the best interests of the trade 
are thereby injured; and we hereby call upon 
our officers and committees to urge manufacturers 
and wholesalers to abandon their practice. 

* * * 


Resotvep: That we endorse the work of the 
Research Bureau of Harvard University, and that 
we urge universal co-operation on the part of our 
membership, to do our part in the national four 
year finance campaign, for its continuance. 

* * * 

Resotvep: That we endorse the work of the 
Horological Institute of America for better watch- 
makers, 

* * * 

ReEsotvepD: That we urge each jeweler present 
to arrange a meeting or visit with the jewelers of 
their home town for a better understanding of 
their mutual difficulties, and for planning to make 
folk think jewelry, and desire to own it, for their 
great happiness, success and service. 


* * * 


We heartily approve of the publicity program 
and the fund raising campaign of the national 
jewelers publicity association, and commend - the 
generous financial support of our fellow retailers 
in helping to fulfil their obligations to this move- 
ment. We urge all our members to support this 
campaign financially without further delay, to make 
it pessible to stimulate our business for 1927. 

* * * 


Resotvep: That we thank the Jewelers Vigil- 
ance Committee, our national officers, jewelry 
manufacturers and jeweler’s boards of trade for 
their past labors, and urge them to continue their 
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good work until the passage of a platinum stamp- 
ing law can be obtained. ; 
* * * 

We again endorse the work and thank the offi- 
cers of the Jewelry Security Alliance for protec- 
tion, and the National Jewelers Mutual Fire In- 
surance Co. for giving us fire protection at a 
Saving. 

* * * 

Resotvep: That we pledge ourselves to the 
popularizing of men’s engagement rings and wed- 
ding rings. 

* _ _ 

Especially are we grateful to the National Asso- 
ciation for sending us “Bill” Frasier, and for his 
able and inspiring addresses. 

* * * 

ReEsotvepD: That we strongly urge that the. 
jewelers start the wearing of jewelry at home 
by adorning their wives and daughters with ap- 
propriate jewelry, their tables with solid silverware, 
and their mantels with clocks, things which add 
so much to the charm and happiness and senti- 
ment and service of the American home, as an 
example to others. 

* * * 

We extend sincere thanks to Hon. H. K. Gilbert 
for his cordial welcome to Rev. W. S. Poynor, 
F. H. Barnwell, J. C. Long, to the Chamber of 
Commerce, to the jewelers and ladies, together 
with all those who furnished entertainment, for 
their efforts in making this convention so great 
a success. We also thank the manufacturers for 
their favors. We express gratitude for the pa- 
tronage of the advertisers in our year book. Their 
assistance makes it possible to hold the association 
together. 

* * * 

Resotvep: That we express our thanks to the 
press of the city and State for giving our pro- 
ceedings such splendid publicity. 

* * * 

Reso1vep: That we appreciate the efforts of 
our national president, Conrad Brotherly, Secre- 
tary A. W. Anderson, and all other national and 
State officers for their conscientious devotion to 
the duties of their respective positions and for the 
successful and constructive progress their admin- 
istration enjoys. 

*” * * 

We appreciate the services rendered by the Hotel 
Florence, The Community Center, the manage- 
ment and their employes in making our stay here 


most pleasant. 
* * * 


Resotvep: That the Keystone Watch Case Co. 
be thanked for the services of Mr. Mellor. 
. * * 


REsoLveD: That we call on the national asso- 
ciation to make every effort toward formulating a 
standard for truthful advertising of diamonds, as 
well as other precious stones and metals. 


The convention then adjourned to meet 
next year in Durham, N. C., the date to 
be announced later. 

Among the representatives of manufac- 
turers attending the convention were E.-C. 
Flint, Meeker Leather Goods Co., St. Louis; 
Walter H. Mellor of the Keystone Watch 
Case Co. of Riverside, N. J.; Parker Hamil- 
ton, Gorham Co., Providence, R. I.; F. W. 
Carroll, “1847” Rogers Branch of the Inter- 
national Silver Co., Meriden, Conn.; Mr. 
Rock, Holmes & Edwards, Bridgeport, 
Conn.; W. H. Farmer of Oneida Com- 
munity, Ltd., Oneida, N. Y.; Dave Free- 
man, James Allan & Co., Charleston. Messrs. 
Flint and Hamilton had displays of their 
goods which attracted a great deal of in- 
terest and attention. 








W. Irving Bullard, New England banker 
and textile manufacturer, who is also inter- 
ested in commercial aviation, has added the 
Williamsville Buff Mfg. Co., Danielson, 
Conn., to his varied interests, according to 
an announcement made at this office, 80 
Federal St., Boston, Mass. The company 
produces A-1 buffs used by jewelers, hard- 
ware manufacturers and the metal polishing 
trade throughout the country. 
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LEVER STRIKING CLOCKS 


that Are ‘Keliable 


SETH THOMAS has accom- 
plished one of the most im- 
portant clock developments in 
recent years in the develop- 
ment of the Four - Jeweled 
Lever Striking Movement No. 
125. Not expensive but thor- 
oughly reliable — this is the 
clock that Jewelers have al- 
ways wanted. 





LAFAYETTE (Lever Strike) 
Mahogany case, with burled panels. 













LEXINGTON (Lever Strike) 


The Lexington is the leader of the lever striking line. Finely made mahog- 
any case. Raised Bronze Numerals. Base, 20 inches. Height, 8 inches. 


List $42.00. 


THE No. 125 MOVEMENT 


Eight day lever strike movement 
of the pin escapement type with 
detachable mainspring barrels. 
Plates of hard brass, lacquered. 
Cut wheels throughout and solid 
cut steel pinions in the time train. 
Movement fitted with compen- 
sated bi-metal balance wheel cut 
for expansion. Jeweled balance 
bearing. Rack striking. Most reli- 
able and particularly recommended 
for clocks which are not to be per- 
manently stationary. 


Recommended Retail, $35.00. 


All fitted with 
Patented 
Bell Metal 


Gong 
5 inch 


silver dial. Base, 17 inches. Height, 84 inches. 


List $42.00. Recommended Retail, 


$35.00. 


Also fitted with Raised Bronze Numerals. 





LOWELL (Lever Strike) 


Mahogany case with burled mahogany . 
panels. 5 inch silver dial. Height, 914 Prices 


inches. Base, 1334 inches. 
List $50.00. Recommended Retail, 


Chicago: 215 W. Randolph St. 


‘Pacific Coast 


10% Higher 
$40.00. 


Also fitted with Raised Bronze Numerals. 










LYNN (Lever Strike) 


American Walnut. 4 inch silver dial with 
Raised Bronze Numerals. Base, 151% inches. 
Height, 7/4 inches. 


List $45.00. Recommended Retail, $37.00. 





LAWRENCE (Lever Strike) 


Mahogany, 4 inch silver dial. Height, 734 
inches. An ideal clock for use on library 
table or book case. 


List $37.00. Recommended Retail, $30.00. 


SETH THOMAS CLOCK COMPANY 


New York: 19 W. 44th St. 


San Francisco: 278 Post St. 
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Diamond Facts vs. Newspaper Fiction 





London Syndicate Corrects Silly Story That Appeared in “Daily Mail” and 
Gives Out Important Statement on Diamond Production 




















Owing to a ridiculous story which ap- 
peared in the London Daily Mail, two weeks 
ago, which predicted that diamond prices are 
going down, because of the low ‘prices re- 
ceived in the new alluvial fields in South 
Africa and also similar stories published in 
American papers, members of the diamond 
trade caused a cable to be sent to their rep- 
resentative in London, asking him to get 
the Syndicate to make a statement of the 
facts. This cable was sent by S. L. Van 
Wezel March 23, and in answer he received 
on March 24 a cable showing the absurdity 
of the inferences made by the newspapers and 
calling specific attention to the fact that the 
quality of the diamonds found in the Lichten- 
berg District were growing poorer; that the 
Syndicate controlled the bulk of the Allu- 
vial production; that the alluvial produc- 
tion has diminished and that at the present 
time, the London Syndicate has pressing 
American demands for rough diamonds for 
this market which they are unable to fulfill 
owing to the scarcity of goods which are 
suitable for the American trade. 

The cable read as follows: 


which have been proclaimed, so quickly have 
the diamonds been picked out. 

“With regard to Grasfontein, many dig- 
gers who were in the last rush left the field 
disappointed men, as they have not made a 
halfpenny in spite of their hard work. 

“The Syndicate are buying 80 per cent. 
or more of the outside production. Conse- 
quently there is very little rough in the Am- 
sterdam and Antwerp markets, and as the 
Syndicate are buying at high prices, the 
goods which are offered in the market are 
terribly high also and are sold at a loss. 

“The news appearing in the press is great- 
ly exaggerated, for, as you will remember, 
when the Wesselton mine, the German 
South West and the Bultfontein were dis- 
covered, much greater quantities were pro- 
duced and thrown on the market than at the 
present day. 

“Also, since 1921, when about £12,000,000 
of Russian diamonds came into the market 
all ready-made and ready for sale, it did not 
interfere with business in general. 

“Tt will also interest you that the output 
of the De Beers Co., as also that of the 


WESTERN UNION CABLEGRAM 


NB2 CABLE LONDON 86 1/38 
LCO JACANO, NEW YORK 
(S L VAN WEZEL, 1650 BROADWAY) 


March 24, 1927. 


SYNDICATE AUTHORIZE US TO STATE THAT “DAILY MAIL” STATE- 
MENT QUITE MISLEADING AS CAUSE OF DROP IN PRICE OF ALLUVIAL 
PRODUCTION ENTIRELY DUE TO INFERIOR QUALITIES PRODUCED IN 
LICHTENBERG DISTRICT AND NOT TO REDUCTION IN PRICES WHICH AS 
HERETOFORE ARE BEING FULLY MAINTAINED BY SYNDICATE FOR YOUR 
INFORMATION SYNDICATE CONTROLS BULK OF ALL ALLUVIAL PRO- 
DUCTION AND HAS RELIABLE INFORMATION THAT PRODUCTION HAS 
DIMINISHED SYNDICATE HAVE PRESSING AMERICAN DEMANDS WHICH 
THEY ARE UNABLE TO FULFILL OWING TO SCARCITY OF GOODS SUIT- 


ABLE FOR THAT MARKET. 


A second cable which followed said 
that the Syndicate authorized publication of 
this cable to the American trade. 





Members of the diamond trade in this 
country have received most encouraging 
news from London in a letter sent by a well- 
known firm of diamond brokers of the Lon- 
don Syndicate. It reads: 

“The Syndicate authorizes us to give you 
the following further information on the 
subject of the diamond market, and we can 
give you the happy news that the present 
cutlook is better than it has been for some 
considerable time. 

“The government is willing to step in, not 
only at the request of the producers but also 
on account of the diggers themselves, who 
cannot make a living when everyone is al- 
lowed to rush and exploit the situation in 
ihe present erratic way on the diamond fields. 
This law, which is certain to be accepted by 
Parliament in principle, will be passed within 
a very short time. 

“As a matter of fact, the way things are 
going on will rapidly exhaust the fields 


Jagers, Premier and Southwest Co., happens 
to be much less than last year, and conse- 
quently the surplus brought into the market 
on account of the outside goods is easily 
balanced by the lessened production of the 
four mines above referred to. 

“Tt is obvious that the diamond business 
cannot be continuously good and a lull is 
quite a natural thing. The present lull in 
the polished business, which cannot be ex- 
plained for any particular reason, is not of 
course a very pleasant experience for stock- 
holders and they are only too glad to take 
readily as an excuse the present conditions 
in South Africa. 

“The opinion over here is far from pes- 
simistic. The sales made at the Syndicate 
are important. As a matter of fact, you 
could not cbtain any mélée whatsoever nor 
sizes—neither ‘closed,’ nor ‘extra pique,’ nor 
‘pique,’ nor ‘first’ nor ‘second spotteds’ in 
blue, white, cape or brown. 

“Important American buyers have bought 
in the last two months all the finer goods. 
The only article one might be able to buy is 
four-grainers and two-caraters in ‘cleavages,’ 
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as the outside production mainly contains 
that kind of goods, which does not interfere 
in the least with round goods, either in sizes 
or smalls. 

“It will also interest you to know that the 
production of sizes (larger stones) has fallen 
off everywhere considerably. 

“As the Syndicate has no stocks and as 
it is showing very little—for instance, dur- 
ing this month there will be no sight what- 
soever, as goods have not arrived—there can- 
not be any fear of overproduction, and once 
Paris and America are ready buyers again 
in the polished market, things will be abso- 
lutely normal.” 








VALUABLE GEMS GONE 


New York Diamond Salesman Was Either 
Robbed or Lost Wallet Containing 
Diamonds While in Philadelphia 


PHILADELPHIA, Pa., March 29.—A. Lo- 
patin, formerly in the wholesale jewelry 
business on S. 8th St., here, and now an 
independent diamond salesman, working 
from New York, with headquarters at 68 
Nassau St., is mourning the loss of a wal- 
jet containing unset stones, valued at about 
$36,000, which he believes was either filched 
from his pocket while in this city or else 
lost while he was making the rounds of 
several places in the wholesale district here. 

Detectives of the local force are seeking 
to trace the gems, but because of the uncer- 
tainty in Mr. Lopatin’s mind as to the cause 
of their disappearance, have not made much 
headway thus far. Mr. Lopatin is certain 
he had the wallet when he entered a store 
on Sansom St. but thinks it possible that 
in placing the wallet in his inside pocket, it 
may have slipped down between his overcoat 
and coat and fallen either to the floor or to 
the sidewalk. He did not discover the loss until 
some time afterwards and in the meantime 
had visited several other places where he 
transacted business. The stones, which were 
not insured, were in 32 small packages and 
included one of slightly over four carats. 

Some of them were on memorandum. 








A reporter for THE JEWELERS’ CIRCULAR 
called at Mr. Lopatin’s office, 68 Nassau St., 
New York, last Monday, but was told that 
the diamond dealer was out. No one would 
venture to state when he would return or 
give any particulars about Mr. Lopatin’s 
loss. 








Bandits Rob Detroit Jeweler of Cash, 
Watches and Jewelry 

Detroit, Mich, March 28.—Two armed 
bandits of the sheik type held up the 
jewelry store of A. B. Milkins, 31 N. Biddle 
Ave., Wyandotte, at 8:45 a.m. today, es- 
caping with $1,000 in cash and watches and 
jewelry valued at $10,000. 

The bandits headed toward Detroit in a 
roadster, speeding through Ecorse at 65 
miles an hour. A motorcycle officer tried 
{o pursue but was outdistanced. 

The bandits forced Mr. Milkins, his 
watchmaker, G. Zicker, and Harold Lane, 
a clerk, into a back room and bound them. 
Milkins was forced to turn over the keys to 
the safe to the bandits. Unable to open the 
safe, the bandits unbound Milkins and 
required him to perform the task. 
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‘Creasure 
Solid Silver 
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STERLING 925/1000 FINE 
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“Oh! Beau-ti-ful! Simply gorgeous!! A complete Tea Set?” 
“Yes, Mater! And you see, it matches my Mary II flatware 
. «- STERLING SILVER!!”’ 
“Well, it’s just like your Uncle John... he’s a genuine Lowell! It has 
always been so... Solid Silver through each generation. And for you, 
my dear—the best is none too good!’’ 






HOSE who want to pass on to future generations their love of the worthwhile things of 
life which express gentle breeding and family position, quite naturally turn to gifts of 
“Treasure” Solid Silver. 
Sterling in quality, authentic in design, and lasting in beauty, ‘‘Treasure” Solid Silver 
will — a hundred years from now a tangible sign of yourself to great-great-grandchildren, 
ever bespeaking discriminating taste and a knowledge of good design. 


Smartly new and very exclusive is the Mary II pattern, 
here illustrated. Ask your own local jeweler to show 
you this lovely Silver—and write us direct for your 
copy of the booklet that describes ‘The Mary II’”’ 


ROGERS, LUNT & BOWLEN COMPANY 


a 
GREENFIELD, MASSACHUSETTS Brae: 
The }ary I 
The above is a page taken from the April advertising of “‘Treasure’’ Solid Silver, which is appearing in leading 


Class Magazines. You who enjoy the patronage of smart people will find the featuring of this exclusive pattern 
decidedly worth while. 
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How Newspapers OW news relating 


Misinterpret Facts. ‘© the gem and 
About Diamond jewelry trade | (par- 
Senieation ticularly the diamond 
industry) is  misin- 
terpreted either innocently or deliberately 
by newspaper writers and editors and the 
facts twisted to imply a meaning which they 
do not properly contain was shown by some 
London papers and even American papers in 
treating the recent dispatches from South 
Africa relating to the finds of diamonds in 
the last alluvial fields open to the public. 
Telegraph dispatches from South Africa, 
March 11, clearly showed that the character 
of the diamonds found there was growing 
poorer after the first finds were marketed 
for the average price of the diamonds mined 
dropped from a little over £8, 14s. a carat 
to about £2, 12s. But the newspapers in 
reporting this failed to comment on the drop 
in quality which indicated that the diamonds 
being later found were only good enough 
for commercial purposes. Instead they 
emphasized the drop in the prices, inferring 
irom it that this was due to the quantity 
produced and not to the quality and also 
interpreting this as having an effect on the 
price of rough generally. 

And this was done despite the continued 
announcement of policy by the Diamond 
Syndicate that a large part of the alluvial 
production is in its control and that the 
Syndicate intends to make no deviation in 
the policy which it -has followed for many 
years of maintaining diamond prices. 

Properly interpreted the news from the 
alluvial fields as published in London was 
anything but discouraging for the diamond 
trade, yet the English newspapers and at 
least one American paper interpreted it 
exactly to the contrary. 





HE announcement 

made in New 
York last week that 
the Nassak diamond, 
for many years an historical stone that had 
been in the family of the Duke of West- 
minster, had been brought to this country 
caused some interest in the trade generally 
as one of the many signs indicating that the 
United States is not only becoming the home 
of the greatest number of diamonds in the 
world but is also attracting the finest of 
gems, and now even the large and famous 
gems with historical background. This is a 
stone of Indian origin originally in the pos- 
session of Maharatta of Peshawur, and came 
to England through the East India Co., by 
which it was called the “Nassak.” 

At that time (according to Harry Eman- 
uel, the well-known British gem expert of 
the middle of the last century) it was valued 
in the sum of £30,000, but when sold at auc- 
tion by Messrs. Christie & Manson it went 
to the Marquis of Westminster for the sum 
of £7,200. As bought by the Marquis of 
Westminster, the diamond weighed 8934 car- 
ats, but was ordered recut by him to a weight 
of 755% carats, old weight, or 80.59 carats in 
the new decimal metric weight now used. 
It was of a triangular form with rounded 
facets. The stone was originally acquired by 
the Marquis of Hastings at the conquest of 
Deccan and was presented by him to the 
East India Co., by whom it was sold in 1818 
to Rundell & Bridge, the London jewelers. 


Nassak Diamond 
Comes to This 
Country 
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When that firm retired from business, it was 
sold at auction to the Marquis of West- 
minster, whose family had continuous pos- 
session of it until the present day. 

Like all other large Indian diamonds, this 
stone had a romantic history in its earliest 
stage but, like few of the famous diamonds, 
it has not been much in the public eye since 
it went into the hands of the Westminster 
family, nor have the sensational newspapers 
used it as a subject about which to weave 
wild or unfounded stories of misfortune as 
they have done to some of the other famous 
gems of the world. 





EW YORK State 
has a new plati- 
num law based on pro- 
visions agreed to by 
the entire jewelry trade after conferences 
extending over many years. The law was 
signed by Governor Smith late on March 22, 
after having passed both the Senate and the 
Assembly of the New York Legislature as 
mentioned briefly in the editorial columns 
last week. This new law will not go into 
effect until Jan. 1, 1928, and the postpone- 
ment of its day of operation is intended to 
give the jewelry trade (both those who 
manufacture within the Empire State and 
those who sell to jewelers of the State) 
plenty of opportunity to make their business 
practices and stamps conform to these pro- 
visions. It is also expected that this will be 
about the time that the new proposed Na- 
tional Platinum Law, to be introduced in the 
next session of Congress, will also be en- 
acted, and these two being identical in gen- 
eral provisions will cover interstate and in- 
tra-state commerce almost simultaneously. 

The full text of the new New York Plati- 
num Law, which will be known as Section 
159, appears in another column of this issue, 
together with a brief summary of the mean- 
ing of its provisions. Until it goes into ef- 
fect, Section 445 of the New York Penal 
Code which now covers the marking of plati- 
num, will remain in force. 

Among the most prominent changes in the 
law are: (1) The raising of the standard 
from 925/1000ths parts platinum metals 
to 985/1000ths where solder is not used 
and 950/1000ths where solder is used. (2) 
In providing that the word “platinum” may 
be used only where the other platinum met- 
als amount to no more than 50/1000ths of 
the content. (3) That words such as “iridio- 
platinum,” “palladium-platinum,” etc., may 
be used only where 750/1000ths of the arti- 
cle is pure platinum and when more than 
50/1000ths parts of the article are of the 
other platinum metals used in the com- 
bination named. (4) That articles made of 
more than one-half of the pure platinum in 
combination with the other platinum metals 
may be marked, provided they state deci- 
mally the contents of each of these metals 
in proportion to the whole article. (5) That 
an article consisting of 950/1000ths parts 
of the platinum metals with less than one- 
half pure platinum may be marked with the 
name “iridum,” “palladium,” “ruthenium,” 
“rhodium” or “osmium” (whichever pre- 
dominates in the combination), but in no 
event may be marked “platinum.” (6) That 
an article composed of gold and platinum of 
the required standard may be marked with 
the platinum mark, provided the fineness of 


New York State’s N 
New Platinum 
Law 
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the gold shall be correctly described and 
the percentage of platinum in the article shall 
be not less than five per cent. in weight of 


the total weight of the article. In such case, 
the karat mark shall precede the word 
“platinum”; where more than five per cent, 


is used, the percentage or proportion of 


platinum may be designated. 

HE Under the new law a, “mark” means any 
mark, sign, device, implement, stamp or 
brand applied to the article itself or any tag, 
m " a card, paper, label, box, carton, container, 
10 lf, Ligne—15 Jewel—Luminous Dials holder, package, cover or wrapping attached 
to or used in conjunction with or enclosing 
the article, or any bill of sale, invoice, state- 
. ment, letter, circular, advertisement, notice, 
memorandum or other writing or printing. 
ILLINOIS TIVOLI CASES Articles bearing a quality mark must also. 
bear a registered trade mark of the manu- 

facturer, wholesaler or retailer. 








— 








HAT this is an age 

of luxury and 
magnificance in the 
lives of the people of 
the United States is manifest on every hand 
today. Yet of the many incidents that could 
be cited to prove this, none has brought it 
out more prominently than the announcement ' 
made in the last issue that a New York 
firm had sold and a Connecticut manufac- 
turer had made a golden table service 
valued at $75,000. For this service, an illus- 


"Feria A Wonderful Gold 
f Service of 376 
Pieces 



















MEU EN a AY 
mais ee ey v ° . ‘ 
1) ILLINOIS tration of which appears in another column 
of this issue, is by all odds the richest and 








most costly that has ever been made for a 
single individual, and this includes kings and 
: potentates as well as citizens. 

lia For a few days, the service was on exhibi- 
No. 351 tion in Maiden Lane; part of the time in 
the salesrooms of the makers and part in 
those of the firm that sold it, and evoked 
wonder and enthusiasm from all the 
jewelers who beheld it; for never has any- 
thing like it been seen either in this or any 
other country. An idea of its magnitude 
can hardly be had from the value, which is 
placed at $75,000 or the fact that it con- 
tained 220 pieces of flatware and 156 pieces 
of hollowware. For though of solid 14-karat 
gold, many of the pieces were enormously 
heavy. For instance, a single 19-inch meat 
dish weighed nearly eight pounds; a 14-inch 


Price =? 00 Each dish weighed nearly five pounds; a five- 

e piece coffee set and waiter weighed 17% 
5 aoa ‘pounds, while a smaller coffee set weighed 
Subject to Jewelers’ Circular Key 4Y% pounds. Included in the hollowware 
alone were a dozen service plates, a dozen 
bread and butter plates, a dozen goblets, a 


Put Up in Attractive Display Box dozen sherbet glasses, a dozen champagne 
glasses, a dozen bouillon cups and saucers, 


with Resale Price a dozen after-dinner coffee cups and 
saucers, a dozen finger bowls, in addition 


to a water pitcher, centerpieces, bread tray, 
compotes, candlesticks, salt and pepper 
shakers and a host of other pieces. But 


Material carried in stock at all times for | 
the value of the metal was but a part of 


Crobeg Watches its wonderful properties, *for the pieces, 
decorated in a Wedgwood pattern, showed 


artistic workmanship and a perfection of de- 
ef tail that would have been a delight to old 
Josiah Wedgwood himself, master crafts- 
man that he was. 


* R O S S & B EB G UE ; IN While it is true this is a special order and 

may not be duplicated for many years, it is 
15-17-19 MAIDEN LANE NEW YORK, N. Y an event in the history of goldsmithing in 
. . 9 e . 


(Continued on page 89) 
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J. A. Sprang, of James Mix, Inc., Albany, 
N. Y., was in this city last week. 

Peiser & Furze, jewelry enamellers, are 
now located in new quarters at 7-W: 45th 


a 

David LeBlang, jeweler, is moving on 
April 1 from 36 John St. to new quarters at 
48 W. 48th St. 

Charles Bickelmann, jeweler of Schenec- 
tady, N. Y., was an out-of-town visitor in 
this city last week. 

Isaac Roe, importer of diamonds, 95 Nas- 
sau St., has moved to larger quarters on 
the ninth floor in the same building. 

The N. Miller Jewelry Co., Inc., has 
leased offices in the new French building 
which is nearing completion at 551 Fifth 
Ave. 

E. J. Case, president of Dreicer & Co., 
which concern closed its doors several weeks 
ago, is now located at 718 Fifth Ave., on 
the fifth floor. 

Reginald Reichman, of Reichman Bros., 
20 W. 47th St., and his wife are returning 
on the Majestic after a trip to the European 
diamond markets. 

Fred C. Reimer, importer of china and 
glassware, is located at 49 W. 23rd St., and 
not 49 Fifth Ave., as erroneously stated in 
these columns last week. 

The annual meeting of the Maiden Lane 
Historical Society, will be held tomorrow, 
Thursday, at 3.30 Pp. M., in the rooms of the 
Jewelers 24-Karat Club, 15 Maiden Lane. 

A 12-story building, which it is said, will 
be devoted exclusively to jewelers, will be 
erected shortly at 80 Nassau St., by Elias 
A. Cohen, on a plot 85x 100 feet. 

Mr. and Mrs. Carl Ornstein returned to 
this country last week on the Olympic after 
having spent six weeks in Europe. Mr. 
Ornstein is of the firm of Eduard Van Dam, 
475 Fifth Ave. 

Maxwell R. Maybaum, of Maybaum Bros., 
Inc., 48 W. 48th St., sailed March 19 on 
the Leviathan on an extended purchasing trip 
to the pearl and diamond markets of Amster- 
dam, Antwerp, Paris and London. 

Felix B. Vollman & Co., dealers in 
diamonds and diamond-mounted jewelry, are 
now located in the Springs building, suite 
1201, at 15 W. 47th St. The concern was 
formerly located at 110 W. 40th St. 

Isidore Freedman, of Freedman-Ellis, Ltd., 
Toronto, Can., spent a few days with rela- 
tives in New York, on his way to the 
European diamond markets. Mr. Freedman 
left New York on the Olympic Friday and 
expects to return about the middle of May. 

Joseph Schwartz, Jr., is the proprietor of 
a jewelry store which was recently re- 
opened at 6 Audrey Ave., Oyster Bay, 
L.I. Mr. Schwartz has an attractive store 
which has been entirely renovated and re- 
stocked. A number of floral pieces came 


from friends and merchants on the opening 
day. 

J. J. Schmukler, wholesale jeweler, 133 
Canal St., accompanied by his wife, is re- 
turning to this city on April 4 aboard the 
Leviathan after a pleasure trip abroad. Mr. 
and Mrs. Schmukler have been away since 
Jan. 29 and while abroad visited Italy, 
France, Belgium, England and Germany. 

The Belove Watch Case Co., 17-23 East 
Broadway, have taken 5,000 additional square 
feet of floor space in the same building in 
which they are now located. This includes the 
entire fourth floor where the concern will have 
its offices and jewelry workers. The space on 
the third floor occupied by the firm will be 
used for the heavy work. 

Maxwell Kramer, eastern representative 
for the A. Hirsch Co., Chicago, is assembly- 
ing his lines prior to making a six weeks’ 
trip to the middle west in the interest of 
his firm. Mr. Kramer expects to call on 
the trade in the principal cities of New 
York, Pennsylvania, and eastern and north- 
ern Ohio and will probably return to the 
east about May 15. 

A brick wrapped in brown paper was 
hurled through the show window of the 
jewelry store of Benjamin Alpern, 1824 Pit- 
kin Ave., Brooklyn, last Wednesday night, 
but the robbers were only able to secure 
two rings worth $30. The brick made only 
a small hole and it was impossible to reach 
any other articles on display in the window 
except the two rings. The thieves escaped 
in an automobile which kad been driven to 
the curb in front of the store. 

Benjamin Schaller alias “Schwartz” alias 
“Baum,” etc., notorious jewelry swindler, 
who was arrested several weeks ago by 
Detective Kalbfleish, of the Old Slip Station, 
was arraigned last Friday before Judge 
Levine in the Court of General Sessions and 
pleaded not guilty to grand larceny as a 
second offender. The prisoner was held 
without bail. Schaller has been indicted for 
the larceny of a scarf pin worth $175 from 
B. Leinwand, jeweler, 71 Nassau St. 

The National Silver Co., this city, was 
named a defendant in a complaint filed in 
the Magistrates’ Court last week, charging 
the concern with falsely stamping a spoon. 
The case was set down for trial in the 
Court of Special Sessions by Magistrate 
Brodsky. It is charged that Thomas F. 
Morgan of the Mayor’s Bureau of Weights 
and Measures, purchased from the National 
Silver Co., a berry spoon mounted with a 
pearl handle, around which was a ring, 
stamped “sterling silver.” The remainder 
of the spoon it is claimed was made of 
base metal, which the complaint charges is 
a violation of the stamping act. 

Paul Lienard has been secured as instructor 
in the design class for jewelers at the 


Mechanics Institute, to succeed Paul Du- 
parque, formerly of Dreicer & Co., who has 
gone to Paris, France. Mr. Lienard, who 
is in business at 7°: W. 45th St., brings to 
the design class for jewelers many years of 
experience from the European jewelry 
centres as a designer of exclusive jewelry, 
but above all, he has the faculty of being 
able to impart his knowledge, and the spirit 
of an ideal teacher. The trade generally is 
cordially invited to attend the sessions, which 
are held every Friday from 7.20 to 9.20 Pp. M., 
at the Mechanics Institute, 20 W. 44th St. 

The Jewelry Crafts Association is warn- 
ing its members and the trade in general who 
are planning to move on or before May 1 to 
make certain that any partitions they put up 
in their offices comply with the requirements 
of the Labor Law, Section 270, which has 
just been construed by the Court of Appeals, 
by unanimous decision, “that all partitions in 
a fire-proof building, in which the Certificate 
of Occupancy permits 25 per cent. or more 
manufacturing, must be of incombustible 
material.” This means that any partition, 
regardless of its height, if made of wood or 
other combustible material, is in violation 
of the law. The various city departments 
are now proceeding to file violations against 
all buildings in which the law in this respect 
is not complied with. Anyone seeking in- 
formation before they proceed to install 
partitions should write or telephone to the 
association at 45 W. 45th St. 

Oscar Miller, Raymond Schleybach alias 
“Dutch Ray” and William Kagan alias 
“Clark,” who were arrested last week as 
suspects in several robberies, one of them 
being the hold-up of the jewelry store of 
Isaac Koenig, 1956 Seventh Ave. were 
arraigned before Judge Levine in the Court 
of General Sessions last Friday and pleaded 
not guilty to three indictments charging rob- 
bery in the first degree. The three prisoners 
were held without bail. Elsie Harris, the 
woman arrested with this trio, was also 
brought before Judge Levine and pleaded not 
guilty to an indictment charging her with 
receiving stolen goods. She was released in 
$4,000 bail. TSese prisoners were arrested 
by detectives of the Safe and Loft Squad, 
working in conjunction with the Pinkerton 
National Detective Agency, who were acting 
on behalf of Richard C. Murphy, counsel for 
the Jewelers National Crime Committee. 

The Paramount Jewelry Co., manufac- 
turer of rhinestone bracelets and novelties, 
formerly located at 256 W. 23rd St., has 
moved to 29 W. 35th St. In its new quar- 
ters, the concern occupies a considerably 
larger plant and also an attractive show- 
room which will enable them to display to 
better advantage merchandise manufactured 
in their factory. This firm is represented 





(Continued on page 87) 
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CHATHAM Over One Hundred Years the Jewelers’ Bank 


HENK A Bank’s Best Friend 
Is a Satisfied Customer 


Hundreds of Jewelry Merchants opened their first bank 
account here and are among our best friends today. 








Nowa BAN 








CoevoeceasoegoeSoasoety 
TRUstcoMPANY We Welcome New Business 
Main Office—149 Broadway 
Capital, Surplus and Branches—Battery to the Bronx 
Undivided Profits over 
on .. Resources Over a Quarter of a Billion Dollars 











AUCTION NOTICE 


Sale beginning Tuesday, April 5th at 10:30 A. M. 
at our building, 610 Broadway, Brooklyn. 
Get off at Lorimer “L” Station, in front of door. 


A large and high grade stock of diamonds, watches, 
jewelry and loose diamonds.. About 500-Ct. of Oriental 
and Australian Sapphires in various shapes. A beautiful 
selection of 18 and 14-Kt. gold jewelry. A fine line of 
Gents’ watches, latest designs, such as Howard, Hamil- 
ton, Waltham and others with high grade movements. 
Ladies’ and gents’ platinum wrist watches set with 
diamonds. Platinum flexible bracelets, circle brooches 
and bar pins. Single stone ladies’ and gents’ diamond 
rings, banquet and others with emerald cut and pear 
shaped diamonds. Silverware, fancy China, parlor, store 


| 3 and alarm clocks. Sterling silverware, flat and hollow- 
e ear ewe ry og ware, Rogers 1847 stainless flatware. Findings and 





jewelers’ material. Also elegant fixtures, trays, show- 
cases, wallcase, safes, etc., etc. 


Special Notice. This stock having been removed from 
one of the most prominent jewelers for convenience of 
sale and will be sold in trade lots. Inventoried as a 
whole $150,000. Inspection invited Monday, April 4th 
from 10 A. M. until 4 P. M. Numerated catalogues 


Repairing, Remodeling f furnished. 


Selection Package sent upon 
Request. Compare Prices. 








and Restringing. K Brooklyn Purchasing Syndicate 
ag FRANK WALKER, Auctioneer 
JOHN M BOYAJIAN & Co 610 Broadway, Brooklyn Telephone: Pulaski 1798 
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in the local territory by W. H. Hildebrand, 
whose offices are located at 9 Maiden 
Lane. ; 

Stephen Varni, of the Stephen Varni Co., 
15 Maiden Lane, sails on the France, April 


"2 for the European gem markets. 


Lassner & Bamberger, Inc., dealers in 
pearls and semi-precious stones, have moved 
from 21 Maiden Lane to 10 W. 47th St. 

Julius Koblentz, wholesale jeweler, will 
move on April 1 from Room 913, 87 Nassau 
St, to larger quarters in Room 312, in the 
same building. 

The Epstein & Rothenberg Corporation, 
importer and dealer in diamonds and 
jewelry, has moved from 170 Broadway to 
64 W. 48th St. 

Murray Salzman, wholesale jeweler, for- 
merly at 60 Nassau St., has moved to larger 
quarters and is now located in room 400 at 
36-40 John St. 

David Graf, of J. & D. Graf, importers 
of diamonds and manufacturing jewelers, 21 
Maiden Lane, has sailed for Europe on a 
purchasing trip. 

Yeblon & Mahler, dealers in silverware, 
15 Maiden Lane, have opened an uptown 
office at 50 W. 47th St., for the convenience 
of their uptown trade. 

Samuel Lenkowsky, of Samuel Lenkowsky 
& Sons, importers of diamonds, 10 W. 47th 
St, has returned from Europe where he 
visited the diamond markets. 

Louis N. Marx, specialist in star sapphires 
and other precious stones, now located at 
36 W. 47th St., has leased larger offices in 
the new French building at 551 Fifth Ave. 
and will move from his present address on 
or about April 25. 

Lawrence C. May of Lawrence C. May 
& Bro., Inc., diamond importers, 20 W. 47th 
St. will sail on the Majestic April 2. Mr. 
May expects to be gone about six weeks 
and will spend most of his time in the dia- 
mond markets at Amsterdam and Antwerp. 

The regular monthly meeting of the 
executive boards of the New York City 
Retail Jewelers’ Associations will be held 
next Friday evening at the Hotel Astor. 
The meeting is scheduled to start at 9 
o'clock and will be presided over by Chair- 
man A. Landau. 

It was announced on Monday that Miss 
Sylvia Van Moppes, daughter of Mr. and 
Mrs. S. A. Van Moppes, will be married 
on April 3 at the Congregation Bnai Sho- 
laum, 9th St. Brooklyn, to Samuel Seif. 
The ceremony will be followed by a recep- 
tion at the Hotel St. George. Mr. Van 
Moppes is engaged in business as a diamond 
cutter and polisher at 106 Fulton St. 

The name of Adels-Ribakoff Co., Inc., has 
been changed to Toledo Watch Co., Inc. 
There is no change in the personnel or busi- 
ness policy of the company in any way, 
the officers and stockholders remaining 
exactly the same. The business will be con- 
ducted at the old address, 14 Maiden Lane, 
M. D. Ribakoff, is president, and M. Adels, 
treasurer, 

Following a chase of six blocks last Thurs- 
day evening, a man was arrested on the 
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East Side section of New York, charged 
with smashing a window in the jewelry 
store of Goldman & Gotsfeld, Grand and 
Ludlow Sts. The prisoner gave his name 
as Irving Masour, of Brooklyn, when he 
was taken to the Clinton St. Station. Mr. 
Goldman and one of his salesmen were wait- 
ing on customers when a milk can cover 
was hurled through the window. Patrolman 
William O’Connor who was standing nearby, 
pursued the fleeing man who was finally 
overtaken and arrested. 

The huge street clock which, until a few 
days ago, stood in front of the store of the 
Gorham Co., at 15 Maiden Lane, was com- 
pletely demolished last Thursday when a 
truck backed into the timepiece. For- 
tunately, no persons were near it at the time 
of the accident and no casualties were re- 
ported. An eye witness of the accident stated 
that the truck, belonging to a Connecticut 
concern, was backing up when it hit the 
clock and ripped it from its base in the 
sidewalk. The timepiece was thrown in the 
street and smashed beyond repair. The 
Gorham Co. is still undecided whether it 
will replace the clock. 

Lassner & Bamberger, Inc., who have 
been located at 21 Maiden Lane for a period 
of years, have moved their offices, show 
rooms and stock rooms to the building at 
10 W. 47th St., where the concern has more 
modern facilities than ever before. New 
partitions in white with blue mouldings have 
been built for these new offices, and a spe- 
cially constructed burglar proof vault, pro- 
tected with the newest of alarm and other 
safety devices has been installed. The con- 
cern states that with the extra space they 
now enjoy, and the new systems that have 
been installed, that a better service to cus- 
tomers will be possible. 


The Retail Jewelers Association of Greater 
New York and Vicinity will hold its annual 
meeting on Friday evening, April 8, in the 
Canadian Club Room of the Hotel Belmont. 
Police Commisisoner George V. McLaugh- 
lin, will be the guest of honor and it is 
expected he will deliver an interesting talk 
on “Crime.” The presidents of the various 
organizations in the local trade have been 
invited to attend this interesting meeting at 
which officers for the organization will be 
elected and other business will be trans- 
acted. The meeting will be strictly informal 
and all jewelers are welcome. A charge of 
$3.50 will be made for the dinner which 
will be served at 7 Pp. M. An amendment to 
change the name of the association will be 
presented at the meeting. 

- William H. Meyer of Ardsley, West- 
chester County, N. Y., and 3 Maiden Lane, 
declared himself a voluntary bankrupt on 
March 18 when he filed a petition in the 
United States District Court, listing his 
liabilities at $2,287 as against assets of 
$1,174. The nature of Mr. Meyer’s busi- 
ness was not mentioned in the petition but 
a glance at the list of creditors would in- 
dicate that he was engaged in the jewelry 
business. Mr. Meyer claims that his entire 
indebtedness is due to unsecured creditors 
while his asests represent household goods, 
$100; machinery, tools, etc., $15; other per- 
sonal property, $643; debts due on open ac- 
counts, $350; deposits of money in the banks 
and elsewhere, $10, and property in rever- 
sion, remainder and trust, $55. Among the 
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largest unsecured creditors are: Horace S. 
Ely & Co., $210; J. W. Johnson, $129; Jung 
& Klitz, $547; Kohn & Co., $185; J. Wilner, 
$187, and Mrs. E. A. MacAdams, $500. 

An interesting program has been arranged 
for the annual meeting of the Jewelry Crafts 
Association to be held to-night (Wednesday) 
at the Hotel Astor. Aside from the regular 
business to be transacted and the election 
of officers there will be several speakers who 
are scheduled to talk on the subjéct of sell- 
ing terms in the jewelry trade. This will 
be followed by a general discussion in which 
the members of the organization and guests 
present will be asked to participate. Mark- 
ham Flannery, director of the Trade Practice 
Conference of the Federal Trade Commis- 
sion, will talk on the subject of the meeting 
followed by brief remarks from Walter P. 
McTeigue, president, and Robert Steele, who 
will act as toastmaster. During the courses, 
Gordon Kay, a well-known opera singer, 
will render several classical numbers and 
will be accompanied on the piano by Miss 
Alice Siever. Requests for reservations 
should be sent as soon as possible to Secre- 
tary Robert S. Tipping, 45 W. 45th St. 

A public auction sale at which the gov- 
ernment will sell unclaimed goods now in 
the United States Customs Seizure Room, 
at the United States Army Supply Base, 
Brooklyn, will be held on Tuesday, April 5, 
at 10 a.m. The merchandise which is de- 
scribed briefly in a catalog sent out by the 
government may be inspected on Wednes- 
day and Thursday, March 30 and 31, from 
9 aM. to 3 p.m. in Building B East, Sec- 
tion 806, on the eighth floor, United States 
Army Supply Base, 58th St. and First Ave., 
Brooklyn. Among the articles to be offered 
for sale will be beads, clocks, beaded bags, 
cigarette holders, hall clocks, bracelets, 
jewelers’ scales and weights, opera glasses, 
clock movements, jewelry, hair ornaments, 
manicure set, watches and chains, one fancy 
clock, fobs, watch crystals, brooches, rings, 
unset stones, pendants, earrings, charms, 
imitation precious stones, cultured pearls, 
wrist watchcases, handbags, cuff links and 
spectacles. The scene of the auction can 
be reached by way of the B.M.T. Subway, 
Fourth Ave. local or Sea Beach Express, 
also by way of Brooklyn Bridge. The 
Army Supply Base is located at 58th St. 


’ and First Ave., and those who attend should 


take passenger elevator No. 43 in Building 
B going to the sixth floor and follow the 
white line to stairway 13 and walk up to 
the seizure room. 








EDITORIALS 
(Centinued from page 84) 








America that should be encouraging to all 
members of our trade. For it shows there 
is a market in this country for wares, such 
as few emperors, kings or other rulers of 
the past could ever afford to possess or even 
be able to obtain were they in a position to 
make the purchases. 








Stanley Vincent who recently opened a 
watch repair establishment at Luzerne and 
Wyoming Aves., Pittston, Pa., has had new 
fixtures installed in his place of business 
and will carry a full line of jewelry. 
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Mr. and Mrs. Howard L. Carpenter left 
Friday for a 10 days’ stay at Washington, 
a i. 

Adamo Aiello has been elected financial 
secretary of Court Florence, Foresters of 
America. 

Fritz Kraus was in New York and 
vicinity last week in the interests of T. W. 
Lind Co. 

Maurice Karpeles, of the Karpeles Co., 
has returned from an extended business trip 
in Canada. 

Edward B. Hough, of Wightman & 
Hough Co., is on a cruise to Bermuda for 
a few weeks. 

Among the business visitors in New York 
and vicinity last week was Howard D. Wil- 
cox of this city. 

Sigmund Fischer, of Preufer & Fischer, 
Inc., spent the last week-end at his country 
estate at Wyoming, R. I. 

Arthur Clark formerly with A. J. Lloyd 
Co.’s Providence branch is now with the 
sales forces of the Inlaid Co. 

Mr. and Mrs. Edward N. Cook have re- 
turned from visits in Augusta, Ga., Ash- 
ville, N. C., and Atlantic City. 

Mr. and Mrs. Morgan W. Rogers have 
returned after several days’ stay at the 
Hotel Chatham in New York. 


The Platinide Co. Inc., 5 Mason St., with 
offices at 150 Varick St., New York, has 
changed its name to Bolles & Hansen, Inc. 

The final meeting of the creditors of Car- 
mine Russo will be held at the office of 
Referee in Bankruptcy George J. Sheehan 
on April 1. 

The Imperial Specialty Co., 167 Dorrance 
St., is owned and conducted by E. Morris- 
sette, according to information at the city 
clerk’s office. 

On April 8, Woodward Booth will have 


been manager-secretary of the New England: 


Manufacturing Jewelers’ and Silversmiths’ 
Association 15 years. 

Fred E. Selby and Vincent Mullen are the 
owners of the Enterprise Novelty Co., 205 
Pavilion Ave., according to their statement 
filed at the city clerk’s office. 

At the annual meeting of Nestell lodge of 
Masons last Thursday evening Danforth K. 
Barrett was elected chaplain and Christopher 
Clissold, secretary for the ensuing year. 

According to information at the city 
clerk’s office, the nickel plating business of 
Newman & Finucane, 12 Beverly St., is 
owned and conducted by Edward J. Finucane. 

Ralph Hamilton was one of the guests at 
the formal opening of the indoor training 
track at Greyholme, the country place of 
Webster Knight, 2nd, in West Warwick, last 
week, 

Mr. and Mrs. Abraham Colitz announced 
the marriage of their daughter, Miss Marion 
Edith Colitz to Herman M. Feinstein, on 
Thursday last at the Temple Beth-El by 
Rabbi Samuel Gup. 

The Chapin-Hollister-Stone Co. has leased 
to C. G. King & Co. a portion of the second 
floor in the Waite-Thresher Co.’s building, 
at Abbott Park place, for two and a half 
years from Dec. 1, 1926. 

A dividend on the capital stock of the 
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Nicholson File Co. has been declared pay- 
able on and after April 1 to stockholders 
of record of March 22. The amount of the 
dividend is not announced. 


At the annuai meeting of the International 
Silver Co. at Newark, held last Monday, 
former Governor R. Livingston Beeckman 
of Newport was re-elected a director and 
a member of the executive committee. 


The Mueller Metal Co. has purchased from 
Albert E. Manchester et wx, three lots of 
Jand with buildings thereon on the north- 
westerly side of Bassett St., upon which it 
has given a mortgage for $8,000 to the Union 
Trust Co. 

A meeting of the creditors of David G. 
Fellman of Woonsocket to prove claims and 
to take action on a petition to sell assets 
will be held at the office of George J. 
Sheehan, referee in bankruptcy, on April 4, 
at 10 o’clock. 

Mr. and Mrs. Frederick V. Kennon sailed 
last Wednesday from New York on the 
steamship President Wilson for a Mediter- 
ranean cruise, after which they will spend 
some time in visiting Italy, Switzerland, 
France and England. 

Among the past week’s contributors to 
the annual maintenance fund for the Provi- 
dence Floating Hospital were the following: 
Paul C. Nicholson, Mrs. A. T. Wall, Jr., 
Charles A. Russell, Ellis W. MacAllister 
and Mr. and Mrs. Sigmund Lederer. 

W. H. Cranston Co., Inc., has been incor- 
porated under the laws of Rhode Island to 
deal in precious stones with an authorized 
capital of $25,000 consisting of 250 shares 
of common stock of $100 each. The incor- 
porators are William H. Cranston of 
Cranston, Thomas Curran and Hugo Clauson 
of Providence. 

Among the jewelry buyers reported in 
this city and vicinity during the past week 
were the following: W. B. Shaw, of W. B. 
Shaw, Inc., New York city; Samuel Dia- 
mond, of Diamond, Blitz & Co., Chicago; 
Mr. Block, of S. Klein & Son, Philadel- 
phia, and Mr. Morris, of Morris, Mann & 
Reilly, Chicago. 

A study of the 12 marriage licenses issued 
Saturday morning from the City Registrar’s 
office disclose the interesting fact that in 
seven of them the occupation of either the 
bride or the groom was given as a jewelry 
worker, while in two instances both were 
so given. Five brides and four bridegrooms 
so designated their employment. 

The Providence Exchange Club, of which 
Joseph H. Lancor, of the Lancor Mfg. Co., 
is president, will hold its fourth annual dance 
at Rhodes-on-the-Pawtuxet on Easter Mon- 
day the proceeds of which will be devoted 
to the benefit of the crippled children. 
Among the members of the various com- 
mittees appointed are Theodore B. Pierce, 
Walter S. Lederer and Manuel F. Williams. 

The team representing the spinning depart- 
ment is apparently headed for the pennant 
in the Gorham Casino House League bowling 
tournament, having won 65 games and lost 
27, with a total pinfall of 32,399 or an aver- 
age of 469. The runner-up is Bronze No. 1 
team which has 54 won, 34 lost, pinfall of 
31,388, average 475. The latter holds the 
season’s records of 606 for the highest team 
single string and 1,634 as the highest team 
total. 
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Col. William F. Flanagan, M.D., of the 
Cutler Jewelry Co., was the principal speaker 
at the memorial meeting of Gen. Elisha H. 
Rhodes Camp, Sons of Union Veterans of 
the Civil War, last Monday evening, in 
honor of Gen. Rhodes for whom the camp 
was named. Among those present were Col. 
Frank L. Barrows, with the Gorham Mfg. 
Co., and Capt. J. Robert Sweet, with the 
Providence office of the National Jewelers 
Board of Trade. 

Senator Alberic A. Archambault, Demo- 
crat of West Warwick, has introduced a bill 
in the Rhode Island legislature establishing 
a 45-hour week with maximum employment 
of nine hours per day. It has been referred 
io the judiciary committee. The bill is an 
amendment to Section 22 of Chapter 19 of 
the General Laws, providing a 54-hour week 
for minors and women, and includes all per- 
sons employed in factories, manufacturing, 
mechanical, business or mercantile estab- 
lishments. 











John L. Thompson spent the last week-end 
down on Cape Cod. 

William McGovern was called last Tues- 
day to Richmond, Vt., because of the death 
of his sister. 

Howard LeFevre returned the first of the 
week from an extended western trip in the 
interests of the F. M. Whiting Co. 

Congressman Joseph W. Martin, Jr., ad- 
dressed the district meeting of the Knights 
of Pythias at Fall River on Monday eve- 
ning. 

At the annual election held last Monday, 
Donald A. Barrows, H. F. Barrows Co.; J. 
Frank Mason, Mason Box Co., and H. Alton 
Hall, were re-elected Selectmen for the en- 
suing year. 

John L. Thompson, Fred E. Sturdy, Wal- 
lace D. Kenyon, Fred B. Brigham and Aus- 
tin Follett have been appointed a special 
committee on the remodelling of one of the 
town buildings. 

David H. Blakney, a well-known journey- 
man jeweler, died suddenly Friday afternoon 
at his home, 18 Summer St., after a few 
hours’ illness. He is survived by a widow 
and four children. 

Michael A. Vigorito has opened an exten- 
sive toggery department at his store, 6 N. 
Washington St., where he has been located 
for the past seven years. He will carry a 
full line of men’s jewelry. 

The committee in charge of the develop- 
ment of Community Field at a meeting on 
Thursday evening elected Donald LeStage, 
chairman. Lester Holbrook and _ Elton 
Fisher were appointed members of a sub- 
committee on grading. 

A spectacular blaze which illuminated the 
sky for a considerable distance, and attracted 
hundreds of persons to the rear of the com- 
pany shops, is believed to have been of in- 
cendiary origin as it is the third time that 
this building has been on fire recently, each 
time from an unknown origin. The firemen 
succeeded in keeping the flames from spread- 
ing to that section of the lower part of the 
building, which is used by the Bishop Co. as 
a celluloid storehouse. 











Alfred Bonus, well-known diamond dealer 
of London. England, has been in the city for 
a few days, visiting the trade here. 

It was announced last week that Sydney 
Graubard, who calls on the trade in this 
city for Reiner & Berkow, 108 Fulton St., 
New York, has severed his connections with 
that concern. 

H. F. Ward, a veteran retailer of West 
Philadelphia, is in a critical condition with 
pneumonia at his home. His store is at 5524 
Chester Ave., and much anxiety is felt by 
his many friends in the wholesale trade here. 

Trade visitors of the week included George 
Wiltshire, a member of the firm of W. R. 
Cobb & Co., jewelers’ findings, Pawtucket, 
and “Jack” Lambert, of M. J. Lambert & 
Son, importers of jewelers’ tools, etc., of 
New York. 

Nathan Thomas, well known retail jeweler 
at Phoenixville, Pa., has just returned by 
automobile from a vacation of several months 
in Florida, driving his machine there and 
back. He was away for almost three 
months and says he enjoyed every day of 
the trip. 

K. Gartner, the only woman manufactur- 
ing jeweler in Philadelphia, has conducted 
business since the death of her father, a 
veteran jeweler, several years ago, and finds 
that she likes it. She assisted her father for 
several years before his death, and when 
that event happened simply stepped in and 
conducted the business on her own account. 

John D. Enright, well-known Kensington 
district retailer, opened his new branch store 
in the Germantown section of the city Fri- 
day. The new store, a large and handsomely 
equipped one, is located at 5522 Germantown 
Ave., just below Chelten Ave., one of the 
principal business streets of the district. It 
will be in charge of Leo McConnell, long 
associated with Mr. Enright in his Kensing- 
ton Ave. store. 

Schedules of Green Bros., watchmakers 
and jewelers, and of Boris Rankin, both in 
bankruptcy, have been filed in the United 
States District Court here. Those of Green 
Bros. show liabilities of $75,472 and assets 
of $76,110. Liabilities of Rankin are stated 

as $47,496, with assets estimated at $1,229. 
' Rankin has been reported on several occa- 
sions to have resumed business on Sansom 
St., but investigation has not borne these 
reports out. 

Members of the Associated Pawnbrokers 
of Pennsylvania will gather at the Hotel 
Adelphia, here, on the evening of April 28 
for the annual meeting and election of of- 
ficers, which will be preceded by a banquet. 
Congressman B. F. Golder of this city, 
Mayor Kendrick and other city officials, will 
be guests. It is expected that D. B. Solo- 
mon, the president, will be honored by a 
unanimous re-election. The affairs of the 
crganization have prospered under his ad- 
ministration. 

In celebration of the 20th anniversary of 
their partnership Samuel Aisenstein and 
Max E. Gordon, constituting the wholesale 
jewelry firm of Aisenstein & Gordon, have 
made elaborate preparations for a dinner to 
their employes, which will take place in 
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the Independence room of the Benjamin 
Franklin Hotel next Saturday evening. In 
addition to a fine entertainment program at 
the dinner the employes will enjoy a theatre 
party after the feast. The attendance is 
limited to the members of the firm and their 
staff and will be a real “family party.” 

Charles Frederick Muth, well-known re- 
tail jeweler, appeared in court last week to 
testify against Thomas Mills, 17 years old, 
an employe of the Muth branch store at 
Olney Ave. and 5th St., arrested on a charge 
of having stolen a number of pieces of 
jewelry from the store. Mills was held in 
$600 bail for a further hearing after he had 
admitted taking the jewelry and to having 
sold much of it. He claimed he did not 
know what became of the other pieces, but 
police believe he gave them to girls. He 
admitted having sold two watches, one val- 
ued at $50, the other at $75 for $2. 

Many Philadelphia jewelers were sad- 
dened by the sudden death of John H. Cooke 
of Bridgeton, who was stricken with heart 
disease in that southern New Jersey city 
while in a store. For 37 years he had been 
a messenger between Bridgeton and _ this 
city, making a specialty of carrying jewelry, 
watches and watch materials from retailers 
there to the wholesale houses here. He was 
a graduate of’ Girard College, here, the 
unique institution for boys founded by 
Stephen Girard, one of whose rules is that 
no clergyman of any denomination be al- 
lowed inside its grounds. Mr. Cooke had 
the record of never in his long service as 
messenger having lost a piece of jewelry. 
He’ had traveled almost a million miles by 
rail in his trips between Brighton and this 
city. 











A Porto Rican was arrested and placed in 
jail here recently for peddling rings on the 


street, which he evidently had stolen. He 
sold a 14-carat ring to S. L. Jones, colored, 
for 50 cents. When arrested, he had about 
50 rings concealed on his person. He was 
sentenced to 360 days in jail. 

Twenty-five jewelers attended a luncheon 
at the City Club on March 22, under the 
auspices of what is known as the jewelers’ 
organization of the Merchants’ and Manu- 
facturers’ Association of Washington. Ar- 
thur J. Sundlun, with the A. Kahn Co., is 
in active charge of operations by this branch 
of the trade body, and each month he brings 
as a guest of honor some speaker of note 
familiar with and belonging to the jewelry 
industry. Alexander Vincent, secretary of 
the Sterling Silversmiths’ Guild, New York, 
was recently the distinguished visitor. Mr. 
Vincent spoke at length regarding general 
conditions affecting the silver end, furnish- 
ing some interesting and highly instructive 
points on this line. The speaker at last 
month’s meeting was Claudius Pindall, of the 
Towle Mfg. Co., Newburyport, Mass. Mr. 
Pindall’s remarks were along similar lines, 
and he received enthusiastic applause. It 
has not been decided as yet who will be in- 
vited- to deliver a talk at the April meeting 
of the organization. 
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D. H. DeNardo, Braddock, is back from 
an eastern business trip. Since his return, 
however, Mr. DeNardo has been confined to 
his home on account of illness. 

Thieves early one day last week hurled a 
padded brick through the display window of 
the establishment of Henry Wilkens & Co, 


621 Liberty Ave., and made away with a 
small amount of goods. 

Mr. Hauser, who is in business on E, Ohio 
St., North Side, is retiring from business, 
Mr. Hauser succeeded Otto Heineman some 
years ago, the latter having been engaged in 
business for many years. 

The merchants of New Kensington and 
Connellsville are organizing a credit bureau, 
with numerous other bureaus in the making, 
All of these bureaus will co-operate with the 
Pittsburgh Credit Bureau. 

H. E. Frampton, Latrobe, has built a 
three-store building and is occupying one of 
the stores and renting the other two. The 
structure was erected as an investment. He 
has an up-to-date jewelry establishment. 

W. F. Hofmann, of the Heeren Bros. Co, 
who has been seriously ill, is reported as 
improving slowly. Mr. Hofmann was 
brought home from Philadelphia several 
weeks ago, where he became suddenly ill. 

The John M. Roberts & Son Co. sold the 
silver cups being donated by a Pittsburgh 
newspaper for a number of events, which 
are offered as prizes to the contestants. The 
Roberts firm made a big display of the cups, 
using all of their windows to show them. 

Creditors of Mark Abel, who was recently 
thrown into bankruptcy have accepted a 
composition settlement of 40 cents on the 
dollar and they have been »aid in full. As 
a result of the settlement, DeRoy Bros., 
Inc., has taken over the business. Mr. Abel 
is continuing with the DeRoy Fros., Inc, 
having been a resident of McKeesport for 
a long number of years. 

The ruembers of the wholesale council of 
the Chamber of Commerce met last week 
and voted the recent “Pittsburgh Market 
Week” a success. It is very likely that the 
affair will be made a yearly event. Emil 
Fryer, of the Samuel Weihnaus Co., who 
headed the jewelry aggregation, said that 
the jewelers who participated expressed sat- 
isfaction with the net results. 

Creditors of Lillian Meader, Scottdale, 
Pa., filed an involuntary petition against her 
in the United States District Court, Pitts- 
burgh, the action being started by Attorney 
Harry Ravick of Pittsburgh, representing 
Biggard & Co. $272; Samuel Weinhaus 
Co., $144; Martin Gluck & Sons, $49, and 
Landaw Bros., $76. It was set forth in 
the petition that the woman permitted A. H. 
Gerwig & Sons to obtain a judgment, re- 
sulting in the assets of the store being ad- 
vertised for sale, March 19. The ling of 
the involuntary _ petition, however, ‘us 
automatically dispensed with the sale. 








A large loving cup which will be presented 
to the winner of the season’s Sunday School 
court race has been on display in the win- 
dow of the G. F. Schermund Co. jewelry 
store at Greenville, O. 
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George Spies, of Spies Bros., 27 E. Mon- 
roe St., is spending a couple of weeks at 
French Lick, enjoying a good rest. 

D. L. Nesler, manufacturers’ representa- 
tive, is making a two weeks’ business trip 
through Michigan calling on the retail trade. 

G. W. Bleecker, manager of the Chicago 
office of the Martin, Copeland Co., is making 
a two weeks’ business trip to Pittsburgh and 
Cleveland. 

Morris Joseph, of the firm of Joseph & 
Co., Memphis, Tenn., spent some time in 
Chicago during the past week looking over 
the market. 

I. Schwartz, wholesale jeweler, located on 
the 11th floor of the Heyworth building, is 
making a three weeks’ business trip through 
the northwest. 

J. F. Peters & Co., manufacturing jewelers, 
at 10 S. Wabash Ave., have filed a voluntary 
petition in bankruptcy, and list their assets at 
$480.75 with liabilities at $4,110.62. 

A. L. Hancock, manager of the Chicago 
office of the Bassett Jewelry Co., left re- 
cently on his usual trip through the middle 
west and will be away until April 3. 

“Bill” Cooper, of S. H. Clausin & Co., 
Minneapolis, Minn., was a visitor in Chicago 
last week calling on some of his friends in 
the trade and attending to personal business. 

Max Hirsch, wholesale watch. dealer at 
31 N. State St., is making a business trip 
to Minneapolis, St. Paul and cities in Idaho. 
He will return to. Chicago some time next 
week, 

W. H. Buckmaster, representing J. R. 
Wood & Sons, traveling out of the Chicago 
office, left recently for a trip through Illinois 
and St. Louis. Mr. Buckmaster travels this 
territory via auto. 

Max Cohn, factory representative, re- 
turned this week from a short business trip 
to Peoria and St. Louis. Mr. Cohn calls 
on the wholesale trade and “makes” this ter- 
ritory several times a year. 

James White, president and manager of 
the Mulholland Silver Co., Inc., of Aurora, 
Ill., returned last week from Boston, where 
‘he exhibited in connection with the Boston 
Gift Show at the Statler Hotel. 

Edward Kirchberg, of Edward Kirchberg, 
Inc., 104 N. State St., returned on Monday 
of this week with his wife and family from 
Biloxi, Miss. where he spent two weeks 
enjoying a rest and visit with friends. 

Archie Graham, representing Monroe & 
Graham of New York, spent several days 
of the past week in Chicago calling on his 
‘trade. He left here Thursday night for 





Cleveland and other cities in the east en 
route to his home. 

N. T. Sherwood, southern representative 
for the Schumer Bros. Co., Cincinnati, O., 
with Chicago headquarters in the Columbus 
Memorial building, left Sunday night for his 
territory and will be gone for a month. 

“Bill” Queenman, of the Glasow & Leit- 
man Co., wholesale jewelers at Fond-du- 
Lac, Wis., stopped off in Chicago for just a 
few hours last week on his way to smaller 
cities in Illinois, where he will spend sev- 
eral weeks calling on the trade. 


The Bonner Mfg. Co. will move their 
Chicago office the first of April from room 
1512 to room 1311, Heyworth building. 
They have acquired the same amount of 
space and have the same location on the 13th 
floor that they enjoyed on the 15th. Jerry 
T. Agate is manager of the local office. 

Nels S. Larsen, retail jeweler at La Junta, 
Colo., arrived in Chicago last week with 
Mrs. Larsen, who went to the Wesley Bros.’ 
Hospital to undergo a serious operation. 
She is reported as getting along nicely. Mr. 
Larsen will remain here until his wife has 
recuperated sufficiently to accompany him 
home. 


Harry Wish, of the sales force of the 
Stein & Ellbogen Co., recently left for the 
southern territory covered by Frank Barton. 
Mr. Barton had to return home from his 
territory on account of a paralytic stroke. 
He is recuperating at home very rapidly 
and will be able to resume his duties in the 
near future. 

Frank J. Buckland, jewelry buyer for 
Carson, Pirie, Scott & Co., retail, will leave 
on Thursday of this week far New York, 
from which port he will sail for Europe on 
Saturday, April 2, on the Majestic. Mr. 
Buckland will visit the different countries in 
search of new jewelry novelties and will be 
gone for two months. 


“Dick” Seligmann, of the Seligmann 
Jewelry Co., Seattle, Wash., spent several 
days of the past week in Chicago visiting 
with his mother and calling on members of 
the trade en route to the eastern markets. 
He will remain east for about 10 days and 
will then spend another week in Chicago be- 
fore returning home. 

Albert R. Stone is now associated with 
the diamond department of the Chicago of- 
fice of J. R. Wood & Sons. Mr. Stone has 
been identified with the jewelry industry in 
this city for more than five years and has 
for this length of time been connected with 


Benj. Allen & Co. The past two years he. 


was in their diamond department. 
Richard D.: Fleek, of the sales force of 


the Juergens & Andersen Co., returned to 
Chicago last Thursday from his eastern ter- 
ritory. Mr. Fleek came to Chicago on ac- 
count of the serious illness of his children, 
who are confined to their home at Denver. 
He will remain here, closer to home, until 
after the crisis and will then resume travel- 
ing over his territory. 

The Rohde-Spencer Co., wholesale jewel- 
ers at 223-225 W. Madison St., announce 
that they have taken over the business of 
Fred Biffar & Co., wholesale dealers of 
sporting goods, formerly located at 323 W. 
Randolph St. Both Fred Biffar, Sr., and 
his son, Fred, Jr., are now members of the 
Rohde-Spencer Co. The Rohde-Spencer Co. 
will now handle a complete line of sporting 
goods in connection with their regular line 
of jewelry, watches, etc. 

J. M. Braude, manager of the Chicago 
office of the National Jewelers’ Board of 
Trade, and trustee in the Philip A. Suchard 
matter, has sent out the first dividend of 5 
per cent. to the creditors. Mr. Suchard is a 
retail jeweler located at 205 E. Garfield 
Blvd., and will pay 100 per cent. net within 
a year to creditors and expense to be borne 
by him. He turned over his difficulties to 
the Chicago division of the National 
Jewelers’ Board of Trade about three weeks 
ago. 

Al. Bruckner, for many years assocated 
with the jewelry business, is now connected 
with the C. H. Knights-Thearle Co., whole- 
sale jewelers on the fifth floor of the Colum- 
bus Memorial building. Mr. Bruckner, who 
is well known to the trade as an advertising 
specialist, began his Chicago career with 
C. H. Knights & Co., several years ago, hater 
going with W. A. Pickard and then embark- 
ing in the advertising business as the pro- 
ducer of Al. Bruckner service. With his 
new connection he will have charge of adver- 
tising and sales promotion. 

A. Lumia & Son, who operate a retail 
jewelry and optical business at 4541 Lincoln 
Ave., have just about completed arrange- 
ments for the enlarging of their store. 
There will be about 30 feet added to the 
south side of the building. The old store 
will remain intact, with only an archway 
between the store and the addition. This 
new addition will be an exclusive optical de- 
partment and will be equipped with all of 
the latest instruments and cabinets. The 
old optical rooms will be added to the store 
and additional wall and counter cases will 
be installed to take care of their gift sec- 
tion. 

The offices of I. Schwartz, wholesale 
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jewelers, 29 E. Madison St., have been re- 
modeled to give the concern more working 
room. The private office that occupied part 
of the front window space has been done 
away with and now the general offices extend 
over the entire front of the suite. The 
balance of the space is for display purposes, 
order and shipping rooms. 

Elias Shahen, of Elias Shahen & Co., 337 
W. Madison St., just returned from Cali- 
fornia where he spent four weeks enjoying 
a rest. 

Jacques H. Leff, of the firm of Hirsch 
Leff, platinumsmiths, 62 W. 47th St., New 
York, called on the trade in Chicago for the 
past week. 

Albert G. Imbrey, with the firm of Sidney 
Kaufer & Co., 48 W. 48th St., New York, 
has been calling on the trade in Chicago for 
the past week. 

Charles W. Sommer, of Charles W. Som- 
mer & Bro., New York, spent the past week 
in Chicago calling on the trade and visiting 
his many friends here. 

H. A. Saigh has severed all connections 
with the Rohde-Spencer Co., and is now 
associated with Elias Shahen & Co., whole- 
sale jewelers at 337 West Madison St. 

Mr. Blankenship, jewelry buyer for 
Shuttles Bros. & Lewis, Dallas, Tex., 
arrived in Chicago last week and spent a 
few days here looking over the market. 

Al. Kahn, Chicago representative for 
Lauter & Co., and the Emerson Watch Co., 
with offices at 31 N. State St., left this 
week on a three weeks’ business trip through 
the northwest. 

Emil Pick, representing Hammel, Rig- 
lander & Co., will be located in suite 1311 
Heyworth building, after April 1. Mr. Pick, 
for several years was located on the 15th 
floor of the same building. 

Robt B. Steele, of Steele & Gorn, New 
York city, is spending about a week in 
Chicago visiting the trade on his way east 
from the Pacific Coast where he spent several 
weeks calling on his many friends. 

George Edwards and Noble R. Fuller, of 
the Edwards, Ludwig & Fuller Jewelry Co., 
Kansas City, Mo., called on many of their 
Chicago friends last week while they spent 
a few days here on personal business. 

Mrs. Anna R. Baisden, of the Red Cross 
Jewelry & Drug Store, at Aitkin, Minn., 
spent a day at Chicago last week visiting 
the markets en route to Michigan where she 
expected to remain for about a week visiting 
with friends. 

L. M. Frank, Chinese representative for 
the Buffalo Jewelry Case Co., will remove 
his office this week from the 15th floor of the 
Heyworth building to suite 1311 of the same 
building, where he will occupy the same 
amount of space. 

E. S. Baker, representing J. R. Wood & 
Sons, and traveling out of their Chicago 
office, located in the Heyworth building, spent 
only a day in Chicago last week visiting at 
their office and replenishing his stock before 
leaving on a trip through Iowa and the 
' south. 

The Liberty Watch Case Co., of New 
York city, has discontinued its Chicago office 
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located in the Heyworth building. A. C. 
Spitzer, who had charge of this office and 
traveled out of it, will now travel direct 
from the home office at 251 W. 19th St., 
New York. 

Harold Charmack, Chicago representative 
for E. & J. Bass, Inc., of New York, leit 
Chicago on Sunday for a short business trip 
through the north. Upon his return to Chi- 
cago he will open his line at the Palmer 
House and spend several weeks here calling 
on the trade. 

Adolph Weiss, of Heinrick, Herrmann & 
Weiss, returned to his offices in the Hey- 
worth building, last Saturday, after being 
in New York for more than two months. 
He has been taking charge of their home 
office and factory, in the absence of Robt. 
Herrmann. Mr. Herrmann spent about six 
weeks in Europe looking over the foreign 
markets. 

D. H. Brookins, who recently left for Los 
Angeles, Cal., advised many of his friends 
here that he had arrived safely. Mr. 
Brookins, who is 81 years of age and who 
has been engaged in the watch repairing 
business for himself for more than 60 years, 
had offices in the Reliance building. He re- 
tired and went to Los Angeles, where he 
joined his two sisters whom he has not seen 
in many years. 

Miss Revelle Budwig, of Revelle, Inc., 
suite 810 Columbus Memorial building, re- 
turned recently from New York where she 
spent 10 days looking over the markets in 
search of novelties and gift wares. Miss 
Budwig, who has been associated in the 
jewelry business for the past five years, 
formerly with the LaPlata Pearl Co., and 
prior to that with J. M. Ritter, has entered 
into business for herself under the name of 
Revelle, Inc. Her display room is fitted 
very attractively in French style, with green 
lacquer tables, desk and chairs, and other 
equipment to display novelties. Several 
chairs are in wrought iron with needle point 
seats. A beautiful floral design rug sets off 
the scheme very nicely. The offices are 
separated from the display room and here is 
where pearls are restrung and bags repaired. 

N. M. Young, of the firm of Young, 
Rosenson Co., Inc., 205 W. Madison St., has 
retired from this business and his interests 
have been bought out by the corporation. 
There has been no change in the capital stock 
of the corporation which is now known as 
the J. Rosenson Co., Inc. The new corpora- 
tion is now being formed and the officers will 
be selected this week. J. Rosenson will head 
the corporation as president. N. M. Young, 


formerly of the Young, Rosenson Co., 
Inc., is now located in the American 
Bond & Mortgage building, 127 N. Dear- 


born St., and is dealing with real estate, 
mortgage loans and also in diamond jewelry. 
Mr. Young has sold his interest in the cor- 
poration and resigned as a member of the 
board of directors, as well as president. The 
name has been changed from the Young, 
Rosenson Co., Inc., to the J. Rosenson Co., 
with J. Rosenson as president of the corpora- 
tion. 

Miss Mildred Hodgen, of the office of the 
Juergens & Andersen Co., is now “Miss 
Golf.” In the Emerson House benefit con- 
test conducted by the International Golf 
Show and Country Club Sports exhibition 
held at the Sherman Hotel, March 21 to 26, 
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she was one of the two first prize winners, 
representing North Chicago. As a result of 
the votes awarded for the advance sale of 
tickets Miss Hodgen and the successful con- 
testant for South Chicago will leave here on 
April 26 for Washington, D. C., then to New 
York, from which port they sail on the 
President Wilson for Los Angeles and San 
Francisco through the Panama Canal, with 
a stop at Havana, Cuba. From California 
they return to Chicago by way of Grand 
Canyon. Miss Hodgen is very grateful to 
members of the jewelry trade who assisted 
her in winning this grand prize. 

Word was received at the office of the 
Kurzon-Saikin Co., wholesale jewelers at 335. 
W. Madison St., from Jaques Saikin, that 
he and his wife would sail today (Wednes- 
day, March 30) on the S. S. Homeric for 
New York city. They will remain in New 
York for about two weeks before returning 
to Chicago visiting at the home of Mr, 
Saikin’s parents and looking over the eastern 
markets. Mr. and Mrs. Saikin have spent 
about 10 weeks on a honeymoon trip taking 
the Mediterranean cruise on the S. S. Laplin 
and visiting the various countries in Europe. 
Mrs. Saikin is the former Miss Sylvia 
Abrams, daughter of Mr. and Mrs. Harry 
Abrams, of 1420 Farragut Ave., Chicago. 
They were married on Sunday, Jan. 9, at 
the Belmont Hotel, and left for their honey- 
moon on Jan. 14. Mr. Saikin is a member 
of the firm of Kurzon-Saikin Co. 

After the 23rd series of games were played 
by teams of the Chicago Jewelers’ Bowling 
League, last Friday evening the Wexler 
Bros. team is still far in the lead with 48 
games won and only 21 lost. The team 
representing the Norris, Alister-Ball-Bridges. 
Co. is second with 39 games won and 30 lost. 
Otto Young & Co.’s team is third with 35 
games won and 34 lost. The standings of the 
other teams are as follows: Goldsmith Bros, 
Smelting & Refining Co., 34 games won and 
35 lost; Bulova Watch Co., 33 won and 36 
lost; A. C. Becken & Co., 30 won and 39 
lost; American Optical Co., 29 games won 
and 41 lost; and W. R. Anderson Co., 28 
won and 41 lost. “Rudy” Krischke, on the 
Wexler team, has been in the lead for about 
seven years for having the highest individual 
average. T. Ross, playing on the A. C. 
Becken team, has been giving him some close 
competition for the past month. Last Friday 
he bowled a 268 game which brought his 
average to 189, beating Krischke’s average 
by 3. The teams in this league are scheduled 
to play five more series of games in April 
and at the end of that time prizes will be 
awarded the highest teams and individuals. 








Foreign Trade Notes 
Guaranty and assay charges on articles of 
platinum, gold and silver have been increased 
in Tunis by government decree, according 
to the Foreign Tariffs Division of the De- 
partment of Commerce. 
* * 


The governments of Great Britain, France, 
Belgium and Netherlands have agreed to 
adopt daylight saving time, effective during 
the night of May 14-15 and terminating Oct. 
1-2, the Department of Commerce was ad- 
vised today by Commercial Attaché J. F.- 
Van Wickel, at the Hague. 
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James O'Grady, of the Helbein-Stone 
Co. New York, recently called on Milwau- 
kee jobbers. 

The State St. jewelry store of L. Cohn 
at Racine, Wis., has been purchased by 
Hugo Hagen. 

Mr. and Mrs. Max Barkan, of the M. B. 
Barkan Co., are in Chicago attending the 
wedding of a near relative. 

A. O’Brien, formerly watchmaker with 
George Logemann & Son, has now joined 
the forces of the J. Saltzstein Jewelry Co. 

Fred J. Theleman, manufacturing jeweler 
here, recently went to Oshkosh to attend the 
initiation ceremonies of a class of 400 Eagles. 

A. W. Anderson, secretary of the Ameri- 
can National Retail Jewelers’ Association, 
visited Milwaukee recently to attend the 
Home Show. 

The Lockin-Billings Jewelry Co., at 234 
W. Water St., has announced that it is 
closing out. Fixtures in the store are being 
sold at greatly reduced prices. 

William Erb, well-known Milwaukee re- 
tail jeweler who formerly operated a shop 
at 1076 Eighth Ave., but who retired from 
business about two years ago, died March 18. 

The Bernard Jewelry Co., which is con- 
ducted by Ben Kidzie, has moved from its 
former location on Teutonia Ave. to the 
Plaza Theatre building, at 37th and North 
Ave. 

F. L. Wright and Leo Ritchie, of the 
Wright Jewelry Store, Racine, Wis., are 
planning a trip to Baruda, Texas, to visit 
some fruit lands in which they are inter- 
ested. 

Visitors at Milwaukee wholesale houses 
during the past week included: H. E. Pelzer 
and W. R. Amidon of Hartford, Wis.; Wil- 
liam Endlich, Kewaskum, and P. A. Haertl, 
Jr., Neenah. 

News has been received that Phil Rack, 
August Rack & Bros. Co., retail jeweler, 
who has been spending the Winter in Cali- 
fornia because of ill-health, is now on the 
road to complete recovery. 

Edward M. Wals,. Reliance Silver Co., 
was recently delighted by a letter he re- 
ceived from the Milwaukee treasury depart- 
ment. The letter notified him that a check 
was being held by the disbursing clerk for 
an amount over $1,000, on account of an 
over-payment or over-assessment of the tax. 
M. B. Sallan is the owner of a new 
Jewelry store which has been opened in Ra- 
cine at 306 6th St., under the name of Sal- 
lan’s. All nationally advertised merchandise 
will be sold at nationally advertised prices 
and on credit terms. No charge will be 
made for credit service and there will be no 
“red tape,” Mr. Sallan promises. 

J. J. Krieger, of the J. J. Krieger Ring 
Co., manufacturing jewelers, recently suf- 
fered a slight stroke but is reported to be 
recovering rapidly. The illness occurred at 
a Particularly unfortunate time. The J. J. 
Krieger Ring Co. is moving from the Empire 
building on E. Wisconsin Ave. to the En- 
terprise building on E. Sycamore St. They 
will be located on the third floor of the 
building. 

The Birchard block, at the southwest cor- 
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ner of Milwaukee St., and E. Wisconsin 
Ave., which at the present time houses the 
Alsted Kasten Co., retail jeweler, has been 
bought from the Birchard estate by Charles 
Blumberg and Charles Levy, owners of the 
Unity women’s ready-to-wear establishment. 
The property consists of a five-story brick 
building, 34 by 100 feet, and has an appraised 
value of $175,000. 


























Hovey H. Tislow, retail jeweler of Peters- 
burg., Ind., had as his guest a few days ago 
the Hon. Harry E. Rowbottom, of this city, 
Representative in Congress from the First 
Indiana District. Congressman Rowbottom 
has promised to place a fish hatchery at Pe- 
tersburg to please Mr. Tislow and other 
well-known fishermen of that town. 

Trade with the local retail jewelers, as 
well as the dealers in several other towns in 
southern Indiana, has been seriously affected 
during the past week or 10 days by the ex- 
cessive rainfall and floods. The Ohio river 
at this place went several feet above the 
danger line, but the city itself sits above 
high water mark and there was no damage 
in the city. 

Charles R. Kluger, one of the leading re- 
tail jewelers of Indianapolis, has written to 
some of his old friends at Huntingburg, Ind., 
where he formerly was located, that he has 
changed his location in Indianapolis, moving 
from his old place of business to 1064 Vir- 
ginia Ave. The new store is in a modern 
business block, where he will be able to 
make a more handsome display of his goods. 
For a number of years Mr. Kluger was lo- 
cated at Huntingburg and he has many 
friends in that place. 


The announcement of the engagement 


of Miss Lenora Bitterman, only daugh- 
ter of Mr. and Mrs. Jack Bitterman, 
of 1225 S. Ist St. here, to Robert 


Wollenberger, of Chicago, will be of interest 
to the many friends of the bride-elect. Miss 
Bitterman attended the Ferry Hall Semi- 
nary at Lake Forest, IIll., after her gradua- 
tion from the Central high school here. 
Later she attended the Northwestern Uni- 
versity and for the past year she has been a 
student at the Chicago Art Institute. Her 
father, Jack Bitterman, is a member of the 
well-known jewelry firm of Bitterman Bros., 
204 Main St. 

Retail jewelers and other business men 
express the fear that business in many lines 
may slump in many of the mining towns in 
southern Indiana, southern Illinois and west- 
ern and northern Kentucky after the first of 
April, when many of the large coal mines in 
the tri-State territory may be closed down 
because of a threatened strike. At this time 
a strike seems inevitable. While the union 
mines are expected to close down, it is ex- 
pected the large non-union mines will be op- 
erated on normal time. Many of the large 
manufacturing plants here, as well as most 
of the railroads, have been storing large 
quantities of coal for the past several weeks. 

The State of Kentucky has limited mussel 
fishing in the Ohio river in order to keep 
mussels from becoming extinct. This means 
that about 75 per cent. of the people living 
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along Pigeon creek, in the western part of 
the city, who live in boats along the creek, 
near the mouth of the Ohio river, must seek 
other means of making a living other than 
digging mussel shells. For 30 years or more 
fishermen have been digging mussel shells 
from the beds of the Ohio river by the tons. 
The supply in both Ohio and Wabash rivers 
was so plentiful that a pearl button factory 
was established at Grayville, Ill, on the 
Wabash river several years ago and it is 
one of the chief manufacturing plants in that 
town. The shells sold for as high as $20 a 
ton, and with the occasional finding of a 
pearl in the mussels, fishing has been profit- 
able’ to many people living along the western 
rivers. Kentucky, under recent decisions of 
the Supreme Court of the United States, has 
control of the Ohio river. Mussell shell 
operations are expected to continue unabated 
this season along the Wabash and White 
rivers. There are several pearl button fac- 
tories located at Shoals, Ind., on White river. 
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Recent visitors to Portland included: F. 
M. French, of Albany, and Albert Mealey, 
of Milton, both retail jewelers. 

Aronson’s, 340 Washington St., donated 
the first prize, a silver cup, for a contest 
put on between 14 triangles of Girl Re- 
serves competing in a song contest here. 

The Clarke Jewelry & Optical Co. was 
opened the first of the year at 304 Municipal 
Terminal building, on the ground floor of 
the Salmon St. side of the building. The 
owners are two brothers, F. W. Clarke and 
G. A. Clarke, both registered optometrists. 
Dr. G. A. Clarke was formerly owner of 
the Clarke Jewelry & Optical Co., of Van- 
couver, Wash. Before that he was located 
in Camas, Wash. Dr. F. W. Clarke was 
formerly a member of the firm of Clarke 
& Stram, Portland. 

Ross & Greene, formerly at 115 Park St., 
are now situated in an upstairs shop, located 
at 362 Alder Shoppes building, corner of 
Alder and Park Sts. Here they are con- 
ducting the manufacture of jewelry, with a 
separate retail shop, which carries a com- 
plete general jewelry stock. They also carry 
a full line of very fine leather goods in such 
small articles as billfolds, purses, key holders, 
etc. They do an excellent business in special 
order work. The shop is in a strategic posi- 
tion, being on the same floor with a very 
popular tea room, frequented largely by 
women. 

Another gesture in the long court fight to 
aid Frederick L. Miller, Portland jeweler, 
to evade spending 15 months in prison for 
manslaughter, has been made by his attorney, 
Tom Mannix, asking the State Supreme 
Court to entertain a motion for a new trial 
in Circuit Court on the grounds that one 
of the jurors at the trial had talked with a 
State’s witness during the progress of the 
case. Recently the United States Supreme 
Court upheld Miller’s sentence, and Miller at 
that time expressed himself as through, and 
ready to serve his sentence as soon as the 
requisite papers arrived. No action on the 
present move will be taken by the State 
Court, it is announced, until the Mandate of 
the United States Supreme Court is received. 











Frank E. Neipp, Detroit manager for the 
Scribner & Loehr Co., was in Cleveland last 
week placing substantial orders for merchan- 
dise. He reports the outlook for business 
very encouraging. 

Out-of-town jewelers who were trade 
visitors to Cleveland last week included: 
L. W. Wyckoff, Chagrin Falls; Harry S. 
Burr, Elyria; A. R. Kimpton, Oberlin, and 
C. F. Motz, Wadsworth. 

The Heuter Jewelry Co., 5372 St. Clair 
Ave., is holding an administrator’s sale for 
the purpose of reducing the stock. Mr. Heu- 
ter, widely known retailer, died about a 
month ago from heart disease. 

The Wagner, Gilger, Cohn Co., wholesale 
jewelers on the fourth floor of the Hippo- 
drome building, has increased its capitaliza- 
tion from $50,000 to $100,000. The Secre- 
tary of State issued the necessary permission 
on March 17. 

The Sigler Bros. Co. closed its auction 
sale on Saturday, March 26. It was in op- 
eration for 60 days and was very successful. 
J. A. Conn was the auctioneer, assisted by 
B. Glickmen. Workmen are now busy at 
work remodeling the store. 

Nathan Weinzimmer, alleged chauffeur 
for the “Candy Kid” Whittemore gang of 
New York jewel robbers, who is under ar- 
rest here and for whom papers were signed 
by Governor Donahey at Columbus so that 
he could be extradited to New York, is 
making a determined fight to avoid extradi- 
tion and his attorney has carried the case to 
the Court of Appeals and has asked for a 
rehearing on the writ of habeas corpus. 

Cleveland jobbers have been supplied with 
a very neat showcard in several colors for 
use in their stores and which announces the 
Wednesday meetings of the 24-Karat Club 
and invites all connected with the industry 
to the meetings. At the meeting March 23, 
there was a very representative attendance 
of the trade, which included members of both 
downtown and suburban retail jewelers, job- 
bers, manufacturers and representatives of 
eastern manufacturers. Problems of the 
business, not only from a local standpoint but 
also a national one, are discussed at the 
meetings. President H. B. McCague hopes 
to have the exhibit of facsimilies of famous 
diamonds ready within a short time. They 
are to be shown in the main office of the 
Cleveland Trust Co. and its 50 odd branches 
throughout the city. The big meeting of the 
year of the club is scheduled to take place 
May 6 and will be the annual banquet. 

Block Bros. were victims of a daring win- 
dow smasher Saturday evening. He drove 
up in a blue sedan, jumped out and threw a 
brick through the window, grabbed a tray 
of rings and a diamond watch, got back into 
his car and escaped. The store is situated 
on Euclid Ave. at E. 4th St. and there is 
always a large crowd passing, but the rob- 
ber evidently had the job well planned in 
advance. The traffic light was against the 
string of machines on Euclid Ave., which 
his machine headed, and E. 4th St. does not 
continue on the north side of Euclid Ave., so 
that he had no interference there and was 
enabled to make a clear getaway. Marvin 
Pearlman, a clerk, was standing near the 
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door waiting on trade when the crash oc- 
curred and rushed out. A customer who 
ran out with him ‘managed to secure the 
license number of the car, which was found 
later by police with the empty tray in the 
back seat. A platinum mounting was recov- 
ered from the broken glass in front of the 
store, but two stones had disappeared. The 
rings in the tray were all very valuable and 
ranged up to two and a half carats. A man 
who tipped police off that the robber’s car 
had gone to the Public Square and then west 
on Superior Ave. was arrested by them as 
being implicated as an “outside” man on the 
job, as the car turned into E, 2nd St., which 
is only an alley, and disappeared in traffic 
on Prospect Ave. 
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John Bridges, Marine City, was in De- 
troit last week, calling on the wholesale 
trade and buying new merchandise. 

The Kahn jewelry and music store has re- 
cently been incorporated at Bay City, Mich. 
It has a capital stock of $50,000. 


‘A. B. Milkins, Wyandotte, was a caller 
on the wholesalers last week, buying new 
merchandise for his “pring business. 


W. G. Hamberg, Wright Kay Co., retail 
jeweler, has returned from a European trip 
and again is settling down into his old duties. 


Harold Hackett, Schaefer Jewelry Co., 
Pontiac, was in Detroit recently, calling on 
the wholesale trade and investigating the 
new Spring lines. 

Frank E. Neipp, manager of the Detroit 
branch of the Scribner & Loehr Co., has 
returned from a short trip to the main estab- 
lishment at Cleveland. 

Reid Berkey, of the Charles F. Berkey 
Co., has returned from an extensive trip 
through the southwest, and is back at his 
duties again in Detroit. 

M. J. Laggasse, Port Huron, was in De- 
troit recently, buying new merchandise for 
the Spring trade. He is looking forward to 
a good run of business. 

F. B. Gleichmann, Metropolitan building, 
returned last week from a trip to New York 
city, where he made extensive purchases in 
the interest of a clock department he is just 
now opening. 

S. Swaab and his son, Irwin, have en- 
gaged in business at 1008 Metropolitan build- 
ing as importers of diamonds and watches. 
They are occupying quarters jointly with 
H. Spira & Son, who also are diamond deal- 
ers. 

H. T. Monroe, of the Monroe-Wallace 
Mfg. Co., bas returned from an extended 
trip through southern California. N. A. 
Cowan, of the same organization, also paid 
a brief visit to the home establishment, after 
a trip through the southeast. 

The bowling team of the E. H. Pudrith 
Co., wholesaler, defeated a team from the 
Max Mertens retail store on Charlevoix 
Ave. on a recent evening. The score was 
2,552 to 2,529. A return game will be played 
on the evening of March 30. 

The E. H. Pudrith Co., Detroit, one of 
the oldest wholesale jewelry establishments 
in the State, has recently increased its capi- 
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tal stock from $100,000 to $200,000. It . 
understood the increase will be used in Carry. 
ing out an expansion program. 

Harry Himelhoch, formerly with the H 
Himelhoch Co., in the Metropolitan build. 
ing, has returned from a Winter’s recreg. 
tion in southern California. He is Planning, 
it is stated, to engage shortly in another 
line of the jewelry business. Previously 
he handled supplies. 

Eugene Grill, of the W. F. Broer Co., is 
again calling on the city trade, after recoy. 
ering from an illness. Jack Williams, To. 
ledo, vice-president of the Broer concern, 
paid a visit to the Detroit branch recently, 
W. F. Broer, of the same concern, Toledo 
paid a short visit to the organization’s De. 
troit branch last week. 

Retail jewelers at Pontiac, Mich., recently 
held their dollar-day sale, a custom that has 
been followed with the advent of Spring for 
the last seven years. Just previous to it the 
wholesalers of Detroit were pretty well 
cleaned up with merchandise that could be 
handled on such an occasion. From a sales 
standpoint it was pronounced eminently suc- 
cessful, 

Liquor is not the only thing being smug- 
gled across the river between Detroit and 
Windsor, Ont., these days, it is claimed. It 
is now stated that diamonds in considerable 
quantities are coming across the border in 
company with hard liquor, beer and aliens, 
These three contrabands are keeping the 
United States officials busy. Various meth- 
ods are said to be employed by the diamond 
smugglers the same as they are with the 
smugglers of liquor and aliens. But of late, 
with increased efforts on the part of the 
river patrols, the smuggling of all three of 
the above-mentioned commodities is under 
better control than for a long time. 

More than 600 retail jewelers representing 
credit concerns from all over the United 
States are expected to attend the convention 
at the Book-Cadillac Hotel, beginning April 
11 and continuing until April 13. Headquar- 
ters have been opened on the seventh floor 
of the Metropolitan building. The object of 
this convention is to form a permanent or- 
ganization of what is known as the Mutual 
Association of Credit Jewelers, a national 
co-operative organization. The sessions will 
be opened on the first day by Morris Fried- 
berg, Detroit, one of the large and successful 
credit jewelers in the country. Thereafter, 
it is stated, the time will be devoted to dis- 
cussing problems of the credit jeweler and 
formulating policies that will aid in pro- 
moting his business. This is purely a busi- 
ness gathering and so far as plans are now, 
will be strictly devoted to such matters. 
Morris Geller, of Detroit, and Jacob Segal, 
of the Jacob Segal Co., diamond importers, 
are actively engaged in making arrange- 
ments. 








In a recent daylight jewelry theft, two 
trays of diamonds, valued at between $2,500 
and $5,000, were taken from the Taylor 
jewelry store at Williamson, W. Va. Com- 
plete mystery surrounds the disappearance of 
the diamonds and no clew has been discov- 
ered to lead to the identity of the thief. 
The jewels were not missed at the store 
until the manager and some of his workmen 
started to check up the goods prior to clos- 
ing the store for the day. 








build. 
ecreg- 
nning, 
nother 
iously 


°0., is 
"ecoy- 
, To- 
Icern, 
ently, 
dledo, 
De- 


ently 
t has 
y for 
t the 
well 


sales 
suc- 


ion 
ril 


— —-— se FF "5S fe GD 








March 30, 1927 





= 


A. S. Workum, of the Workum diamond- 
cutting company, is on a trip through Ken- 
Pace E. Gerwe, president of Frohman & 
Co. returned Friday from a long trip 
through the southwest. 

J. D. Jacobs, of D. Jacobs Sons’ Co., made 
a trip through southern Indiana last week, 
it being his first trip in a long while. His 
travels were somewhat curtailed by the 
swollen conditions of several streams, which 
made some roads almost impassable. 

Arno Dorst, president of the Dorst com- 
pany, Walsh building, returned to Cincin- 
nati, Monday, in order to reach his desk 
early in the morning. He thoroughly en- 
joyed a six weeks’ jaunt to the West Indies, 
accompanied by his mother, and looks the 
picture of health. . 

E. M. Valentine, of Fox & Son, Schmidt 
huilding, returned from a trip to Florida and 
is going home to Atlantic City for a rest. 
Mr. Valentine reported that Mrs. Valentine 
had fully recovered her sight in the opera- 
tion that was performed in Vienna, Austria, 
several months ago. 

The skill shown by Carl Ackerman, who 
pitched for the Spencer jewelry team on the 
sand lots of Cincinnati last year, attracted 
the attention of scouts and he was signed up 
by Ft. Worth, of the Texas League, Tues- 
day. Mr. Ackerman had signed up with a 
local semi-pro team for the approaching sea- 
son but was released in order to go into 
baseball professionally. 

A committee, made up of Edgar Noter- 
man, of Joseph Noterman & Co.; Ed H. 
Croninger, and several others, met Wednes- 
day to develop all plans for the pilgrimage 
that Covington Commandery, Knights Tem- 
plar, will make to the annual Kentucky con- 
clave at Pineville, May 17 to 19. Mr. No- 
terman, who was elected Eminent Com- 
mander of the Commandery last week, has 
been chairman of the pilgrimage committee 
for several years. 

A dance and general celebration was held 
at the Loring Andrews jewelry establish- 
ment on E. 4th St., Monday night, in order 
to give a rousing send-off to A. F. Chap- 
man, general manager of the concern. Mr. 
Chapman left on Tuesday morning for New 
York, from whence he will sail for Europe 
to spend several months there, as he wil! 
visit practically every country on the eastern 
hemisphere. The party was given by em- 
ployes of the company, who prepared and 
served the farewell dinner. A dance fol- 
lowed the dinner. 

The Cincinnati Wholesale Jewelers’ and 


Manufacturers’ Association voted to remain. 


with the Chamber of Commerce at its 
monthly meeting at the Hotel Gibson, Tues- 
day night. The favorable vote was taken 
in spite of a recommendation that had been 
made by a committee selected by President 
William W. Oskamp, several months ago, 
to investigate the possibility of resigning as 
a body from the organization. The commit- 
tee thought best to withdraw and conduct 
the jewelers’ association as a separate unit, 
but when a vote was taken Tuesday night, 
a majority of the 45 members present voted 
to remain. Harvey Phillips, of the Richter 
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& Phillips Co., recently was elected a di- 
rector of the Chamber of Commerce and 
some members felt that inasmuch as they 
had representation on the board of directors 
it would be best to remain. Mr. Phillips 
was named as a committee of one to con- 
sult with officials and interpret the by-laws, 
because one or two jewelers resigned as in- 
dividual members of the Chamber when the 
committee recommended that the association 
should withdraw. 








Minneapolis and St. Paul 





Roy Beard of St. Paul on March 22 com- 
pleted the work of assisting Mrs. Bud Hall, 
Stillwater, Minn., in taking an inventory of 
the stock in her retail jewelry store. Mr. 
Hall died several months ago. 

Jack Ruvelson, representing the wholesale 
jewelry firm of Phil G. Ruvelson, specializ- 
ing in diamonds and mountings, 606 Ryan 
building, St. Paul, returned March 20 from 
a North Dakota trip. He was gone about 
a week. 

William Ferguson, factory representative 
of Oneida Community, Ltd., Oneida, N. Y., 
was in St. Paul on March 23, calling at the 
northwestern office of the company, Ryan 
building. He expected to go to Chicago 
from St. Paul. 

William J. McKay, of J. B. Hudson & 
Son, retail jewelers, 33 S. 7th St., Minne- 
apolis, and Mrs. McKay expect to leave the 
first of May on a motor trip to New York 
State, spending about a month with relatives 
at Richmond Hill, Long Island. 

Merle, son of H. W. Peterson, retail 
jeweler, Selby Ave., St. Paul, left March 21 
for Cincinnati, O., where he has accepted a 
position with the Gruen watch organization. 
Merle is well known to Twin City jewelers 
and is regarded as an expert in his line. 

P. W. Gradwohl, secretary of the Gittel- 
son Jewelry Co., 612 Nicollet Ave., Minne- 
apolis, is making plans to attend the conven- 
tion of the Mutual Association of Credit 
Jewelers, to be held in Detroit, April 11, 12 
and 13. Mr. Gradwohl expects to then pro- 
ceed to New York on a business trip of 
about a week. 

E. A. Erken, retail jeweler, Aberdeen, 
S. Dak., has moved into his new store in 
the Capitol Theater building. This is a new 
building and provides Mr. Erken with up- 
to-date quarters. He has been associated in 
the jewelry business for a number of years 
in Aberdeen and is one of the pioneer jewel- 
ers in that section of the State. 

Herbert W. Gaus, of the wholesale jewelry 
firm of Louis C. Gaus & Co., 100 N. 7th St., 
Minneapolis, returned last week from a trip 
through territory west of Minneapolis. He 
was away about a month. “Conditions look 
much better this year than last year,” he said 
upon his return. “They had some snow in 
South Dakota, and the merchants are all 
hopeful for a big crop this year.” 

Phil G. Ruvelson, of the wholesale jewelry 
firm bearing his name, 606 Ryan building, 
St. Paul, was booked to sail from. Paris, 
Saturday, March 26, on the Berengaria, ar- 
riving in New York the following Friday, 
after a buying trip and a visit to the princi- 
pal diamond centers of Europe. He expects 
to be en route to St. Paul about three weeks, 
stopping in Cleveland, Detroit and Chicago. 


95 


Louis Rosenzweig, of the Gittelson Jewel- 
ry Co. 612 Nicollet Ave., Minneapolis, ex- 
pects to sail for Europe about April 1 on 
the Majestic. He intends to be principally 
in Amsterdam and in France on business for 
the firm, doing some buying in fancy jewel- 
ry, novelty and pearl lines. The Gittelson 
Jewelry Co. has stores in Minneapolis, St. 
Paul, Kansas City and St. Louis. The 
Minneapolis store is a new one, which the 
firm has occupied only a few months 

Aaron M. Ruvelson, of the firm of Phil 
G. Ruvelson, wholesaler -of diamonds and 
mountings, 606 Ryan building, St. Paul, re- 
turned March 23 from a trip to New York. 
He accompanied his brother, Phil, on the 
trip east, and the latter continued on to Eu- 
rope. Aaron stayed in New York three 
weeks, acquainting himself with present 
trends in the jewelry trade and visiting lead- 
ing wholesale houses. He expects to make a 
short eastern trip, and then to leave about 
April 15 on a trip to the Pacific Coast re- 
quiring about three months. 

Sexton C. Anderson, retail jeweler who 
maintains two stores in Minneapolis, is ex- 
pecting to carry out extensive remodeling 
operations on the one at 735 E. Lake St. It 
is about a block from the site announced 
March 25 as the future home of the $3,500,- 
000 northwestern distributing branch of 
Sears, Roebuck & Co. Clearing of the 
ground for the new mail-order building is 
to begin at once, and Mr. Anderson expects 
to enlarge his jewelry store within a year in 
anticipation of an increased business. Mr. 
Anderson’s second store is at 504 Hennepin 
Ave. 

A. A. Schaeppi, for many years with the 
wholesale jewelry firm of S. H. Clausin & 
Co., 17 S. 6th St. Minneapolis, and until 
about a month ago a member of the firm of 
the Esslinger & Schaeppi Co., dealers in 
jewelers’ supplies at wholesale, has been ap- 
pointed by S. H. Clausin & Co. as their 
representative in St. Paul and the northwest 
in the interest of the firm’s material depart- 
ment, to take effect April 1. Mr. Schaeppi 
was with S. H. Clausin & Co. up until the 
time the partnership of the Esslinger & 
Schaeppi Co. was formed, amounting in all 
to about 25 vears. 

Joseph A. Lohmer, retail jeweler, 1319 
4th St., S. E., Minneapolis, started March 21 
to serve on the petit jury. During the first 
week of this service the business was easily 
cared for by Eugene Borgstrom, watch- 
maker, because it was not exceptionally 
large. However, Mr. Lohmer’s store is sit- 
uated near the University. of Minnesota 
campus, and with the end of the vacation 
period, the Spring quarter opened March 28, 
putting life again into the business in that 
section of town. Mr. Lohmer’s jury service 
was scheduled to extend two weeks. Mr. 
Borgstrom graduated from high school in 
January of this year, and the same month 
he started as the full-time watchmaker for 
Mr. Lohmer, having assisted the latter on’a 
part-time basis during the past two and a 
half years. This is about the length of time 
that Mr. Lohmer has conducted a retail 
jewelry business at 1319 4th St, S. E. It 
was with Mr. Lohmer that Mr. Borgstrom 
started to learn the watchmaking trade. 








John H. Willis has moved from Norris 
City, Ill, to Carmi. 














Out-of-town jewelers visiting the trade 
include Ernest Mueller, Eureka; Earl Both- 
well, San Jose, and Tom White, Vallejo. 

Ira W. Smith, manufacturers’ represen- 
tative of Los Angeles, has sent word that 
he will visit the San Francisco trade about 
April 1. 

Ernest Spitzer, wedding rings, diamonds, 
etc., now has the rooms at 717 Market St., 
from whence George Zwillinger recently 
moved to the floor below. 

After spending six weeks in the Hawaiian 
Islands, Morris C. Mayer of Mayer & 
Weinshenk is back at headquarters of the 
firm, 704 Market St. Mr. Mayer found 
things showing signs of improvement in the 
Islands. 

Owing to a severe cold, contracted in 
New York, William Fulton, manufacturers’ 
representative, has returned from his east- 
ern trip earlier than he expected. He is 
now better and it is hoped will soon be 
entirely well. 

After spending some time in this city, G. 
D. Munson, first vice-president of the Inter- 
national Silver Co. has resumed his Coast 
trip, leaving for the northwest with Mrs. 
Munson. Edward V. Saunders, Coast man- 
ager for the International Silver Co. has 
gone north with Mr. Munson. 

Arthur W. Bennett, manufacturers’ rep- 
resentative, Bankers’ Investment building, 
left toward the close of March for his 
Spring trip, visiting Eugene, Salem and 
other points in Oregon, en route to Seattle 
and then Spokane, Salt Lake and El Paso. 
He plans to be away some six weeks. 

Since his return from Europe, Frank L. 
Jeddis of the Alphonse Jeddis Co. has been 
busy assorting his purchases in the dia- 
mond markets and expects to start making 
some short trips in the near future. J. G. 
Rogers, traveler for the Alphonse Jeddis 
Co., is still in the south where he reports 
a very fair business. 

Kielty & Beard, wholesale jewelers who 
have been in the Howard building since 
their firm was started, are moving early in 
April to the third floor of the Jewelers’ 
building where they have signed a lease for 
10 years. J. T. Kielty stated that they are 
moving to take care of their increased busi- 
ness. Stanley J. Beard of this firm is cov- 
ering Oregon and Washington, on a Spring 
trip. 

A finger a day, released from bandages, 
is what Leon Aurich of Nordman & Aurich 
is hoping will happen shortly. Both hands 
have been heavily bandaged as the result 
of throwing a bit of waste rag in the stove. 
Working with gasoline recently on his auto- 
mobile, Mr. Aurich refrained from smok- 
ing because his gloves were gas-soaked. The 
work finished, he dropped the gas-soaked 
rag in the stove. The left hand flared into 
flame and Aurich tore off the glove, but 
the flame leaped to the right hand which 
was badly burned, the glove being reduced 
to a crisp. 

The Southern California Jewelers Golf 
Association held a meeting in the Title 
Guarantee building some time ago and 
elected the following officers for the ensuing 
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year: Frank Davidson, president; James D. 
Bridges, first vice-president; George Ger- 
main, second vice-president; Wm. E. 
Phillips, treasurer; Guy Gullanderbaugh, 
secretary. The officers serving as directors 
with the following: G. D. Davidson, James 
A. Apfell, J. Herbert Hall, Perrin Clark. 
A vote of thanks was given the retiring 
officers, the matter of the Spring tournament 
was discussed, and several committees ap- 
pointed to further the interests of the asso- 
ciation. It was definitely arranged that the 
gold tournament would be held on Tuesday, 
March 22nd, in the Hollywood Country Club 
with a banquet in the evening. 

An interesting motor trip has just been 
completed by A. W. Huggins, president of 
A. I. Hall & Son, who was accompanied by 
Mrs. Huggins. Mr. Huggins visited dealers 
in Williams, Flagstaff, Prescott, Tucson, 
Globe and Yuma, Ariz. Hail and snow were 
experienced at Flagstaff and at Wickenburg 
the travelers were stalled by rain and a 
bridge wash-out. Dealers in Arizona were 
found to be optimistic because copper min- 
ing seems to have taken a new lease of life, 
and new finds of gold ore are reported. They 
visited Imperial Valley for the first time and 
were amazed at the growth and progress 
of that region, with cement highways 
throughout. The Barbara Worth Hotel at 
El] Centro is one of the finest in the coun- 
try. Mr. Huggins said the climate of Ari- 
zona and Imperial Valley is delightful at 
this time, but the same cannot be said in 
Summertime. The journey covered 2,700 
miles. 








Pacific Coast Notes 





George A. Butt has leased part of the 
building at 635 Main St., Martinez, Cal., 
and is remodelling it, preparatory to open- 
ing a jewelry store. 

J. B. Running, known in Mt. Vernon, 
Wash., as “Jake the Jeweler,” has moved 
his jewelry store from its corner location 
to the Williams and Singer Music store 


on Ist St. In addition to being a watch 
repairer, Running also repairs band 
instruments. 


W. W. Daly, Avalon, Catalina Island, is 
opening a new jewelry store in the Ca- 
brillo building, Laguna Beach. Mrs. Daly, 
his mother, owns and operates a_success- 
ful jewelry store in Avalon. The plan is 
to make the new Laguna shop as attractive 
and distinctive as Mrs. Daly’s well-known 
store in Catalina. 

Pat McAuliffe, formerly a jewelry sales- 
man in London, England, and now a gold- 
seeker in Nevada, lost out recently be- 
cause the automobile that had carried him 
on eight stampedes, broke down when Pat 
was rushing to Weepah, Nev., to stake 
himself in on the new and supposedly very 
rich diggings. He got there three hours 
after the last claim had been staked. 

George Peterson who was in the jewelry 
and watch repairing business in Redwood 
City for over 12 years had sold his business 
to Reinhard & Co. of San Francisco. Red- 
wood City is in the Peninsula section, south 
of San Francisco, and is a favorite residence 
district. The head of the new firm is Simp- 
son Reinhard, popularly known as “Sid” 
Reinhard. In addition to carrying a full 
line of jewelry and silverware, Mr. Rein- 
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hard has announced that he will shortly 
install a plating works.to take care of the 
needs of Redwood and vicinity. 











The Frank Jewelry Co. is the name of a 
new jewelry store recently opened on the 
South, Side in Omaha. 


C. C. Herbert has succeeded Fick & 
Herbert in the jewelry business in the 
Peters Trust building. 

Terry Sullivan, Shenandoah, Ia. will 
soon move into a new location in Shenan- 
doah, a much better location. 

T. L. Combs, of Omaha, spent the week 
in the east attending a DeMolay convention 
and visiting some jewelry manufacturing 
centers. 

J. V. Barborka, Denison, Ia., recently 
gave one of his celebrated harp solos over 
the radio broadcasting station from 
Shenandoah, Ia. 

Gene Whitehead, formerly with the Eisen- 
stadt Mfg. Co., St. Louis, has joined the 
sales force of the Byrne-Duff Jewelry Co. 
Omaha, and will travel in Nebraska ter- 


ritory. 
Among the out-of-town jewelers in 
Omaha last week were Fred Gerhardt, 


Neola, Ia.; Miss Helen Froemmel, of the 
frm of Carl Froemmel, Columbus, Nebr.; 
Harle Williams, Tabor, Ia.; George Kohles, 
Earling, Ta.; Carl Jensen, Elkhorn, Nebr.; 
Mrs. G. L. Jensen, Harlan, I[a.; Terry 
Sullivan, Shenandoah, Ia. 

O. C. Homan, manager of the C. B. 
Brown Jewelry Co., Omaha, is the new 
president of the Omaha & Council Bluffs 
Jewelers’ Guild. He was elected at the 
recent annual meeting. George Gerner, of 
Council Bluffs, is vice-president. Joe 
Anderson, of Anderson & Berquist, Omaha, 
is secretary-treasurer. A. H. Nabstedt and 
J. P. Byrne were made directors. T. L. 
Combs is chairman of the advertising com- 
mittee, with Albert Edholm and C. E. Reese 
the other members of the committee. J. P. 
Byrne, of Byrne-Duff Jewelry Co. is 
chairman of the entertainment committee, 
with the other members C. E. Reese, 
Rudolph Hendrickson, W. J. MacDonald, 
and George Taylor. The tentative plan of 
the Guild is to continue the collective adver- 
tising campaign throughout the Spring until 
June. Complete plans are not yet worked 
out. 
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Two young men attempted to sell a $90 
gold watch to a Curtis St. jeweler for $20. 
The jeweler called the police and it proved 
to be part of the stolen goods from 4 
Capitol Hill home. 

Local detectives have arrested two men 
whom they believe to be connected with the 
hold-up and robbery of $60,000 worth of 
diamonds from Harry Cohn, New York 
salesman, while on a business trip to a local 
jewelry concern on Jan. 25. 
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Robert Tyler, son of P. H. Tyler, presi- 
dent of the Tyler Jewelry Co. of Ensley, 
Birmingham suburb, is recovering from a 
serious attack of pneumonia. 

Harry Herzfeld, Alexander City, will pre- 
sent a handsome silver loving cup to the high 
school which broadcasts the best program 
from Radio Station WAPI, at Auburn, dur- 
ing the current season. 

Brackins’ have been conducting a most 
successful “Trade-In” sale during the past 
week. During this sale old watches and old 
diamonds have been taken as the first pay- 
ment on new watches and new diamonds. A 
liberal value is allowed on the old watches 
and old diamonds thus traded in. 

The Ensley Merchants and Associated 
Business Men, which is composed of the re- 
tail jewelers and other merchants of Ensley, 
Birmingham suburb, are making arrange- 
ments to establish lines of motor buses to 
a number of the mining settlements near 
Ensley to get the people to trade with them. 
Only a small transportation fee will be 
charged. 

The J. L. Schaeffer Jewelry Co., Mont- 
gomery, was appointed official time-keeper 
for Billy Buzzard on a continuous automo- 
bile drive of 100 hours in which he visited 
practically every town within a 50-mile radius 
of Montgomery. During the long drive his 
hands were locked to the steering wheel of 
the automobile, and he never slept during the 
100 hours’ drive. 

Birmingham retail jewelers and jewelers 
generally throughout the State are preparing 
to make a fight against the passage of a 
proposed State luxury tax on many articles 
carried in a jewelry store. A bill to this 
effect has been prepared and will likely be 
presented to the State legislature when that 
body meets in June, after a recess of a num- 
ber of weeks. Various recess committees of 
the State legislature are working to raise 
an increased amount of revenue for the 
State. 








‘ Atlanta, Ga. 





Mr. Balinson, of the Maiden Lane Dia- 
mond Jewelry Co., New York, spent several 
davs in Atlanta during the week. 

‘J. O. Saul, president of the Diamond 
Jewelry Co., 3 Edgewood Ave., has been 
kept away from his store for several days 
on account of the serious illness of his 
father. 

J. L. Phillip, of the Durham Jewelry Co., 
14 Edgewood Ave., is putting the finishing 
touches on a beautiful new home in Ansley 
Park, one of the most fashionable residential 
sections of the city. 

Friends of Walter Pekor, of the Walter 
Pekor Jewelry Co., Columbus, Ga., will re- 
gret to learn that he is seriously ill at Base 


‘Hospital No. 48 in Atlanta, where he is be- 


ing treated for stomach trouble. 

A considerable increase in diamond sales 
has been noted by wholesale and _ retail 
jewelers here during the past two or three 
days. The business of selling diamonds for 


April brides and for high school and col- 
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lege graduates is opening up briskly, and in- 
dications are that this will be one of the best 
diamond seasons on record in Atlanta. 

F. S. Davison, Bulova Watch Co., New 
York city, was in Atlanta during the week 
calling on the local trade. He reports busi- 
ness conditions good in his territory and is 
looking for big orders during 1927. 

W. N. Greene, well-known retail jeweler 
of Mebang, N. C., has sold out his business, 
according to reports reaching here, and has 
accepted a position as watchmaker with the 
firm of Snider & Fletcher, Durham, N. C. 

C. E. Johnson, Ewing Bros., wholesale 
jewelers, has just returned from a two 
months’ business trip through Virginia and 
the Carolinas. He reports conditions as bet- 
ter than they have been in a number of years, 
particularly in the textile centers. 

The many friends of B. F. Roark, popular 
Charlotte, N. C., retail jeweler, will be glad 
to learn that he has almost completely re- 
covered from the serious nervous breakdown 
that he suffered some weeks ago and is now 
back at work in his store, where he is re- 
ceiving congratulations of many business 
friends. 











Salt Lake City 


Local jewelers are describing business as 
good. Things were quiet for several weeks 
following Christmas, but it is better now 
than it was a year ago. 

Harry Jollife, manager of the Primrose- 
Jollife Corp., wholesale jewelry findings, has 
returned from an eastern trip. 

Salt Lake City is crowded with visitors 
to the great Latter-day Saint or Mormon 
Church conference. They are here from all 
over the intermountain territory and from 
points as far distant as Canada and Mexico. 
The jewelers, among other merchants, are 
putting in special window attractions as 
many of the visitors will regard the event 
as a shopping festival as well as a religious 
feast. 

Local trade visitors of recent date include 
the following: Hal Caro, representing Ar- 
thur B. Morris; Lou Meyer, Wiener Bros. ; 
S. Shapiro, Louis Manheimer & Son Co.; 
Charlie Durang, S. Lazarus & Sons; Harry 
C. Cohen, Lorraine Watch Co., Inc.; Walter 
H. Levison, California Jewelry Co.; W. C. 
Baranger, Baranger Studios, Inc.; L. Ras- 
mussen, Stein & Elbogen Co.; Theo. L. 
Lyons, Globe Gem Co., Inc.; W. R. Sabin, 
Modern Watch Co.; Nat. A. Cohen, Good- 
man & Co.; Moe Diamond, Hoffman Bros., 
Inc.; L. Brandt, O. J. Somers Co.; Wm. H. 
Combes, representing Bernard West; L. A. 
Schultz, International Silver Co.; Charles 
Barnett, Lesser & Barnett; Lawrence C. 
May, Lawrence C. May & Bro., Inc.; Nor- 
bert Hofman, Eichberg & Co.; Lee Hirsch, 
Joseph L. Herzog & Co.; Martin Finberg, 
M. Schussler & Co. 











M. Levitz, senior member of the firm of 
M. Levitz & Co. Albany, N. Y., accom- 
panied by his son Charles D. Levitz and 
their wives, are sailing Saturday, April 2, 
on the Majestic for the European markets. 
After visiting Chaux de Fonds and Amster- 
dam, M. Levitz and his wife will visit 
Palestine, returning to this country some 
time in July. 





F. D. Kelsey, East Aurora jeweler, with 
his son, Frank Kelsey, Jr., left recently for 


Florida for a two months’ visit. 
expected back about May 1. 

Harry Gamler, lower Main St. jeweler, 
began last week a removal sale preparatory 
to moving from his present location to a 
much larger store at the corner of Main and 
Genesee Sts. on or about May 1. 

George Swett will exhibit a line of The 
Thomae Co., jewelers and silversmiths, At- 
tleboro, Mass., at the convention of the New 
York State Retail Jewelers’ Association on 
April 25, 26 and 27 in this city. 

Fred J. Dorn, Genesee St. jeweler, is a 
member of the committee in charge of ar- 
rangements for the 26th annual Easter Mon- 
day ball of Memorial Hospital, which will 
be held in the Hotel Lafayette on April 18. 

The following were among the out-of- 
town jewelers who visited the wholesale 
trade here last week: George W. Cook, 
Potsdam, N. Y.; F. A. Steuber, LeRoy; C. 
G. Bushnell, Gowanda, and George Engel, 
Springville. 

William Roth, 27 years old, of this city, 
who purchased a diamond ring and gold 
watch from Warner Lewin, instalment 
jeweler, 3 E. Eagle St., and disposed of the 
merchandise without paying for them, was 
put on probation by Judge Hartzell to pay 
a fine of $35 and to make restitution of $65, 
the balance due on the jewelry. 

Falk H. Carlin, well-known retail jeweler, 
who has conducted business for several years 
at 224 Allen St., is retiring on May 1, due 
to his wife’s ill-health, He will be suc- 
ceeded by William A. Nye, proprietor of a 
gift shop at St. Catharines, Ont. Mr. Car- 
lin will leave with his family for San Diego 
early in May, where he intends to establish 
a watch-repair business. 

S. Stanley Solomon, 21 Maiden Lane, New 
York, wholesaler of jewelers’ and watch- 
makers’ tools and supplies, has opened a Buf- 
falo branch at 930 Bramson building, under 
the management of Jack Vogel. Mr. Vogel, 
for the past five years, has been manager of 
the New York office, and has also repre- 
sented Mr. Solomon in the States of New 
York, Massachusetts and Connecticut. 
From the Buffalo office Mr. Vogel and his 
associates will call on the jewelers in this 
city and the surrounding territory. 


Charles T. Evans, as chairman of the 
jewelry and optical group in the annual Joint 
Charities campaign, to be held in Buffalo, 
May 2 to 10, inclusive, has completed the 
committee, which will have as its goal 
$5,100. The following are those who are 
identified with the jewelry trade: Ralph E. 
Smith, vice-chairman; Edward Leininger, J. 
Nelson Vander Voort, Rudolph J. Warner, 
M. H. Baldwin, R. M. Bartsch, Edgar N. 
Block, Harry B. Colgrove, John J. Diebold, 
Frank Ehrenfried, Gustave A. Frisch W. T. 
Henderson, Jay Hoover, George Haffa, Mor- 
ton Meyers, Bert Pensyres, Richard J. Pe- 
tersen, Jerome <A. Scherer, George. J. 
Schlehr, Charles F. Smith, Al C. Sigrist, 
Morris Turchin, William Wander, Andrew 
Weisbauer, Carl Walz, Alfred H. Dickinson 
and William G. Woodward. | 


They are 
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The Pairpoint Corporation 


Manufacturers 


of 


Silver Plated Ware, 
Metal Electrolters, 
Decorated Glass Shades, 
Cut and Engraved 
Crystal Glass, 

Fancy Colored 

Blown Glass 








Showing-a-New 
TABLE ENSEMBLE 
of Hand Wrought-Crystal 


The Pairpoint Corporation 


Factories: New Bedford, Mass. 


BRANCHES: 


NEW YORK MONTREAL SAN FRANCISCO 
4347 W. 23d St. Coristine Bldg. St. Nicholas St. Hammond Bldg., 278 Post St. 
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An Up-to-Date Gift Department 








O. C. Martinson, Moorhead, Minn., Selects His Stock Carefully 
and Displays It to the Best Advantage 








A MONG the retail jewelers throughout 
the country who have added gift depart- 
ments to their jewelry stores, is O. C. 
Martinson, Moorhead, Minn., who recently 
opened a new gift room, an illustration of 
which is shown herewith. 

Mr. Martinson has carried considerable 











ATTRACTIVE GIFT ROOM IN 


gift merchandise in his store for some time 
past, but was not satisfied with the way the 
stock was displayed and for that reason 
decided to add a gift room to his establish- 
ment. He was fortunate in having additional 
space in the store room next to his jewelry 
store that the new tenants did not have use 
for and decided to take advantage of this 
opportunity to utilize space for a gift de- 
partment. 

The room is about 20 feet square and the 
fixtures are unique, having been designed by 
Mr. Martinson himself. The cases are enam- 
eled in ivory color. On one side the backs are 





done in dark blue and on the other they are 
of ivory with a gray stripe around the edges 
for color effect. The lighting is very effec- 
tive, four Holoplane reflectors being used. 
This is the same type that is used in the 
jewelry store proper. 

The illustration shown herewith indicates 








STORE OF 0. C. MARTINSON 


the manner in which the stock of gift articles 
is displayed. A number of pieces of furni- 
ture are being used for display purposes 
which are found very effective. The gift 
room is located at the back of the jewelry 
store. 

As one enters the establishment there are 
two show windows, one on either side of 
the main entrance, and directly behind one 
of the windows is the watchmaker’s bench. 
The windows are five feet deep and the floor 
space for the jewelry store proper covers 
45 feet in its longest dimension. The gift 
room is connected with the jewelry store 


proper by a large 18-foot French arch which 
forms the entrance to the gift department. 
The location of the gift department at the 
back of the store gives an advantage by 
making it necessary for customers to pass 
through the jewelry store before reaching 
the gift department and this arrangement 
will undoubtedly mean that many who come 
for gift merchandise will also purchase from 
the regular stock of silverware, jewelry, 
clocks, watches and other staple merchandise 
shown in the store itself. It is the aim of 
Mr. Martinson to carry only the better lines 
of gift merchandise and not try to stock too 
varied av assortment. 





Offering Extra Discounts in the 
Gift Department 





SOMETIMES, but not always, it is a good 

plan for the gift department of the 
jewelry store to stage a sale which has re- 
duced prices as its chief attraction. And 
when this is done it is the best sort of busi- 
ness for the store to get as much of a 
novelty into the price reductions as possible 
and to try and arrange prices so that there 
will be an inducement for people to buy more 
than a single article at the sale. 

A splendid way of doing this is by offering 
extra discounts to customers who buy more 
than one article at a time—these discounts 
increasing with the additional number of 
articles purchased by the customers. 

Here is a scale of discounts that has been 
found very effective with some gift depart- 
ments in building business: 

Where two articles are purchased at a 
time an extra discount of two per cent. is 
given on the total amount of the purchase. 

Where three articles are purchased at a 
time an extra discount of three per cent. is 
given on the total purchase. 

When four articles are purchased the dis- 
count is raised to four per cent. 

And when five or more articles are pur- 
chased at a time an extra discount of five 
per cent. is given to the customers. 

This sort of an offer has the effect of 
making people feel like purchasing as many 
articles at a time as possible because, in this 
way, they will get such larger discounts. 

No doubt various other gift departments 
could use this plan with excellent re- 
sults. 
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Bringing the Eastern Market to Your Door 





SSULIATEL 
EZASTERN 
EXHIAITORS 





To have an EXHIBITION OF GIFT AND ART FURNISHINGS worthy of your 
confidence is the thought with which this organization of IMPORTERS AND MANU.- 


FACTURERS was formed. 


The existing sense of progress that prevails through every part of the GIFT AND ART 
FURNISHING trade, makes us use every facility we can command to bring to your 
city SIXTY OR MORE LINES OF MERCHANDISE from the leading houses of 


America that you may see the 


New Things First 





ee) es ee Statler Hotel............ April 11th to 16th 
KANSAS CITY, MO. ........ Baltimore Hotel......... April 18th to 23rd 
MINNEAPOLIS, MINN. ..... .Radisson Hotel ......... April 25th to 30th 
PHILADELPHIA, PA........ Benjamin Franklin Hotel.. May 16th to 21st 


GEORGE F. LITTLE, Manager, 225 Fifth Avenue, New York City 
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artistic arrangement of pottery is 


N 
A shown in the center of Group No. 782. 
For their charm they depend wholly upon 
their contour and finish and lovely lustre, 


handled cup are delightfully old fashioned. 
The three wall brackets shown represent a 
small bunch of flowers, either pansies, roses 
or orchids. These are done in natural colors. 

















GROUP NO. 782—CHARMING POTTERY FOR DISCRIMINATING BUYERS 


for they have no ornamentation of any kind. 
They are complimentary as flower recepta- 
cles or against a colorful background. On 
the other hand, the lamps in the same group 
are ablaze with color. The bases are pottery 
with vivid floral patterns and the shades in 
parchment with the same decorations. Such 
a lamp wili brighten the most drab sur- 
roundings and contrast beautifully with a 
room void of much color. It is just such 
combinations which transform the ordinary 
and unattractive room into a harbor of love- 
liness. 
x ok 

Pottery suggestive of both the old and the 
new is illustrated in Group No. 783. In 
shape and style it has the appearance of 
other days, but its quaintness is most ap- 
pealing. The background of the vases and 
receptacles is white with either combination 
of floral decorations, together with lined 
border at base and neck, or entirely of the 
lined pattern in brilliant color contrasts. 
The candlesticks and ship-decorated two- 


Table glassware, including all the neces- 
sary sized glasses for all occasions, is shown 
in Group No. 784. This is Swedish rock 
crystal and is both cut and engraved. The 
group to the right is exceptionally well 
balanced with good bases and stems and with 


finger cutting at the bottom. The pieces in 
the group to the right are long and slender 
in shape with little or no foot, the glass 
proper starting an upward curve from the 
base. The lower part of these glasses also 
have the deep finger cutting. 

* * * 

Bock-ends of dignified subjects of the 
more conventional type are shown in Group 
No. 785. They are all of solid bronze in the 
usual variety of finishes. The fine relief 
work on the bust pictures at the ends is 
quite evident. These are always popular 
figures in the literary world. The ship is 
well balanced and the animal group an in- 
teresting subject. 

* * * 

Waste baskets of dainty design are illus- 
trated in Group No. 786. They are of metal 
and papier mache, with either painted de- 
signs or silk coverings daintily bound with 
gilt braid. In the center attractive group is 
an array of small boxes for matches and 
cigarettes. These have decorated tops. 
There is a corner in most every room to fit 
such a basket, and when they are attractive 
they add rather than detract from appear- 
ances. They are also a means of keeping a 
room orderly and tidy. 

* * * 


artistic worth are shown 

The ash tray is not only 
ashes but is likewise a 
charming bit of statuary. The graceful pose 
of the lithesome figure, with outstretched 
arms holding the bowl, presents a charming 
picture. The bowl comes in different colors 
and is removable. The bronze figure may 
be had in three different finishes. The con- 
sole set is either in all black or marble, with 


Items of truly 
in Group No. 787. 
a receptacle for 

















GROUP NO, 783—DAINTY BITS OF QUAINT POTTERY FOR THE GIFT DEPARTMENT 
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Seasonable Trip Books 
for 


| Vacations, and 


Trips Abroad 

































From $12 to $54 per doz., in large variety of handsome leather bindings and colors. 
Five Titles: — My Trip Abroad, My Vacation, Automobile Trips, Places Visited, 
and My Trip. 


Send for illustrated circular. 


A. L. REED CO. 
Makers of Reedcraft Leather Goods 
200 MADISON AVE. Entrance in ssth St. Arcade NEW YORK, N. Y. 
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e TORCHIERE LAMPS with ELECTRICAL EQUIPMENT. 


4. __| TORCHIERE 
e, | LAMPS 
in Tangerine or 
Royal Blue Glass 


with Sterling Silver 
Decorations. 











THE black glass base 
which unscrews from 
the cylindrical shade is 
equipped with stand- 
ard socket, 5 feet of 
wire, and 2-part plug. 


Each Lamp Is Packed 
in a Carton and Is 
Popularly Priced 








Complete catalog and price 
list gladly sent. 


National Silver 
Deposit Ware 
Company, Inc. 


MANUFACTURERS 


3! L36 L 64 179-181-183 Wooster Street 
Near Bleecker St., New York 


























| Get on our mailing list for catalogs in Glassware “Gifts That Last” 
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Egyptian motifs. The Sphinx is used in the 
formation of the feet on the bowl, which is 
otherwise of extreme severity. The candle- 
sticks are low, with two handles and small 
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lucent shades are of parchment, which yield 
the softest and warmest light. The latticed 
shade is charming in its simplicity and when 
lighted gives out a soft peach glow. The 





GROUP NO. 784—cuT AND ENGRAVED SWEDISH ROCK CRYSTAL 
(See text on page 101) 


band slightly decorated. These are excellent 
suggestions for a man’s room, 
x *k x 


Small leather goods are always excellent 
items for the gift department and should be 
selected with a thought to the artistic ap- 
pearance, as well as the durability and work- 
manship.. In Group No. 788 an interesting 
assortment of these articles is shown, all of 
which are gift items. At the top, right, is 
an English pigskin under-arm bag, beauti- 
fully lined and fitted with large mirror and 
change purse. It has a shirred pocket in 
the flap ‘and is gusseted all around, giving 
large capacity.. A splendid case for soft col- 
lars or handkerchiefs comes in pigskin, mo- 
rocco or ostrich, and also a three-fold case 
for ties, soft collars and handkerchiefs. They 
are excellent for a man’s gift, as are a to- 
bacco pouch of striped morocco, and cigarette 
cases of various leathers for holding 20 
cigarettes, both in very flat and doubled ef- 
fect. A writing case, eight by 12 inches, 
has five convenient pockets. For the traveler 
this is a suitable and very acceptable gift. 
It may be had in crocodile calfskin, Persian, 
assorted colors, goatskin, pigskin and calf- 
skin. 

x * * 
In Group No. 789, a new and charming 


scenes used in the material of the other lamps 
are all oil paintings on parchment and when 
unlighted stand out against the background 
rich and clear, giving warmth and color to 
the room. The nautical scenes in their 
quaintness give one the feeling of restful- 
ness and peace, for there are no turbulent or 
restless seas, but calm, smooth waters, with 
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Glassware of superior quality, copies of 
the old Baron Stiegel ware, and modern 
pieces are shown in Groups Nos. 790-791. 
All of the pieces shown are for practical use 
on table or buffet. The beauty of the pure 
crystal and the excellence of design make 
such merchandise desirable to the connois- 
seur The oval.bowl comes in three differ- 
ent patterns, the one shown being the Buck- 
ingham pattern. The plate may be had in 
two sizes and illustrates the Wickham design, 
which is dainty in its floral effect. There is 
a wide range of styles, as well as decoration, 
in tumblers in this group. The two vases 
are distinctive in appearance, with their wide 
flanges in very fine cutting. They both have 
a gilt net for the convenience of holding 
flowers. The double decanter, the bottles of 
which are beautifully etched, with top and 
stand of silver, also have silver locks to 
guard the precious fluid. 





Sixth Annual Chicago Gift 
Show 





GCENES reminiscent of ancient Bagdad 
will be enacted in Chicago, August 1 to 6, 
when thousands of giftware buyers, travel- 

















GROUP NO. 785—BOOK ENDS SURE TO ATTRACT ATTENTION 


(See text on 


sailing crafts drifting along. The shade to 
the left is printed on parchment or wooden 
blocks and the panes are hand colored. This 
produces a very interesting picture of the in- 
terior of the Notre Dame Cathedral in Paris. 

















GROUP NO. 786—WASTE BASKETS AND OTHER NOVELTIES IN ATTRACTIVE DESIGNS 
(See text on page 101) 


array of lamp shades is shown. They are 
hound to meet the demand of the most ex- 
clusive gift shops because of their high artis- 
tic value and workmanship, These trans- 


In our hours of relaxation we should sur- 
round ourselves, if possible, with things that 
are in accord with our softer and more 
spiritual moods, 


page 101) 


ing on caravans of steel make the pilgrimage 
to the Sixth Annual Gift Show at Hotel 
Stevens, Chicago. 

Exhibits of beauty will greet the eye. 
Here buyers will find everything in giftwares 
to please the varied tastes of their clientele— 
the useful and practical as well as the 
artistic and decorative. 

Hundreds of new items will be displayed 
here for the first time—merchandise designed 
especially for this great selling event. 

Over 300 exhibitors will be there. Three 
entire floors of the world’s largest hote! 
have been reserved for this show—which, 1n 
number of exhibitors, variety of display 
and attendance, will be one of the largest 
giftware shows ever held. 

According to E. W. Steinbeck, president 
of the Gifts, Art Wares & Novelties Asso- 
ciation, there will probably be at least three 
thousand buyers in attendance. 

Chicago is more and more becoming a 
year-round buying center in giftware lines. 
Buyers from all over the country come to 
Chicago when in need of new merchandise, 
for here they find permanent exhibits of 
giftwares of all kinds, together with the 
latest fads in the novelty lines. And the 
Gift Show, coming as it does at the start of 
the buying season, affords an unusual oppor- 
tunity to select personally new stocks for 
the busy months just ahead, 
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2016 Relish Set 


43%” Round Colored Glass Insert with Butler Silver Holder 








4573 Bud Vase 8071 Empire Flower 
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Antique Silver Finish with —_". Basket 
Colored Glass Insert. T 179-F Tapestry Tray Stands 14” High. 
Stands 10” High Antique Gold or Silver Finish 8” Round Antique Silver or Gold Finish 
Empireware— Jeweled Gift Novelties— 
Useful articles of colored glass with filigree , " Boudoir novelties in antique gold finish, 
metal mountings in Antique gold or silver Galleon Silverware- 7 mounted with various colored stones. 
finish. The most popular Silverware novelty line Silhouette Trays— 
Cellini Enamel— shown this season. This new and novel idea of mounting silhou- 
Hard enamel Smoker’s articles, novelties, etc. Hammered Silverware- ettes has proven to be one of our leading 
Intaglio Glass Novelties— The fancy border greatly adds to the attrac- lines. 
Ash trays and Ash Tray sets mounted in tiveness of this design. Normandy Lace Trays— 
fancy metal frames, Silver or Gold antique These useful and dainty trays still continue 
finish. in popularity. 
. . . 99 
“Where Novelties Originate 
New York Representative: Pacific Coast Representatives: 
- PHILIP EBB W C & C > SUNDERLAND & MILLER, INC. 
Room 516, Fifth Ave. Bldg. M. ° arr ompany, Ine. 607 Sun Bldg., 7th and Hill Sts. 
200 Fifth Ave. Los Angeles, Cal. 


West Somerville Manufacturers Since 1869 Massachusetts 
Write for Our New No. 10 Circular 
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New Bronze Lamps 
and Novelties 


from Vienna 
Unique in Design and Moderate in Price 
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New Items in Italian 
Marble and Pottery 
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When in New York Visit Our Five Floors of 
Show Rooms 
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Mirrors in the Gift Department* 








Some Useful Suggestions for the Jeweler Who Conducts an 
Up-to-Date Business 








EFORE going into the question of mir- 

rors of today and their adaptability for 
sale in the jewelry store gift department, it 
might be interesting to consider a few 
pointers about mirrors of the past. 

The ancient mirrors were made of bronze, 


art of the present day decorating, are very 
much in demand, for since there is scarcely 
ever an elegantly decorated room which has 
been deprived of a mirror or two, how cold 
a room would seem without one. 

The demand for better articles of decora- 

















GROUP NO. 787—GIFT OFFERINGS SUITABLE FOR A MAN’S ROOM 


(See 


steel, silver and other metals, highly 
polished, and are today called specula. The 
exact date of the invention of glass mirrors 
is a matter of question, but it seems that 
they had been formerly made at the cele- 
brated glass houses of Sidon, according to 
Piiny. At Murano, in the 16th century, the 
method of coating with tinfoil was known 
and practised. The methods of mounting, 


coating, backing, framing and decorating 
mirrors has kept pace with advancement 


in scientific discovery and in periods of 


flecorations and designs. 

Some time ago an ornate mirror was for 
the living room and wooden framed mirrors, 
either polished or painted, were the best the 
market offered. Today there are a great 
variety of styles of mirrors on the market. 
Mirrors’ which have artistic merit are in 
ever increasing demand, due to the fact that 
people are being educated in the great art 
of decorating through the wonderful me- 
diums such as the many magazines which il- 
lustrate fine interiors, and convey the 
knowledge of our best known decorators, 
both as to placement of furniture, draperies 
and small articles of decoration, which serve 
to embellish the larger and expensive pieces. 

Individual mirrors such as are designed 
and executed by those who have studied the 


*Siena Art Co., Inc., New York. 


text on 


page 101) 


tion is ever increasing, and people are seek- 
ing quality and the most artistic available 
at reasonable prices. There are many manu- 
facturers who devote most of their time to 
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copying, and throwing on the market an 
article as cheaply as possible, but at 
the same time depriving it of that touch 
of refinement, which is so important. How- 
ever, one will soon tire of a poorly con- 
structed article, and especially a mirror 
which is so conspicuous, one will at all times 
have to apologize for its defects and poor 
quality, whereas if it were to the contrary, 
one would boast of its beauty and quality. 

The writer, through many years of experi- 
ence in designing and producing mirrors 
of quality, has found that it pays to produce 
the best, and at prices within the means 
of all. 

Here, in speaking of quality and price, 
it will be wise to add that the jeweler can 
carry mirrors of quality which are appro- 
priate for his store and not a line of cheap 
competitive merchandise. The mirror mar- 
ket offers him this opportunity. 

Today, with numerous styles of furniture 
for each and every room in the house, there 
are many types of mirrors made for these 
many uses. For example, there are mirrors 
for use over buffets, console tables, mantels, 
couches, and stand mirrors for chifferobes, 
and vanity mirrors for the boudoir. 

Interior decorating and popular demand 
have created these uses and then demanded 
an assortment of styles to meet the various 
tastes of the ultimate consumer. 

Mirrors properly displayed are always at- 
tractive and since they have found a place 
in the gift department of the jewelry shop, 
have proven ready sellers. The jeweler is 
noted for his fine taste and appreciation 
of the beauty in objects and can easily 
convey the artistic features of mirrors to his 
customers. 

The best method of displaying a mirror is 
hanging it on the wall—if it should be hung 
—or placing it on a table if that is its right- 
ful place. The jeweler can decorate his 
walls with mirors just as he does with pic- 
tures and not only make his store more at- 
tractive but thereby display the articles as 
they should be shown. 

There are so many mirrors on the mar- 
ket today, that the jeweler in making a 

















GROUP NO. 788—UP-TO-DATE LEATHER GOODS MAKE ACCEPTABLE GIFT OFFERINGS 
(See text on page 103) 
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The Treasure Ship Comes In 


No galleon laden with offerings and tribute to an ancient oriental potentate carried such a 
profusion of beautiful gifts from every corner of the earth as is to be seen in the easily reached 
New York or Chicago Friedlaender show 
rooms. 








The quiet, elegant air of these rooms and 
the unobtrusive, helpful suggestions of our 
sales people are conducive to wise, profit- 
able selections from a surprisingly wide 
variety of Aquariums, Majolicas, Mar- 
cerio Roman Pottery, Belmora Moroccan 
Pottery, Pompeian Bronzes, Statues in 
Alabaster or Bronze, Clock Sets, Card 
Trays and Ash Trays—each the concep- 
tion of a master craftsman. 











wrote Dante of 
This vision has been pre- 
An 
exquisite memento of this most spirituel of loves, cre- 


‘It was given me to behold a vision,” 
Beatrice in Vita Nuova. 
served in delicately carved alabaster book ends. 


“Music frozen in 
bronze’ are the only 
words that can de- 
scribe this bronze 
statue of ‘Thais’ on an 
onyx and agate pedes- 
tal. 


The above are but a few of the many 
varied gift articles on display. 


ated by a famous sculptor. To retail for $26.40. Others 
from $18 to $40. 
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CHICAGO LOS ANGELES 
310-311 American 4 1234 West Pico 
Street 


Furniture Mart 
FORMERLY OSCAR O.FRIEDLAENDER CO. 
49-51 WEST 23rd STREET, NEW YORK 
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“Mother’s Day”’ By steer 
MAY Sth the country 


pays tribute to the dearest of all persons, 
“Mother.” 

Have you a suitable window display for 
the occasion? This beautiful picture in full 
color not only makes an admirable window 
display, but it is also a picture in great de- 
mand. You can sell several copies. 

Size 241%” x 26”, $10 retail. Size 8” x 10”, $1 retail. 


RUDOLF LESCH 
225 FIFTH AVENUE NEW YORK 


Publishers of Finer Pictures. 






















© Meissner & Buch 


























THE BUYERS’ DIRECTORY 


Price $1.00 








The Jewelers’ Circular Publishing Company, 11 John St., New York 
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selection of the stock which he will carry, 
must be guided by the types of customers 
frequenting his store and by the homes from 
which they come. In making his selection 
of mirrors in this manner, he is choosing 
goods which blend harmoniously with the 
other classes of merchandise which he car- 
ries, for they are all on the same par—be- 


THE JEWELERS’ 
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A Selling Suggestion for the 
Gift Department 





SOME housewives find it particularly hard 

to so arrange corners in their rooms and 
on their mantels as to give the corners the 
desired effects. And, of course, when cor- 




















GROUP NO. 789—PARCH MENT LAMP SHADES OF HIGH ARTISTIC VALUE AND EXCELLENT WORK- 
MANSHIP (See text on page 103) 


cause they are all bought for use in the 
same grade of homes and by the same type 
of customers. 

Mirrors are sold largely on their artistic 
appearance and so it behooves the jeweler 
to get good quality in addition to artistic 
mirrors, as his name will guarantee the 
quality to the customer, unquestioned; and 
also to display the mirrors in as attractive 
a manner as possible so that they will be 
that much more appealing to people who 
visit his store. 

And now, before closing, a word or two 
of a more technical nature. 

The finest glass for mirrors is the im- 
ported French plate, which is clear, and 
properly polished and _ silvered, becomes 
brilliant. The Venetian type of mirrors are 
very much in vogue, as they are very decora- 
tive, especially when artistically cut. The 
designs are cut in the glass before silver- 
ing. The operator cuts the flowers and 
leaves on a small revolving wheel, and must 
be an artist to produce the graceful effects 
desired. 

An added feature to this year’s Venetian 
mirror has been the adding of delicate orna- 
ments on the outer edges, which are finished 
in gold and silver highlights. These mir- 
rors are suited to the most exquisite homes, 


ners are not properly arranged the entire 
rooms may be given an appearance which 
isn’t at all pleasing or at all the sort of an 
appearance the housewives wish to give to 
the rooms. 

In view of this, then, there is always a 
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store to give a little different slant to its 
selling of articles from time to time by 
staging special displays of the goods which 
are especially fitted for use in corners. And, 
of coure, when such displays and sales were 
put on it would be a mighty good thing, 
indeed, for the gift department to adver- 
tise the events extensively and to urge all 
housewives and others to come to the store 
and look at the goods whether they intended 
making purchases or not. 

To help the thing along it would be a 
good plan for the gift department to clear 
away the usual goods found in the corners 
of the department and to then arrange these 
corners’ in an as attractive a manner as pos- 
sible with the goods the department was 
particularly anxious to sell. This would 
give a decided touch of novelty to the whole 
department and would arouse much interest 
among the visitors and would, of course, be 
oi very decided help indeed to the depart- 
ment in selling a larger quantity of the 
goods. 

A sale and display of this sort could be 
put across by the gift department of ‘the 
jewelry store very easily and with very good 
results indeed. 


Gift Trade Notes 


H. Gigau & Co., Baltimore, Md., manu- 
facturers of shell flowers, pearl trees, and 











GROUP NO. 790—coPIES OF STIEGEL GLASSWARE OF UNUSUAL MERIT 
(See text on page 103) 


eonsiderable interest among housewives and 


-among their friends, relatives, guests, etc., in 





GROUP NO. 791—oTHER EXAMPLES OF REPRODUCTIONS OF STIEGEL GLASS 
(See text on page 103) 


being made in small and large sizes, and 
are ready sellers as gift pieces. In mirrors 
the jeweler has a good gift department 
offering. 


articles which are particularly appropriate 
for use in corners. 

Consequently it would be a splendid propo- 
sition for the gift department of the jewelry 


kappa shell lamp shades, announces that 
they are opening a show room of their own 
in New York, at 225 Fifth Ave., on the 
eighth floor, number 823. Mme. Helen 
Gigau and G. Walter Bennett will be in 
charge. 

*x* * * 

After reporting particularly successful re- 
turhs at the various Gift Shows, as well as 
in the showrooms at 225 Fifth Ave., New 
York, Howard G. Selden left recently on a 
tour with a quantity of items from among 
his Selden selections. His itinerary is as 
follows: On March 28 to April 2, Wm. 
Penn Hotel, Pittsburgh, Pa.; April 11 to 16, 
Hotel Statler, St. Louis, Mo.; April 18 to 
23, Hotel Baltimore, Kansas City, Mo.; 
April 25 to 30, Hotel Radisson, Minneapolis, 
Minn.; May 16 to 21, Ben Franklin Hotel, 
Philadelphia, Pa. His wares will also be 
exhibited in charge of Miss Wessel and Mr. 
Pancoast, and will be of interest to gift 
department buyers. 
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Pieces for 


$3 5-00 


SSORTMENT No. 50 
A offers an unusual value 

to the enterprising 
jeweler who is developing a 
gift trade. Sixteen different 
styles of imported Italian Majolica 
are included in this 20-piece 
assortment for $35.00. There are 
beautifully proportioned vases, cake 
plates, boxes for cigarettes and candy. 




















Italian 
Pottery 


There are urns, flower holders, fruit 
bowls and ferneries. These come in two 
finishes. The pieces illustrated are 
elaborately designed in burnt umber and 
green on a white ground and this 20-piece 
assortment comes to you complete for $35.00. 
No. 13229 priced at $2.40 each, No. 13219 at 
$1.25 each, No. 13220 at $3.60 each. Our other 
assortment includes the same 20 pieces, but in 
a very beautiful antique finish at a slightly higher 
price. 


Write for full data, and be sure to ask for our 
catalog. 


FOURMAN BROS.& CO. Inc 


{ IMPORTERS OF BEAUTY AND UTILITY 
IN EXCLUSIVE GIFTWARES 


The Fourman Building 


69 West 23St. 
New York City 















Hubley Metal Products 


—o-—_ 


90%, 08 


X 
2? vot 
aCe se” 
¢ 


Exclusive 
Designs 





No. 246. Crusader 


Beautifully modelled Book Ends 
Antique Brass Finish 


Brighten up your Gift Department 
with some of our painted novelties. 


Complete Line also on Display. 
Bush Terminal Sales Bldg. 
Gift and Art Section. 
130 W. 42nd St., N. Y. 








N. Y. Representative 
F. Bing & Co., Succrs. 
67 Irving Place 


Hubley Manufacturing Co. 


Lancaster, Pa. 




















Tuere is such a difference between 
fine Chinese brasses and the ordinary im- 
ported pieces. Baltimore Clipper brasses 
insure charm, distinction and quality. 


ee 


Manager. 


@he BALTIMORE CLIPPER IMPORTING @ 


6E.Pleasant Street Ie BaltimoreMaryland 


Room 407, 225 FirtH AvE. 


Complete Line on Display at the 
EASTERN MANUFACTURERS & IMPORTERS EXHIBITS 


Boston: Horet STATLER CINCINNATI: Hote, SINTON 
MarcH 14TH To 19TH ApriL 4TH TO 9TH 


New York: 

















March 30, 1927 


THE JEWELERS’ CIRCULAR 





ee 


Spring Show of National Gift and Art Association 








Exhibit at Hotel Adelphia, Philadelphia, Attracts Buyers from All 
Sections—Jewelers Requested to Check Chart and Display Poster 








URING the week of February 28 to 
March 5, Philadelphians were aware 
that something very special was going on 
in their fair city because of the hundreds 
of interesting-looking, well-dressed, gaily 
chatting folk who were streaming in and 
out of the Hotel Adelphia. It certainly 
was something special—the Spring Show of 
the National Gift and Art Association. 
The Show was a big success. Four floors 
of the spacious hotel were turned over to 





EVERY DAY I> A SALES DAY. 





EVERY DAY 15 A GIFT DAY 





SALES RECORD CHART 


the exhibitors, who surpassed themselves in 
making their show-rooms attractive and in- 
viting. Their efforts were well repaid, for 
representatives from all over the country 
came, admired and ordered. Cities as far 
distant as Dallas, Texas and Pasadena, Cal., 
sent men and women in search of “the rare, 
the quaint, the beautiful” and buyers from 
the large New York department stores and 
gift shops, jewelry and furniture stores 
visited the Show and expressed their ap- 
proval with worth-while orders. 

Every buyer found at this Gift and Art 
Show just the kind and quality of mer- 
chandise that he wanted in his shop or de- 
partment. Before the inception of the 
National Gift and Art Association such a 
selection could have .been.made only by ex- 
tensive traveling on the part of the buyer, 
coupled with much wasted effort, expensive 
duplication and painstaking bargaining. 

Three different critics passed on the dis- 
play of merchandise in the various rooms and 
made honorable mention of the following 
concerns: The ‘Treasure Chest, Emil 
Larsen & Co., Inc., Slepin Studio, Millard 
Novelty Co., The Napier Co., The Mandix 
Co., Charles Hall, Inc., Baltimore Clipper 
om Co., A. L. Reed Co., Carbone, 
ne. 

The association has made wonderful 
Progress in bringing together the manufac- 
turers and buyers of gift and art wares and 
the proprietors of shops, the heads of gift 
departments, the buyers for jewelry firms, 


furniture stores and all others interested in 
objects of art and beauty. 

At the Spring Show a program for the 
coming year was determined upon that will 
surely result in increased profits for every- 
one concerned. Everyone pledged himself 
to push the slogan, “Every Day Is a Gift 
Day” with the purpose of making every 
day a sales day. 

By means of a chart the officers of the 
association demonstrated the percentage 
each month of the sales made by a number 
of representative shops over a period of one 
year. The decided drop in sales after the 
first of January and the low level maintained 
during the first 10 months of the year was 


OPEN YOUR HOME TOgls 
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EVERY DAY IS AGIFT DAY 


NATIONAL GIFT AND ART ASSOCIATION 


i! 





ATTRACTIVE GIFT POSTER 


the subject of much discussion. The sug- 
gestion that every retailer try to add one 
‘per cent. more of the total sales to each of 
these 10 low months was enthusiastically 
received, especially when a much greater re- 
sulting increase in yearly profits was 
emphasized. 

Naturally the chart was based on the sales 
record of but a few retailers. The associa- 
tion is anxious to prepare one for the Fall 
Show at the Adelphia Hotel, Aug. 22-27, 
that will portray accurately the average 
reached by considering the sales records of 
everyone concerned. 

Jewelers are requested to look over their 
ledgers for the past year and figure the per- 
centage of yearly sales made in each month? 
Then jot those figures down on a sheet of 
paper and send it to W. S. Hays, secretary 
of the National Gift and Art Association, 
Drexel building, Philadelphia, Pa. With 
such an eloquent presentation from the head 
of every gift department, the association 
will be able to plan a campaign at the 
Fall Show that will boost the business of 
every manufacturer and retailer. Jewelers 
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or their gift department managers are re- 
quested to check the chart in spaces marked 
by the arrow at the left and return it to 
the association. 

The association has prepared a striking 
four-color poster, in which “The Spirit of 
Giving” is portrayed looking down on a 
charming home scene. The dominating 
thought behind the slogan “Every Day Is a 
Gift Day” is expressed in the caption, 
“Open Your Home to the Spirit of Giving.” 
Jewelers should write for this poster and 
display it in their gift departments. 





Highly Decorated Ivory China 





W HETHER it is due to the importations 

of foreign ware of ivory tint, or the 
public’s demand for a softer texture in the 
pottery of their tables, is debatable, but the 
fact remains that American potters today are 
turning out a wonderful assortment of ivory 
dinnerware and specialties. 

There is something appealing in the soft 
tones of ivory china body. It emphasizes 
the decorations so much, bringing them out 
in a delightful manner. The highly 
colored floral decorations being used today 
look better on the mellow ivory tints and the 
bright enamels are toned down by the sub- 
dued background. On the other hand the 
pure white ware rather emphasizes the bril- 
liant coloring, giving them a colder aspect 
by comparison. 

Not only in dinnerware is this the great 
vogue now, but on all short lines, afternoon 
tea-sets, after dinner coffee sets, salad sets, 
ice-cream and berry sets. Vases, too, are 
made from the same ivory tinted china. 

The trend of high and brilliant colors is 
decided and can hardly be called a fad. It is 
rather a recurrence to the old time illumi- 
nations of a few generations back. A visit 
to any of the display rooms where either 
domestic or foreign ware is shown will be 
an aid to any jeweler who is looking to be 
up-to-date in his knowledge of what the 
market is demanding now. 





A Unique Letter Opener and 
Moistener 





A combination letter opener and moistener 
has been placed on the market by Sidney 
Clayton, 23 E. Ohio St., Chicago, who is 

















COMBINATION LETTER OPENER AND MOISTENER 


the designer and manufacturer of this article. 

These articles are made in solid gold, ster- 
ling silver, gold plated, silver plated and 
bronze. The better ones are made by hand. 
The handle holds a small sponge, to be used 
as a moistener. 








A. L. Reed of the A. L. Reed Co., 200 
Madison Ave., New York. maker of Reed 
Craft leather goods will arrive from Eurepe 
cn the S.S. Majestic March 30 after an 
extensive trip seeking leather novelties for 
the Fall trade. 
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*| One of the New Numbers Added 
? to the Realart Line. 
+ Large Decorative Gladioli, in four dainty shades in the two tone 
fs effect, having twelve blossoms to a stock with the natural pre- 
+ pared fronds attached. These come at $12.00 doz. and are proving 
* a very popular item. 
& 
| R.C.HAM& COMPANY, Inc. | 
3 {WASHABLE 
% 
. $ FACTORY AT (& CUT) 42 HIGH ST. 
i 60 Inch ¢| NEW HAVEN CONN. 
+ Represented by: Horace C. Gray Co., 200 Fifth Ave., New York. 
: ° West Sales Co., Pittsburgh, Pa. i 
| Knotted 
An Outstanding Jewelry L 
I. 
Accessory of the Hour é 
‘| Lustrous pearls of all sizes, i 
‘| smooth or baroque, in opera |} 
‘| length, worn ina variety of new |; Bronzes of Distinction 
; ' ‘ [? A dignity and charm otherwise unobtainable 
:| effects, fulfilla universal demand muy Gs andl Se ve on i 
4 : Bronzes because of their artistic value, work- 
: To Retail from $1.25 up manship and finish. 
To have bought them direct from the manu- 
, facturer and saved considerable -by so doing, 
A COHN & ROSENBERGER, Inc. satisfies your sense of economy and a ready sale, 
* 47 West 34th Street, New York because the price is right. 
Hl Cor Bway. & 34th St. Catalog and prices sent on request 
; . € 
i Send for our new Spring Catalogue Pompeian Bronze Co. 
?} POPULAR JEWELRY AT POPULAR PRICES INCORPORATED 
$e Manufacturers of Artistic Bronzes 
ME a 225 Fifth Avenue Room sex New York ed 
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It’s New—It’s Different 





By NorMAN HAWTHORN 














When_ merchandise 
is presented to you in 
your own shop by sales- 
men, or when you are 
in the establishment of 
one of your sources of 
supply, how many times 
are these two state- 
ments made! Another 
famous saying that is 
a sort of hail fellow 
well met salutation is 
“Well! What's new?” 
Just about right away 
after these present day statements are made 
it is your turn to ask one. Probably it 
would be wiser to ask it of yourself and 
keep the answer kind of a secret, but don’t 
forget the answer. The timely question is 
not if it is new or if it is different, but is it 
real value, is it well made, is it anything 
more than a bauble to catch passing fancy 
and the fleeting passing fancy having gone, 
is there a quality of material or workman- 
ship which of itself can be fairly pre- 
sented to a purchaser as one real logical 
reason why that particular article should 
be purchased ? 

I have been informed that at present the 
jewelry business is good, but there is a 
qualification. At present it is good with 
those who prefer to handle the better quai- 
ities of merchandise. The lamp industry 
has been “spotty” and those who have suf- 
fered are the firms who have specialized in 
splashy, flashy, poorly made lamps. 

Friends I have in the picture business say 
the same thing and that the sale of copies 
of famous masterpieces and well done origi- 
nals has been good. China and glassware 
friends tell the same story, and so, too, do 
the art potters. 

Styles do change—that is beyond dispute; 
but, and this is the point I wish to punch 
home, quality is the foundation and back- 
bone, no matter what the style or what the 
commodity. New ideas come. Some are 
soon forgotten while others live on and are 
so good that they soon become part of every 
day life. I suppose every man in business 
today uses a car of some sort in either busi- 
ness or pleasure. Some of us can remember 
the early frightful contraption from which 
the modern industry has grown. It would 
be interesting to have a list of those that 
came, stayed a while and then vanished. I 
think it is safe to say that more have gone 
out of business than are now in it. Some 
day just check up on the records of those 
now in business and see if the statement, 
that the majority of them have everlastingly 
Pounded qualitv, then more quality and then 
some more of it, is not true. 

Just here let me ask a question: When 
you buy a tire or a radio tube or a battery 
or your clothes or a piano, what do vou 
buy? One hundred per cent answer, “The 
best I can get for my money!” Absolutelv 
true; so do I, and what makes that best? 
It is not always the looks of a thing or 
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HAWTHORN 


the shape of it or the feel of it, but those 
largely hidden elements that made a thing 
stand up and do what you want it to do. In 
almost every industry that you can think 
of there are names of firms that are ac- 
knowledged the best in their field. Why? 
They take the time and trouble to do things 
as well as they can be done. 

There are retail stores that have a pres- 
tige that no amount of money could buy. 
Why? They only purchase and therefore 
only offer for sale dependable merchandise. 
The maker never tries to give you eighty 
cents worth for a dollar but always tries to 
give you the best value that your dollar can 
purchase. 

Times change, people change, but those 
underlying honest materials and workman- 
ship that does not skimp do not change and 
added years bring added value. The real 
quality articles of yesterday are the prized 
possessions of today and those self-same 
qualities should be looked for in today’s 
product. When you are building your busi- 
ness structure be careful to use only the 
most carefully selected and well made wares 
and you will be building a structure of per- 
manence the foundation of which is quality 
even though it be new or different. 





Stocking Novelty Merchandise 
in the Gift Department 





THE term “novelty” seems to be sadly mis- 
interpreted in many instances. Novelty 
merchandise for the gift department of the 
jewelry store does not mean freak merchan- 
dise. It does not mean guady, showy, junky 
items, and in making a selection the jeweler 
must be careful to keep ‘away from such 
items. Novelty means something that is 
novel, out of the ordinary, unusual, new. 

The jeweler who has a very large gift de- 
partment, and can run merchandise which is 
gift merchandise but not strictly allied to 
jewelry and silverware, will find that Mexi- 
can hand-woven zarapes, or woolen blankets, 
of different sizes useful for mats, runners, 
table scarfs. couch covers, slumber robes and 
wall blankets, will be very attractive dis- 
played near Mexican and Spanish pottery 
and importations of all classes of novelties 
from those countries. Along with that class 
of merchandise can be listed Italian straw 
baskets in many colors such as straw, rose, 
green, lavender, red or blue. The colors are 
fast and the decorations are of hand-woven 
raffa in various designs and harmonious col- 
oring. 

For the conservative jeweler who does not 
wish to deviate from his leather, glassware. 
china, pottery and stationery, there are many 
pottery novelties now on the market. among 
them batter jugs in cobalt blue with spiral 
dot design, the pitcher lined with pale yel- 
low. The sizes range from half pints to 
one and a half quarts. Other designs in bat- 
ter jugs include a decided Persian design 
with pale vellow background and the deco- 
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ration of tan and blue and a big polka dot 
design in splendid array of coloring with a 
blue background with large white dots. The 
polka dot design is a more conservative pat- 
tern than the brick red background with de- 
sign in old blue. A design which will ap- 
peal to almost every taste is that of an ivory 
ground with chocolate dots. 

In pottery there is also offered a 23-piece 
set in the same patterns as the jugs, con- 
sisting of teapot, cream pitcher, sugar bowl, 
six cups and saucers and six plates and a 
very attractive additional item to this set is 
a small lemon dish. Ice tea sets consisting 
of covered jug and six mugs are also of- 
fered in these batter jug patterns. 

Individual pottery items are also being of- 
fered the jeweler in bridge table candy 
boxes, large-footed bowls, cracker jars and 
jugs in assortments of six sizes. 

Peasant pottery is also being offered in an 
array of three shapes in jugs and about nine 
designs. There are small items in peasant 
pottery such as candlesticks, cider sets, and 
tea sets and bowls also being offered. Old 
Saxon saucer candlesticks can be obtained 
which are done in stoneware and finished 
in an enamel art glaze. 

Another item which the jeweler will do 
well to stock is a leather cigarette case and 
jewel box to match. The women smokers 
will like them matching and men who have 
studs and other dress jewelry will prefer 
that the two boxes on their tables match. 
These are good articles to offer the woman 
customer seeking a gift for a man. 





Why Not Have “Gift Advisors” 
in the Gift Department? 


NSTEAD of having salespeople in the 

gift department of the jewelry store why 
not have “Gift Advisors” ? 

High pressure salesmanship is very much 
taboo nowadays and anything that will help 
the store in showing the public that high 
pressure stuff is under the ban at the store 
will be sure to build business for the store. 
The fact of having “Gift Advisors” at the 
sift department instead of salespeople would 
be quite effective in doing this. 

But in addition to this phase of the 
proposition, the fact of the store having 
advisors instead of salespeople could be made 
to help the store in other ways in building 
husiness. 

For instance, the change from salespeople 
to advisors could be played up strongly in 
the store’s advertising, and in such adver- 
tising it could be emphasized that the store 
was mighty glad to see visitors at all times 
and to help them solve their problems, 
whether such visitors bought anything or 
not. And in this connection it could be 
pointed out that the department’s employees 
are right up to the minute all the time in 
knowing what’s what in the way of stylish 
entertainments, favors for games and all the 
various other thing pertaining to the goods 
the gift department of the store is selling. 

Advisors instead of salespeople—that’s the 
trend of the times, isn’t it? That’s the 
snappy. peppy. enterprising sort of a change 
to make, isn’t it? 

So why not institute gift advisors in your 
gift department instead of salespeople right 
now? 
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Gift Buyers Information Bureau 


THE JEWELERS’ CIRCULAR Maintains a Buyers 
Information Bureau for All Jewelers 
Interested in Gift Wares. 


HIS department now offers a reliable source of information 
and unbiased advice to all jewelers on all gift merchandise 
that is suitable for a jewelry store. 





Perhaps you are one of the hundreds of jewelers already interested 
in the really great opportunities in gift wares, but hesitant about 

purchasing through lack of absolutely responsible, reliable informa- | 
tion—information on the different classes of merchandise, on exactly 
what to buy and where to buy it. 


Or you may already have a gift department in your store and would 
like to know how the chain store in your town can under-sell you 
on certain merchandise, or where they purchase such goods. 


For a long time the need has been felt for a reliable information 
bureau. Not to promote any particular class of merchandise but to 
furnish a broad merchandise view of all classes of goods that may 
be of interest to the retail jeweler. An organization of unquestioned 
integrity and reliability, with but one single thought in mind, that 
of finding such merchandise as is requested and getting the lowest 
possible prices. 


It is not the purpose of this Gift Information Bureau to place any 
orders with any manufacturer, but simply to get you information 
about any goods you may be interested in. 


THE JEWELERS’ CIRCULAR has opened this department that you may 
secure, without obligation, not merely data on any merchandise you 
may be interested in, but to keep you posted on the market conditions, 
and to be of such service to you as only an experienced merchandising 


department can be. 
The Jewelers’ Circular Pub. Co. 























Perfume Sprays 


Over 100 Different Shapes, 
Designs and Coloring, all at 
reasonable prices. 


Mirrors, Prisms and Lenses 


By James P. C. Southall. 579 pages; 247 illustra- 
tions and diagrams, and text-book of Geometrical 
Optics, written to serve as an introduction to the 
theories of modern optical instruments. Price, 
$4.50. 


The Optical Publishing Co. 
11 John Street : : : : New York 





Imported French Hand Bags, 
in the very latest colors and 
leathers. 





Many other Novelties, Vanities, etc. 


J. Leo Grogan 


225 Fifth Ave., New York 
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The Gift Market Reporter 




















Le 
\ selecting gift stock, the jeweler should 

bear in mind that lamps that add their 
glowing comfort and help to make the 
jewelry store more attractive, are an im- 
portant feature in the department and 
should be selected with a view to appro- 
priateness as well as beauty. At the sales 
rooms of George F. Little, 225 Fifth Ave., 
New York, there is being exhibited at the 
present time, an unusually fine line of 
wrought iron lamps, together with pottery 
and Carlton ware jars which have been 
converted into lamp bases in sizes that can 
be conveniently used in almost any corner 


of the room. 
k Ok Ox 


Glassware has always been a desirable 
addition to the gift stock, contributing a glint 
and luster which adds to the attractiveness 
of the display of gift wares. Because of 
this, it is well to know where a wide selec- 
tion of crystal forms in beautiful colorings 
can be obtained. Some of the manufac- 
turers and importers show a varied assort- 
ment of Czecho-Slovakian glass, while 
others specialize in American made repro- 
ductions of early products and in modern 
examples of new shapes in fascinating 
colorings. At the establishment of Emil 
Larsen, 225 Fifth Ave., New York, a repre- 
sentation of the Vineland Flint Glass Co.’s, 
American glass, may be obtained which is 
intriguing in its delicacy and design. This 
exquisite product comes in many hundreds 
of shapes and in colors and decorations that 
are hard to surpass. 

* * x 


Visitors to the gift department are always 
attracted by the rugged beauty of old 
monastery chairs with carved backs and 
other Spanish furniture, particularly suitable 
for the gift department. A splendid selec- 
tion is being shown by the Ferdinand Bing 
Co., 67 Irving Place, New York, which 
concern is also making a strong appeal to 
discriminating buyers interested in woven 
reed furniture. This furniture is suitable 
for furnishing the sun room and_ for 
southern use and the newest and most attrac- 
tive designs in woven and stick reed may 
be seen at these sales rooms. Fascinating 
color schemes that are not possible in furni- 
ture of other types are noted in this display. 

ees 


If one is endowed with appreciation of 
what is really beautiful it is a simple task to 
add to a gift department that which is beau- 
tiful and at the same time has a ready sale. 
To supply such requirements, the sales rooms 
of Mary Ryan, at 225 Fifth Ave., is a place 
well worth visiting. New stock is con- 
stantly being added which is particularly 
adapted to high class gift departments in 
Jewelry stores. 

*x* * * 

The Orient has a growing lure for the 
occidental mind and its strange and inimi- 
table beauty comes to us freighted with 
lore and mystery, giving dim glimpses into 
Civilization that was ancient before ours 


began. I. Shainin & Co., in its headquarters 
at 139 Fifth Ave., New York, and in its 
branches in the principal cities throughout 
the country, are showing a line of cloissene 
vases and other articles that are remarkable 
for their coloring and design, some of 
which are mounted on teak wood. 
x * * 

Pottery from Czecho-Slovakia which re- 
veals the fresh, vivid coloring and simple 
designs employed and happily expressed by 
the peasants of that far-off land is seen at 
the Kovar salesrooms, at 225 Fifth Ave., 
New York. Some jewelers have up to this 
time been rather afraid of color effect, per- 
haps because of the fact that it stands out 
too strongly when displayed with highly 
decorative chinaware but the excellent effect 
which can be produced by displaying some 
of this ware with other merchandise has to 
be seen to be appreciated. The pottery, 
which is made from native clay and is of 
the simplest forms, is decorated in over- 
glaze in designs that have much the same 
character as the Czecho-Slovakian em- 
broidery. Sometimes the rendering is very 
crude and again it has real craftsmanship. 

* * x 


The present craze for old things has 
created new interest in pewter. The soft 
silvery tones in these pewter pieces become 
harmonious details in a room because they 
possess a_ distinctly decorative quality. 
Many think of pewter as emanating from 
metals so lowly that they are only appro- 
priately of interest when seen in some old 
farm house. As a matter of fact, pewter 
was made and used for ecclesiastical pur- 
poses even before it was used for purely 
utilitarian objects. At one time it was the 
exclusive property of the nobility. Gradually 
the metal, having little intrinsic value, was 
brought within the means of everyone and 
many household utensils were fashioned from 
it. The M. Wille Co., 41 Union Square, 
New York, is showing the famous Drag- 
stad pewter, which is a Scandinavian prod- 
uct and a wide variety of designs can be 
found in these salesrooms. The shapes are 
simple and sturdy, yet they reveal a refine- 
ment of line and a certain delicacy of con- 
tour that is not always found. On these 
pieces, one will find little decoration except 
when the artist wishes to accentuate a 
beautiful line or to increase the importance 
of some particular part of an object. 

* x x 

An attractive line of Italian pottery of 
very skillful workmanship is being shown 
by Simendetti & Co., at 12 W. 21st St., 
New York. Some of these pieces are repro- 
ductions of a period from 1780 to 1790 
and are exceptional in their artistic coloring 
and design. 

x * x 

Nothing sounds a more discordant note 
in the home than a lamp shade which has 
been selected without attention to its sur- 
roundings. It is, therefore, well to consider 
their appropriateness and the character of 


the designs in buying lamp shades for the 
gift department stock. Norman Haw- 
thorne, 225 Fifth Ave. New York, has 
made a study of lamp shades and says that 
where neutral coloring is required to con- 
tribute just the touch necessary to complete 
a dignified setting, as for instance in a 
library, particular care should be exercised 
to select shades which are in harmony with 
the environment in which they are to be 
used. A line of such shades is now being 
displayed by Mr. Hawthorne in his studio. 
* * * 


Ship models have won a popular place in 
home decoration and pictures of ships are 
also popular at the present time. It is, 
therefore, desirable that jewelers should be 
particularly careful in making selections for 
gift department stock to purchase only ac- 
curate models made by artists who are care- 
ful as to exact detail. In the New York 
trade there is a group of importers who 
know this subject and the offerings which 
they show are not only pleasing and attrac- 
tive for home decoration but are also 
modelled with care as to detail. Jewelers 
can purchase true models or exact pictures 
of ships from these importers at the same 
price or at even lower prices than can be 
obtained elsewhere and also have the added 
assurance that their purchases are authentic 
reproductions. 

*x* * * 

Centuries ago the early craftsman in the 
art of glassmaking were known as the high- 
est type of artists. Modern demands are 
for historic styles typified by this early 
craft. The Consolidated Lamp & Glass Co. 
has reproduced the Old Spanish types of 
glass made in the 17th century in the pro- 
vince of Catalonia, Spain, which glassware 
vied for honors with the famed Venetian 
Glass. Later years find this same type of 
hand-wrought glassware in Manheim, 
Penn., produced by the justly celebrated 
Baron Steigel. Therefore, to “Old Span- 
ish” could also be added “Early American,” 
as this famous Steigel Glass had the same 
characteristics. This colorful glass of 
unique design with its bubbled appearance 
and its hand finish, bears witness to an 
elaboration of technique showing the high- 
est development of the craft. The crude- 
ness of design is a work of art. Vases, 
plates, water sets, etc., formerly rare an- 
tiques, are now regularly produced and fur- 
ther improved by modern methods. The 
glistening bubbles like sparkling drops of 
dew, the rare beauty of design and color, 
cannot be adequately described, but must 
be seen to be appreciated. The first show- 
ing of the Catalonian line was made at the 
Pittsburgh Exhibit in Room 939, Fort Pitt 
Hotel, when the Art Glassware Division of 
the Consolidated Lamp & Glass Co. cele- 
brated its first anniversary by adding to its 
Martele hand-wrought glassware, this new 
line which will be on display permanently 
at the W. C. Owen, Inc., showrooms, 17 
N. Wabash Ave., Chicago. 
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This advertisement appeared in four colors in The Saturday Evening Post, Mar. 26, 
and is also appearing in the June issues of Vogue, Vanity Fair and House and Garden 
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Were YOUR WATCH AND YOUR SWEETHEART 
BOTH YOUNG TOGETHER? 





sia iaaade ania dmaliaeaioaaiiaiaas <q loyalty. But when you display it in 
A watch may never i" ii > ; 
trunk, she has hidden the letters € lose a second yet be W 


{> public, your watch often puts a false 
] 
many years slow i appraisal upon you. Viewed by crit- 


you wrote her when you were at 








a 
college, the dress she wore on that ical eyes, it is anything but an hon- 
day of days in June, and your boy’s first baby shoes est reflection of your business and social position. So 
. .. treasured keepsakes all and for her eyes alone. In why not lay that watch away along with her secret keep- 
your pocket, perhaps, nestles the good and faithful = sakes . . . and know now tthe pride and satisfaction 
watch that ticked in time to your heartbeats asa bash- _ that ever comes from a modern Elgin Watch? It is an 


ful suitor, a nervous bridegroom, a proud young father. investment you will never regret... Elgin is con- 
You cherish this watch, of course, because of such ceded to be the world’s standard for integrity, and to 


associations ...you carry it yet because loyalty merits such efficiency is wedded exquisite beauty of design. 


LGIN 


THE WATCHWORD FOR ELEGANCE 
AND EFFICIENCY 


THE WOMAN’S WRIST WATCH, is encased in 
18-karat solid white gold, set with dia- 
monds, and priced at............ $150. 
THE MAN’S WATCH, has an engraved case of 
14-karat solid white gold and is priced at $60 
Your jeweler will show these and other 
Elgins to you gladly. No other watch is 
offered in so generous an assortment of 
styles nor at a price range so liberal. 





© Elgin, 1927 


The Elgin factory is well worth seeing, and all jewelers are in- 
vited to visit it. Call at our Chicago office for transportation. 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with THE 
JEWELERS’ CrrcuLar regarding any advantageous 
device or plan which they are utilizing in con- 
nection with their business. 
























Training Store Employes 


Better Salesmanship Means Better Business 























oS employes are now trained scien- 
tifically. Many will remember the time 
when the retail salesman received all his 
knowledge from experience behind the 
counter. Very often this experience proved 
profitable, but on many occasions it was inade- 
quate, inasmuch as it was not coupled with 
a certain amount of education in scientific 
selling. It was a crude way of acquiring 
knowledge. Now many of our universities 
and schools teach retail selling and teach it 
well. The principles are given to the 
students and with these fundamentals they 
can go into a store, get the experience and 
then have something worth while. As men- 
tioned in a pamphlet entitled, “Retail Store 
Problems” published by the Department of 
Commerce, a course in retail salesmanship 
usually includes the following subjects: 

1. Merchandise——Processes of production, 
the geographical source of material, the 
wearing quality and other characteristics of 
merchandise, reasons for differences in retail 
prices, and correct methods of receiving, 
marking, storage, stock control, and display. 


2. Psychology of Salesmanship.—Effects 
and classification of the buying motives, 
elements of tactful suggestion, types of cus- 
tomers, manner of approach, demonstration, 
and sales talk. 

3. Business Arithmetic, in which prob- 
lems are taken directly from the business. 

4. Business English. 

5. Health and Hygiene—Proper home 
conditions, care of the skin, nails, teeth, feet, 
hands and principles of correct eating and 
sleeping. 

6. Appearance.—The effect of the general 
appearance, including cleanliness and the type 
and condition of dress. 

7. Memory.—Value of memorizing the 
names of regular customers and the prin- 
ciples of developing memory. 

8. Voice, Speech and Manner.—Principles 
of correct usage and development of native 
ability. 

9. Local Geography—Correct- manner of 
giving directions. 

10. Elementary 


Economics and Soci- 





ology.—Problems, functions and duties of 

the retailer in particular. 

11. General Store Policy.—Statement of 
the store’s attitude in regard to customers, 
returned merchandise, care of merchandise, 
mark up and mark down; attitude and 
knowledge of competitors’ activities, and 
attitude toward employes. 

12. Store Routine—Sales checks, han- 
dling of cash registers, signals, call systems, 
cash and bundle carriers, etc. 

13. Store Organization.—Relation of the 
various departments, and the relation of the 
sales clerk to the floor manager and buyers. 

14. Special Store Problems.—Specific re- 
quirements of various departments, special 
and seasonal situations, etc. 

Here are some suggestions gathered by 
the Department of Commerce that may be 
successfully adapted to the small store and 
specialty shop: 

ELEMENTARY SALESMANSHIP (COMPULSORY) 

History of store: 

Growth to present organization. 

Principles upon which the organization is 
built. (Policy to customers and to store 

members. ) 

Cost of training. 

Selling cost of department. 

Selling cost of sales clerk. 

Store’s ideal. 

Store’s conduct (definite recognition of what 
constitutes real courtesy to shoppers and 
coworkers). 

Telephone courtesy. 

Store routine. 


ADVANCED SALESMANSHIP (ELECTIVE) 


Conference 1: 

Studying the customer—No two customers 
are alike. The method of sale depends 
on the kind of customer. Methods of 
handling may be adapted to cue given by 
customer’s attitude (customer’s actions, 
expressions, dress, walk, remarks, etc.). 
Points in opening the sale— 

1. Securing the customer’s attention by 

prompt and pleasant approach. 
2. Gaining confidence by brisk and 


businesslike manner used in ascertain- 
ing exact needs of customer. 

3. Arousing interest by showing mer- 
chandise enthusiastically (featuring 
its selling points and showing ways 
in which it can be used). 

4. Creating desire without talking too 
much. 

5. Inducing customer to act. (Truth- 
ful, convincing statements may help 
an undecided shopper. ) 


Closing the sale— 

Ways of keeping the customer thinking 
of the advantage of owning the mer- 
chandise displayed. 

Necessity of making friend for store 
and sales clerk by leaving pleasant 
thoughts in customer’s mind. (Repeat 
customers result from pleasant asso- 
ciations as to merchandise, service 
given, and personality of salesman.) 


Conference 2: 

Customers’ similar traits—Certain instincts 
are a part of every customer, and a 
knowledge of human nature is a neces- 
sary part of good salesmanship. 

1. Self preservation: Study of cus- 
tomer reveals what he is fighting for 
(social esteem, money, education, 
etc.). 

2. Possession: People are reluctant 
to part with what is once in their 
possession (garments tried on, mer- 
chandise sent on approval). 

3. Vanity: People may express vanity 
in peculiarities of dress, manner, or 
speech. Methods of using the in- 
stinct of vanity (prompt approach, 
addressing by name, paying close 
attention and showing a desire to 
please). 

4. Companionship. (Method of using 
instinctive desire to be attractive.) 

5. Parental (father and mother love. : 
Recognition of this instinct often 
makes sales. 

6. Imitation: Style is based on the 
instinct of imitation. Methods of 
indirect appeal to this instinct. 
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HERSCHEDE 
GRANDMOTHER 
CLOCKS 


have the grace and dignity that 
well befit the home of modern 
construction. Their inexpen- 
sive price places them within 
the range of every home. 


OUR NEW YORK 
SHOWROOM 


“Where Time Tells a 
Beautiful Story” 


—awaits your inspection of the entire 
line of Handsome Herschede Hall, 
Mantel and Boudoir Clocks, at 


37 West 47th Street 
New York City 

















No. 2021 
Westminster and Canterbury Chimes on 


six “Symphony” Chimetone Rods. 
Chimes each quarter and strikes the hour 
on three-rod cord. Raised bronze numer- 
als. Finest Mahogany case. List $96. 






Art and Service ice eA 
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For Spring, Let Your Motto Be— 


** More Homes With Herschede Clocks!”’ 





No. 454 
Finest Mahogany case, 
with Redwood Burl 
Panels. Westminster and 
Canterbury Chimes on 
six “Symphony” Chime- 


tone Rods. List $178. 


\ 





HERSCHEDE 
MANTEL 
CLOCKS 


add an air of friendly charm to 
the home. From the very low 
to the higher priced, there is a 
Mantel Clock to suit every 
type of home. 


OUR CINCINNATI 
FACTORY 


“Where Herschede Clocks 
Are Produced” 


—the largest manufacturer in the 
world of complete Hall Clocks, both 
case and movement. 


Send for Catalog 
Showing Every Number! 














No. 2019 
Westminster and Canterbury Chimes on 
six “Symphony” Chimetone Rods. Chimes 
each quarter and strikes the hour on 
three-rod cord. Raised bronze numerals. 
Finest Mahogany case. List $84. 








te HERSCHEDE HALL CLOCK co. 


CINCINNATI, OHIO 











Pacific Coast Representative: 


A. I. Hall & Son, Inc., 
~ San Francisco, Calif. a 
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Storekeeping Department 
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Conference 3: 

Types of customers—How to vary selling 
methods to suit customers who are “just 
looking,” timid and sensitive, in a hurry, 
fussy, undecided, buying for wife or 
husband, foreign, bargain hunters, etc. 





Conference 4: 
Knowledge of merchandise— 

How to create in the customer a desire 
to own the goods. A_ thorough 
knowledge of the merchandise is neces- 
sary in order to answer questions, 
meet objections, and appeal to the cus- 
tomer’s need. Sources of information 
for merchandise knowledge (merchan- 
dise itself, experienced salesmen, 
books, magazines, etc.). 

Turnover— . 

What is turnover? Relation of stocks 
and general efficiency to the rate of 
turnover. 

Display of merchandise— 

Principles of proper display. 

Conference 5: 
The sales talk— 

Demonstration sales, including points 
showing how to satisfy difficult cus- 
tomers, how to increase sales by “sug- 
gestive” or “creative” selling, how to 
draw the customer’s attention to ad- 
vertised merchandise, what phrases 
are displeasing, and how to meet im- 
patience with courtesy. 





A Window Display on the Value of 
Time 





(THE many different articles of a jeweler’s 
stock which can save time in their use 
or as part of today’s habit or system was 
brought out in one exhibit to which atten- 
tion was drawn by a sign reading, “System 
helps you to find time.” Surrounding this 
sign were to be found desk clocks, desk 
sets, memorandum books, appointment books 
in which to record telephone addresses, 
budget books, diaries, pencils and so on. 
About one-half: of the objects included 
were those taken from the jeweler’s own 
stock and the other half were used to drive 
home the idea. The jeweler’s articles were 
distinguished with a circle placed around 
each one and then a duplicate circle printed 
on the window itself reminded the window 
gazer by words lettered within the circle 
that these articles were available in the 
store. Altogether it was a very sensible 
display.—C. T. iH. 





Repartee Heard at “The Ramblers” 





“What is that funny large green flower 
he is wearing?” 

“That’s poison ivy.” 

“Poison ivy, why does he wear that?” 
_ “Why, don’t you know, this is Mother- 
in-Law Day.” 

“How much is a ‘minute steak’ in this 
restaurant ?” 

“Five dollars.” 

“Bring us two split-second sandwiches.” 
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How to Feature 


for the Wedding Season 


Accessory Lines 











Written Expressly for The Jewelers’ Circular 














HERE came in my mail one day the 

most interesting, attractive little book- 
let with the title page of “The Wedding 
Day,” and while it is primarily of interest 
to the stationery department of the jewelry 
store, it contains excellent suggestions for 
the jeweler who advertises effectively for the 
Spring Wedding trade. 

This clever, chatty advertisement is solely 
to stimulate the sale of greeting cards ap- 
propriate to weddings—the congratulation 
card, gift enclosure card, and gift acknowl- 
edgement card, but its whole style and 
phrasing is admirably suited to the bigger 
subject of wedding gifts. 

The cover of the leaflet is pale blue, and 
bears the illustration of bride’s bouquet, and 
bride’s book. In the upper left corner is 
written “The Wedding Day.” Intrigued by 
the good looking cover one glances within 
and the first thing that greets the eye is a 
single bar of music, with the words be- 
neath,.... 


“Here comes the bride, Here comes 
the bride, sang the soft notes of the 
immortal March from Lohengrin, as the 
wedding procession approached the 
altar. 

“Oh, isn’t she darling in that dress?” 

“Yes, and look at Jack. Doesn’t he 
walk like he owned the world?” 

“Sh-h-h, the minister is beginning.” 

“Dearly beloved, we are gathered 
here,”—came the solemn lines of the 
marriage service through the stillness 
of the room, and on until— “I, there- 
fore, pronounce you man and wife.” 


The guests surrounded Jack and his bride 
—Mr. and Mrs. Jack Brown now, who es- 
caped from the shower of congratulations 
as soon as possible and stood hand in hand 
before the roomful of gifts that had been 
arriving for days. 


“Who sent that silver tray?” asked 
Jack. 

“Let’s see—Oh, it’s from Nancy Bell 
—see here’s a sweet little gift card with 
it. I think these wedding gift cards 
are so clever. Pretty nearly every one 
who sent us something included a gift 
card with their present. I think that’s 
just a duck of an idea. The cards are 
all so appropriate, too. 

“And look at this stack of Congratu- 
lation Cards. Looks like everybody 
that knows us sent one. By Jove, here’s 
a beauty—listen: 

“Today you arrive at the end of one 

trail, 

At the place where another one 

starts; 

And may this new trail from begin- 

ning to end, 

Bring blessings of love to your 

hearts.” 


The fellow that doped out this idea of 
sending special cards like this, was a regular, 
all right. 

“Tl bet it was a woman,” replied the 
new Mrs. Brown. 

“Anyhow, I just love every single card, 
and we'll save them always, won’t we, to 
remember who thought about us? And that 
reminds me, Jack. Soon as we get back I 
want to get some cards myself—Gift Ac- 
knowledgment Cards that we can sign and 
send to all these wonderful people who re- 
membered us. You can get just the clever- 
est cards you ever saw for that.” 

And so, when the honeymoon was over, 
and the happy couple returned, they found 
at our Greeting Card counter, the Gift 
Acknowledgment Cards they needed, just 
as their friends had found the Gift Enclos- 
ure and Congratulation Cards that meant so 
much to the Browns.” 


Gulck Stationery Co. 
173 East Colorado St., 
Pasadena, Cal. 


The illustration of the inner page is a 
church entrance, and the bridal party walk- 
ing beneath a striped canopy to a waiting 
sedan, The leaflet is uniquely folded, and 
in every way creates a decidedly favorable 
impression on the reader. If mere Greeting 
Cards can be so attractively advertised, 
surely the subject of wedding gifts from the 
jeweler’s can be equally well presented! 

Where there is a home wedding I believe 
the jeweler has a number of things to offer 
the woman who has the responsibility of the 
important affair. For example, in our South- 
ern California homes the bride is usually 
married before the open fireplace, and the 
mantel decorated appropriately. A younger 
sister was recently married in my home, and 
I discovered there were many things needed 
for the simplest of weddings. The mahogany 
candlesticks which usually graced the mantel 
and matched the clock, were not at all be- 
fitting for the wedding. Branch candle- 
sticks of brass with tapering white candles 
was our choice, and they looked lovely 
against the background of masses of inter- 
twining asparagus fern. Be sure and suggest 
your readiness to assist the planner of the 
home wedding. 


THE HOME WEDDING 


How Lovely You Want it to BE! 
Every Detail must be Perfect. 

Perhaps it is beautiful brass candle- 
sticks for the white candles, which will 
give the finishing touch to your decora- 
tions. 

Come in and see our selection of candle- 
sticks and talk over your wedding plans. 
We will be glad to offer suggestions 
based on our long experience. 





(Continued on page 121) 
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True “Jime Tellers DISPLAYED!!! 
THIS HANDSOME DISPLAY CASE FREE 


Jrue Time Jellers — With Each 


Selection 
of 
NEW HAVEN’S 


‘Unusual Alarm 


Clocks 
No. C124 


Handsome Display Case 


HE display case is 

16% inches long, 18 
inches high and 8% inches 
deep, made of metal, of 
strong durable construc- 
tion, attractively finished 
in dull mahogany, full 
vision front glass. 

The clocks are placed 
on the shelves, and fit 
; mi snugly into cut-outs spe- 
165 ) 3 "| ae cially designed for each 
=< ceed : clock, preventing disar- 
Se rangement of display. 
FsTABLISHED 1817 Each shelf is equipped 
with hinges, tilting back 
with case. 





NEW HAVEN ekele aoe: 





HIS Alarm Clock Selection consists of twenty-four (24) specially selected, quick selling True Time 
Tellers, varied in designs, sizes, finishes and dials, that are pleasing to the eye, and their moderate 


prices make them ready sellers. 
Dealers’ Total Suggested Total 





. > ] ‘ s 4 ° Z nsumer’ etail 

Summary of No. C124 Alarm Clock Selection: — ee =” 2 
—GOTHIC TAT: bin ni din ie baw ow Ka WROIS $2.50 $5.00 $3.75 $7.50 

_ Pe UR RMEIRD *EDEGN. 4; o005o ssc 0005s s0cccescneees 345 3.15 4.75 4.75 

2 SQUARE TAT- EO ee ee 2.20 4.40 3.25 6.50 

1— re NOMBRE Soo a's aac cie 6.015 dann sie wis wawes 2.85 2.85 4.25 4.25 

2—SQU. ARE TELL See RERUN oO ne 5S id Gis araie Am Kocleiws iain we ears 1.40 2.80 2.00 4,00 

2— ar nN NRE Ft oc stc ou ab Oe aS katie ea wmie'eeds 2.05 4.10 3.00 6.00 
2—TIDY-TOT, IO oe on oa cu awse ek Sa oas 6Kbueuchoass 2.20 4.40 3.25 6.50 

1 * RMN tee oe Ak bg biaikle Cb peas abe wied awe wee 2.85 2.85 4.25 4.25 

3 —TICK- TOCK, MNIIRII CUESTA res oe ee Ctl Shs a oes bia ig 1.70 5.10 2.50 7.50 

EE ENE Ce lc a Ce Re aa seaside laa winnie ose wine 2.35 4.70 3.50 7.00 
1 —TOM SP DOE RO OS 0 eh i i al yo. hist oe Win iaile'o iets asics 2.20 8.80 3.25 13.00 

\ “ I EE Or ee Ns cial cits ap isla wiih ww 6 0% 2.85 5.70 4.25 8.50 
nen Rw HAVEN ALA DESPLAY GASB. sic cece cccscs cecsseses XXX XXX XXX XxX 

ee ae ee ee ee I er ii hiss sink bese kna te cein cd ccince ce see ss veweass $53.85 Retail Val. $79.75 


ORDER FROM YOUR JOBBER TODAY 
THE EW AVEN LOCK CO. 
EST. EW VEN ONN. 1817 
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Attractive New Store Marks This 
Firm’s 7lst Year in Business 





Written Expressly for The Jewelers’ Circular 




















ERE is the very attractive retail jewelry 
store of J. F. Kohler & Sons, 209 E. 
Broad St., Richmond, Va. The contrast be- 
tween the old and new store front is inter- 
esting. This store measures 20 feet by 90 
feet. The furnishings are entirely of ma- 








attention is paid to the remodeling of jewelry. 
No side lines are carried. © 

The firm was established 71 years ago by 
J. F. Kohler, the first store having been 
opened April, 1856. The illumination of the 
establishment is very good, there being 60 





AITRACYIVE NEW STORE OF J. F. 


hogany. There are five nine-foot show- 
cases, one 10-foot showcase, two corner 
cases and two glass display cases. The 
Kohler company is a very progressive con- 
cern and uses newspaper space generously. 
This is reinforced by direct advertising. 
Circular letters, booklets and folders are dis- 
tributed about twice a year. Manufacturers’ 
dealer-helps are also used to advantage. 
The front of the new store is dignified and 
impressive. The windows are 57 inches long, 
27 inches wide and 65 inches high. In the 
windows, one line at a time is displayed. 
The displays are changed every week. Dur- 
ing the evening sterling silver, clocks and 
novelties are shown in the window. Special 


KOHLER & SONS, RICHMOND, VA. 


small bulbs in the ceiling and five drop- 
lights. Four side cases carry 36 small bulbs. 

In the rotogravure section of a recent 
issue of the Richmond Times-Dispatch the 
firm ran an announcement illustrating the 
old and new store. The old store front, as 
illustrated on page 121, shows the store 
when it was established, April 1, 1856, 
at 715 E. Broad St. This location was oc- 
cupied for 44 years. On Nov. 25, 1900, the 
business was moved to 209 E. Broad St., the 
present location. The founder, John F. 
Kohler, was born in Hanover, Germany, Feb. 
23, 1835, and came to America at the age ot 
17. Mr. Kohler first settled in Baltimore. 
After four years in that city he went to 
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Richmond and purchased the business, which 
he has since developed so extensively by 
progressive methods and by building up a 
generous amount of good-will. 





The Difference Between Profits and 
Use and Occupancy Insurance 
for Jewelers 





NEARLY every jeweler knows that use 

and occupancy insurance, more fre- 
quently referred to today as business in- 
terruption insurance, pays for net profits 
interrupted by fire or explosion or whatever 
hazard he is insured against. Such a policy 
may cover the earnings or anticipated pro- 
fits, which also includes the fixed expenses. 


“But what about profits insurance?” asks 
a jeweler, “as it is frequently mentioned.” 


It is not a form of insurance for the re- 
tail jeweler though it can be procured by 
the wholesale manufacturing jeweler. Pro- 
fits insurance is distinguished from use and 
occupancy insurance in that it protects the 
profits only on finished goods. For example, 
if you manufactured watches arid you had 
these watches stored for delivery several 
months hence and they all burned up, you 
would not only lose the cost of manufactur- 
ing those watches but the selling profit 
which you would have made above the cost 
of manufacture. Profits insurance pays for 
the profit so lost. The fire insurance policy 
would pay for the cash value or the cost 
to manufacture. 


There have been some fire insurance com- : 
panies which have written profits insurance 
for retailers, including jewelers, on a 
percentage basis. If you said your average 
profit was 10% a policy would be issued 
for that amount and if your store was 
destroyed by fire and your books proved 
that 10% was your average profit, the loss: 
would be paid. Such policies are still issued 
in New York city, but very sparingly 
around the country, as the insurance com- 
panies have found that retail stores can be 
quickly replenished and frequently through 
fire sales no loss actually occurs, yet they 
are obliged to pay because the stock was’ 
lost and the insurance companies are averse 
to any form of insurance which permits 
the policy holder to collect more than his 
actual loss. 

The reason why this insurance is stilt 
sold in New York city is simply due 
to the fact that it is so well established. 
neither the agents nor the companies can 
get away from it—C. T.'H. 





The boys were doing stunts to see who 
was the most clever among them. From 
one thing they had gone on to another, until 
they were risking fame and fortune in their 
efforts. At last the real test of ability came. 
Three succeeded. The fourth stood hesi- 
tant. The others urged him to jump. For 
a while he stood undecided. Then: 


“I’m afraid to do that.” 
“Come on! There’s nothing to be afraid 
of. It’s easy.” 


“IT know. But I’m scared. I guess I was 
born a baby.”—Dartmouth Jack o’Lantern, 





120 THE JEWELERS’ CIRCULAR 


JOHNSON BROTHERS 


36 West 47th ST. New York, N. Y. 


Manufacturers of 


HAND PIERCED RINGS 


18 Kt. White Gold 


Iridio Platinum 


To Jobbers Only 


Platinum Top 
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Rellec Importing Co. 


16 John Street New York, N. Y. 





Semi-Precious Stone 


Bead Necklaces 


of All Kinds 


Bracelet and Ring Stones 
Pendants 





Tel. Cortlandt 7374 








C & G Watch Co., Inc. 


1452 Broadway New York, N. Y. 
IMPORTERS OF 


“The Better Watch” 


“Quality Above All’ 


Write for samples and prices 


<p SEND -MS-BAL FUR Git) 
ENB DAL SoGES 


SCHOOL - COLLEGE & FRATERNITY PINS 
INTERBORO MEDAL & BADGE CO., 32 E. 22d St., New York 











Restringing | and _ Repairing 
PEARLS -- BEADS - - NOVELTIES 


24 Hour Service 25cand 38 Stri 
Special Prices for Quantity Work =e saint 


LA VIE PEARL CoO. 
65 NASSAU ST. NEW YORK 








The Protection Ring Guard 


For thin rings get our num- 
ber 0. It is a new addition 
to our regular sizes. 


The Lion Safety Pin Clutch Co. 
Pat. Feb. 20, 1917 20 W. 22nd St., New York Pat. May 25, 1929 


























in 


The Buyers’ 
Directory 





Let your cleanup~ |: 
include your scrap 
drawer. 


Ship us, to~day, While 


Price, $1.00 


Medical 
Ophthalmology 





the thought is fresh 
in mind, the gold and 
silver scrap, plated 
articles, platinum 
and sweepings that 
accumulated during 
the Winter rusk 








The Jewelers’ Circular 
Publishing Company 


By Arnold Knapp, M.D. 510 
pages, with 32 illustrations. 
Chapter I, comprising 98 
pages, is devoted to the anat- 











ors. 11 John Street New York sour of Oe we eat cpa 
cine hen edna the ocular nervous system. 
st ARE YOU Price, $5.00 
Sivoo Sraecrinc ¢ Rerinine Co, MOVING? a ay 
MINNEAPOLIS me MINNESOTA IF SO—CALL a 





216 Centre St. 


S. KRASILOVSKY & BRO. 
Canal 8885 
We Move Safes and Entire Jewelry Plants 


New York 
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J.& H. BERGE 


Refiners 


95 John Street 
New York City 
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Storekeeping Department 








How to Feature Accessory Lines for 
the Wedding Season 





(Continued from page 117) 








Then there is the matter of flower baskets 
and fern stands. Nothing on hand in the 
household seems just right for the wonder- 
ful flowers used at a home wedding. Tall 
baskets are needed and pretty low bowls. 
Of course, things can be borrowed, for 
every one loves to lend for a wedding, but 
the average woman would respond to sales 
suggestions along these lines if they were 
presented to her early enough, before the 
final rush of the wedding day arrives. The 
housewife who has always wanted a silver 
cake dish instead of the handpainted china 
one she possesses, will be glad that the 
wedding provides the excuse for gratifying 
her desire. 


THE BRIDE’S CAKE! 

With its Wedding Bells and Orange 
Blossoms... 

All of white icing! 

Lovely to behold... delicious to eat! 

No ordinary plate or dish will be fitting 
for a Bride’s Cake. 

Of course you will want Silver Cake 
Plates 

Come in and let us help you select the 
proper serving equipment for the 
Wedding Refreshments of Buffet 
Dinner. 


A home wedding is an excellent occasion to 
emphasize the need of replenishing silver- 
ware. 

It would not be amiss to advertise and 
display wedding gifts for the bride and 
groom of a more personal nature than usu- 
ally given. In my sister’s case, practically 
every gift was a home present, and the 
majority were purchased at the jeweler’s. 
The young married couple are really over- 
stocked on carving sets, meat platters, cas- 
seroles, bread trays, glass cake plates, etc. 
I think close relatives might well give more 
intimate things, such as silver or enamel or 
ivory dresser sets, smoking things for the 
man, and a silver mesh bag for the bride, 
pearls, or traveling cases. There will not 
be so many duplicates along these lines. All 
merchants feature the Home gifts, and cer- 
tain types of gifts are widely chosen be- 
cause they “make a good showing for a 
moderate sum of money.” So few couples 
receive handsome silver napkin rings, yet 
it is one of the things most practical and 
attractive. The bride and groom need nap- 
kin rings, and ther should be several extras 
for the guests who stay for several meals, 
or members of the family who dine with 
them frequently. 

If I were a jeweler I would have a good 
chat with a bride and groom, and find out 
what gifts made the greatest appeal and 
what gifts were unusual, what things were 
too popular, etc., and then I would write a 
very helpful, human sort of an advertise- 
ment based on the first hand information 
received, 

Do you sell silver frames after the wed- 
‘ding for the bride’s picture? A few days 
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after my sister’s wedding I received a phone 
call from a Pasadena merchant, inquiring if 
the bride had her photograph taken, and if 
she would be interested in selecting a 
beautiful frame for it. The voice of the 
inquirer was pleasant and courteous, and a 
few comments were made, indicating that 
the newspaper account of the wedding had 
been carefully read in advance of the phone 
call. 

Will the bride spend the check that is a 
wedding gift, at YOUR store? Do your 
advertisements and displays urge her to put 
such money into the Gifts that Last? Din- 
nerware sets are a fine attraction to the bride 
who has a substantial check which she wants 
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Price Tickets and Sales 





A JEWELRY store in a very exclusive re- 
tail section of New. York city is very 
successful. The jeweler attributes his success 
to the pricing of every article he displays 
so that “he who runs may read.” 
He said when querried about the matter: 
“My store is as dignified as any other, 
but I have made up my mind that I am in 
business to sell jewelry, and that if I want 
to sell I must make it easy for the customer 
to decide what she wants. The selling of 
jewelry is a commercial proposition, any 
way you look at it, and it is little different 
from selling anything else. The people who 





OLD STORE OF J. F. KOHLER & SONS, RICH'MOND, VA. 


to spend wisely and satisfactorily after she 
has sort of “taken stock” of the wedding 
gifts received. 


Wonderful Array of Wedding Gifts! 
Yet Something was Overlooked 
Which You Need and Desire. 

That’s Where the Wedding Check 
Comes in Handy! 

We Rather Suspect that the Thing 
You Want to Buy, 

Is Right HERE! 

Brown’s .... the Ideal Place to Spend 
that Generous Wedding Check. 


The friendship of brides and grooms is 
worth cultivating, not just for present sales, 
but future business building. 








“Will you marry me?” asked the soda 
jerk. 
“No,” replied the girl, “I am going to be 
the wife of a doctor.” 
“Well, I am a fizzian.” 
—Whitman Blue Moon. 


like to look at my wares want to know 
what they cost. It is rather embarrassing 
for some people to come into the store and 
ask the price of. an article they admire in 
the window. So I make it easy for them 
and tell them the price. 

“The price tickets are small and incon- 
spicuous, but the price is there. If I used 
glaring cards it would cheapen my estab- 
lishment, but the small price tickets are 
just like the price tags on the articles in 
the store in effect. They give the informa- 
tion the customer wants.” 

He said in explanation of his idea: 

“Suppose a man sees a handsome wrist 
watch in my window. He remembers that 
his wife’s birthday is the following week. 
He has probably decided to spend a thous- 
and dollars for a gift, but has not yet made 
up his mind what it is to be. The watch 
is admired, and there on the price ticket is 
the price, ‘$1,000.’ The watch, the price 
and the idea of the gift combine to make 
it easy for this man to carry out his in- 
tentions. The sale is made because the 
price is right before him. 
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SCORIFIERS 





SCORIFIER 


Go. ~ 
MELTING 
FURNACE 
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Since 1827 


when Joseph Dixon made 
the first really successful 
“blacklead” crucible, 
Dixon Crucibles have 
maintained a standard of 
quality and_ efficiency. 
The accumulated knowl- 
edge of a century of 
crucible making is woven 
into the walls of every 
Dixon Crucible or Sand 
Pot. ’ 


DIXON’S 
Refractory 


Products 


Assay (Sand) Crucibles 
Cupels 


Muffles (Graphite or 
Clay) 


Scorifiers 
Roasting Dishes 


Bases (Regular and 
Safety) 


Gold Furnaces 


For Every Metallurgical Requirement 


There is no requirement of assay laboratory or 
melting department using crucibles and refractory 
products that can be filled more satisfactory and 
economically than through the use of Dixon’s 
Crucibles and Refractory Products. 


Today there is no question but that Dixon’s 
Assay Sand Crucibles far surpass in service any 
other refractory so far produced. While their first 
cost may be a trifle higher, the service results are 
so greatly superior that there is no question as to 
the profit to the user. 


Write for Circular 77-AA 


Special attention given to jewelers’ furnace cups made from DIXON 
Non-Graphite Super Refractory “J-50” formula. 


Joseph Dixon Crucible Co. 
Jersey City, OK New Jersey 


One Hundredth Anniversary 1927 
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A New Collection of Watches 








From the Bulletin of the Metropolitan Museum of Art 

















N TWO tall thin cases and two low flat 

cases on the second floor of the Morgan 
Wing one finds compressed the whole his- 
tory of watchmaking from the sixteenth to 
the early nineteenth century. Not every 
distinguished maker nor every possible va- 
riation of form is illustrated by these fine 
examples but all the main developments are 
represented. A supplementary collection 
made up chiefly of the eighty-seven watches 
from the bequest of Mrs. George A. Hearn 
is shown in Gallery K 26. This group is 
interesting primarily for its showing of 
eighteenth- and early nineteenth-century 
enameled cases. Now, as a further expan- 
sion of the Museum’s watch collection, we 
have to announce the pleasant accession 
of one hundred and two more watches, an 
anonymous gift in memory of Lady May 
Fletcher-Moulton. Their arrival is the 
more timely as they illustrate in interesting 
detail the types of the first half of the 
nineteenth century, a period to which our 
attention is being increasingly turned and 
into which we have engaging glimpses 
through the recently opened series of nine- 
teenth-century alcoves in J 9. 

There are two eighteenth-century watches 
in the new collection, one made by Rothea 
of Strasburg, with an engraved gold outer 
case and enameled inner case; the other by 
Moricand of Geneva, with a lacquered case 
picturing a man and a woman driving in a 
curricle, 

The remaining 


hundred belong to the 


first fifty or sixty years of the nineteenth 
century; seventy-five of them are of Swiss 
manufacture, the rest are chiefly French. 
Like other artists of this period, the 
watchmakers are to be commended for the 
technical excellence of their work rather 
than for any subtlety or marked inventive 
quality in its design. Nevertheless, when 
we are shown a group of watchcases of 
the period as comprehensive as the present 
collection, we do find them definitely inter- 
esting, especially when we take them as an 
index of contemporary jewelry and cos- 
tume and, beyond that, of the revolutions— 
political, social, and economic—of the time. 

We cannot here attempt a complete 
résumé’ but shall deal only with those 
styles upon which watch decoration is most 
definitely based. France set the mode; so, 
though the Museum’s new watches come 
chiefly from Swiss ateliers, we can fairly 
look for their origin in the story of French 
jewelry. 

The fashions of the First Empire con- 
tinued the vogue for classicism, but of a 
more developed and formal type than that 
of the Louis XVI period. The Emperor 
loved pomp and ceremony; the Empress 
adored jewelry; small wonder that both of 
them encouraged extravagant display. Dia- 
monds were used in profusion; cameos, 


1For a comprehensive discussion, see Henry 
Vever, La Bijouterie francaise au XIV siécle, upon 
which we have drawn for many other facts here 
noted. 


suiting the neo-Greek taste, were greatly 
favored. Much of the jewelry was finely 
made but the designs often were severe, 
stereotyped and of a monumental character, 
and lacked delicacy and a play of fantasy. 

Following the restoration of the Bour- 
bons in 1815 came a reaction against the 
precision and austerity of these Empire 
fashions, a return to more freedom, fresh- 
ness, imagination. But unfortunately, 
though the interest in classicism was de- 
clining, the passion for reviving the art of 
other epochs, particularly that of the Mid- 
dle Ages and later of the Louis XV and 
Louis XVI periods, made this, like the 
preceding, a period of affectation rather 
than one of original creation. Louis XVIII 
and his successors were not interested in art 
or in ceremonial display and did little to 
encourage either. The émigrés returned 
impoverished but proud, preferring to wear 
their few remaining jewels with an air 
rather than to adopt the more showy orna- 
ments of the Empire. These influences and 
the reaction against the scant costume and 
ostentatious jewelry of the preceding period 
favored the use of more ample but still 
simple garments with meagre adornment. 
However, other factors were soon to oper- 
ate. The bourgeoisie were growing more 
powerful and wealthy. They were eager 
for display but ignorant of artistic criteria 
and so not discriminating and refined in 
their taste. The breakdown of the old ap- 
prentice system at the time of the Revolu- 
tion and the development of the new in- 
dustrialism in the early nineteenth century 
further relaxed the standards of fine crafts- 
manship. Accordingly the jewelry of the 
Restoration period tended to become super- 
ficially effective, to suggest richness though 
it was really somewhat cheap and some-. 
times poorly made. Especially in the time 
of Louis-Philippe (1830-1848) people who 














INTERESTING WATCHES IN THE METROPOLITAN MUSEUM OF ART 
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FRANCO AMERICAN 
PRECIOUS METALS CORPORATION 


DEALERS AND REFINERS 








GOLD, SILVER AND PLATINUM METALS 


General Office 


Works: 
nt 62-72 West 47th Street, New York City 


NEWARK, N. J. 




















Telephone, Whitehall 7240 Cable Address, Matthey, New York 


And so in Johnson Matthey 
Platinum — & Company, Inc. 


BULLION MERCHANTS 





HE recognized position of leader- 


ship enjoyed by Handy & Har- CHEMISTS AND METALLURGISTS 
man in the field of silver is evidence 
of their ability to serve you well in DEALERS IN 


the field of platinum. A firm with the 
standing of Handy & Harman can af- PLATINUM 
ford only to excel in all its depart- 
ments. 

With special emphasis on platinum, ee eee eT 
you will find Handy & Harman’s 
prices reasonable, quality high, and iin amin & ee. te. 


terms satisfactory. Hatton Garden, London, E. C., Eng. 
Official Assayers and Refiners te the Bank of Engtoud 








HANDY & HARMAN | wine 


hans coeliac Woolworth Building 


NEW YORK CITY 
Dealers in and Refiners of Precious Metals. New Yor k 







































THOMAS J. 


DEE & CO. 
REFINERS 


Let us supply you with Sweeps, Polishings, Gold, Silver, 


soft platinum lates, . 
+ Ranges lon. alae Platinum and Plated Scraps. 


jum platinum. MANUFACTURERS 


Platinum and White Gold Wedding 
Ring Blanks. Fancy White Gold 


; Mountings. Selections Sent on Request. 
Purchasing and Sales Dept.: 
5 So. Wabash Ave. CHICAGO 317-319 E. Ontario St. 


Refining and Manufacturing Plant: 
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wished to indicate that they had success- 
fully acquired wealth did so by their dis- 
play of jewelry. 

With the resumption of trade relation- 
ships, new materials were introduced into 
France; from Mexico and Brazil came 
quantities of semi-precious stones—ame- 
thysts, topazes, aquamarines—which formed 
inexpensive but colorful adjuncts to 
jewelry. In the more ambitious pieces, one 
such large stone was employed to form 
the center of a motive and was surrounded 
with brilliants, with a combination of beads 
and of little knobs of metal covered with 
granulations, with flower and leaf forms 
in gold, or with small stones. The com- 
position was often supported by gold 
wirework. Gold ornaments with designs 
executed in low relief often had matted 
grounds and were further decorated by 
small applied beads of metal, a vogue be- 
gun about 1810. Among the watches in 
the new collection is a group of sixteen 
which are quite definitely related to such 
styles (Fig. 2). Usually the design is quite 
formal and is made up of leaf and flower 
sprays in gold en quatre couleurs, the lat- 
ter a survival of late eighteenth-century 
styles, combined with small stones. The 
background is almost invariably matted. 
Some of these watches are quite pleasing; 
others with rather crudely set stones lack 
charm and refinement. 

Enamel plays a considerable part in this 
Restoration jewelry. The large plaques of 
collars, girdles, and clasps gave an oppor- 
tunity for the use of flower baskets and 
similar designs executed in small stones or 
bits of opaque enamel against a background 
of translucent enamel. When the surface is 
smooth, a mosaic effect is produced. Watch- 
cases lent themselves particularly well to 
enamel decoration. A group in the new 
collection shows designs wrought in gold 
against a ground of black enamel, a fashion 
which no doubt owed its popularity to the 
mourning jewelry which was affected after 
the assassination of the Duc de Berry in 
1820 and the death of Louis XVIII in 1824. 
When black and white enamel are com- 
bined, the designs are quite striking (Fig. 3). 
One watch in the collection has a curious 
mixture of the signs of the zodiac and of 
Egyptian motives, no doubt a reflection of 
that recurring interest in Egypt begun by 
Napoleon’s campaigns and revived by the 
erection of the obelisk in the Place de la 
Concorde in 1836 and the return of the 
ashes of the Emperor in 1840. 

That martinet of fashion under the Res- 
toration, the Duchesse de Berry, had shown 
a great preference for the Gothic style and 
even costume became moyendgeux. Huge 
leg-of-mutton sleeves and absurd _head- 
dresses were affected, and even dress em- 
broidery simulated Gothic arches and qua- 
trefoils. The jewelry naturally conformed 
to the new modes, employing ogival and 
shield shapes, Gothic fenestration and 
arches, angel and saint figures, and a hun- 
dred other devices drawn from mediaeval 
architecture and most amazingly superposed 
upon nineteenth-century jewelry designs. 

This was but a part of the whole revolu- 
tion in art and letters which took place 
about this time, a romanticism fathered and 
fostered by Chateaubriand, by Goethe and 
Schiller, by the struggle for Greek inde- 
pendence, and by many other men and 
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events. In the field of the arts, the newly 
released imagination turned to the Gothic 
first of all, but slightly later became ab- 
sorbed also in the products of the Renais- 
sance and of the Louis XV and Louis XVI 
periods, especially when in 1837 Louis- 
Philippe made the Palace of Versailles a 
national museum and thus revealed to the 
people the treasures of eighteenth-century 
France. How superficial a knowledge of 
these styles the nineteenth-century imitators 
acquired, their adaptations very clearly 
show. The jewelry exhibits an amusing 
but none too satisfactory commingling of 
the designs of these various periods. En- 
graved and wrought goldwork becomes in- 
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By J. P. Stevens, Atlanta, Ga. 


MAXY jewelers are disposed to look 

upon the present day watch as the final 
accomplishment in its structure as a time 
recording instrument. 

This opinion is erroneous. Profound 
changes in watchmaking methods are going 
into effect now in Switzerland by the adop- 
tion of the metals elinvar in hairspring 
manufacture and of invar steel for balance 
wheel making. 

The elinvar hairspring does not rust even 
when emersed under sea water, while its 
elasticity has proven persistent and it is sus- 

















IN THIS GROUP ARE WATCHES ILLUSTRATING STYLES OF 1830 To 1850 


creasingly popular and tends toward heavier 
and more sculpturesque effects. Enamel 
lends itself to the portrayal of the senti- 
mental subjects for which the period is no- 
table. Sautoirs with enameled links are 
much in favor. Filigree inspired by old 
Greek work is quite successfully done. 
Such conceits as those of a serpent devour- 
ing a bird or robbing a nest make a strong 
appeal to the popular taste for the tragic. 

Among the Museum’s newly acquired 
watches are many which illustrate the styles 
of this period (about 1830-50). Some have 
cases with floral patterns in black and trans- 
lucent enamels; others, delicately painted 
scenes of a sentimental character (Fig. 1) ; 
and a still larger group have engraved de- 
signs. These last might well form a scrap- 
book or ornament for the period. Here we 
see a revival of the Gothic, of the baroque, 
of the rococo; nymphs in classic draperies, 
ladies with hennins, and maidens dressed in 
the style of the girl queen. Popular, too, 
are engraved scenes of the Palace of the 
Doges (Fig. 4), the Colosseum, St. Peter’s, 
and the Cathedral of Milan. Wafer-thin, 
these little time-keepers are a far cry from 
the plump “turnip” watches of an earlier 
and more robust generation. 


ceptible of giving wonderful time-keeping 
results. 

The use of invar steel permits the balance 
wheel to be made solid, therefore simplifying 
its manufacture—the old practice of adjust- 
ing to temperatures is thus obviated as invar 
under the influence of heat and cold is 
almost entirely uneffected. 

I have recently had the privilege of test- 
ing several of these watches with escape- 
ments made of this new material and found 
their rate compares favorably—if not: su- 
perior to the old steel and brass cut balances 
in watches costing ten times as much. 

In one instance: one of the new watches 
was carried daily in the pocket during one 
month and in addition placed in a refri- 
gerator at night, from time to time, where 
the temperature approached freezing and its 
greatest variation during that period was 
two seconds. Another feature to which the 
Swiss are now giving much thought and 
ingenuity is the use of fewer parts in the 
composition of the whole movement thus 
reducing the cost of manufacture. Watch- 
making therefore is engaging fresh interest 
to those who are employed in their manu- 
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Do You Breathe Dust as 
You Polish? 


It’s a crime, absolutely, to polish without a 
dust collector—even an occasional article 
creates occasional dust—all this occasional 
dust, laden with metallic particles, is 
breathed into your lungs as vou work—what 
then? 

Don’t take this risk long. Get the only in- 
surance you can buy that will prevent this 
condition. 





Leiman Bros. Patented 


Polishing Dust Collector 


Get the Catalog 


LEIMAN BROS. 








<5. 5, Ra” 
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This. is the outfit that is bought not only for the work it does but for the 





manner in which it does it. First of all it is a heavy, Pay og machine, 2 Walk S N Y 
built to last for many a year—But being strong and rugged does not mean 

that it is a rough and ready product—It is in fact a finely built piece of 3 er treet ew ork 
machinery, highly efficient in the work it does and very quiet in its manner r 

of doing it. Many are in use in office buildings and stores where noise Makers of Good Machinery for 35 Years r 


would be unthinkable. 





























Watchmakers, Attention Gold, Silver 
“ nd 








e 
Don’t waste your energy by using Platinum | 


imitation watch materials. Save time 


and money. Use genuine material. Refiners and Assayers 
You can build up a reputation for your 
watch repair department. We carry 


all the refills for the Elgin, Hamilton T. B. HAGSTOZ @ SON 


d Illinoi terial cabinets. W 
an inois material cabinets e | 709 Sansom St., Philadelphia | 


have no off-brand mainsprings; or any 


other off-brand materials. Orders 
filled from any catalog published. 

for 50 years the Standard Lubricant 
for Watches and Clocks 


Our motto is promptness, accuracy and 
Buy of Your Jobber 

















reliability. If you have not received 
our aluminum material tray and birth- 
stone card it is yours for the asking. 








J. H. Mednikow & Company 


The Largest Watch Material House | 
in the South 


| 83 South 2nd Street, Memphis, Tenn. 





























127 


THE JEWELERS’ CIRCULAR 


March 30, 1927 

















SHAKER. Atrrepn J. FLauDer, Bridgeport, Particular description of goods.—Watches, Watch- 
cases, and Watch Movements. 
: Bn pe —,. 1 S) OC 
iTiLATULGELLLAL AD Dilla. 
‘ | at Ath ‘ 
Acllted lll deli isi! i Ly; WC ‘ 7; 
_ i x £, — 
Claims use since July 1, 1926. 
Conn. Filed Jan. 18, 1927. Serial 20,422. 


{Patents Granted by the United States and 
the Registered Trade-Marks.] 








UNITED STATES PATENTS 





Issue of March 22, 1927 


1,621,570. CUFF BUTTON. Jonn A. WILtiams, 
Richmond Hill, N. Y. Filed Sept. 8, 1925. 
Serial 54,893. 17 Claims. 

A cuff-button, comprising a base part, a fixed 
post, a pair of arm members pivoted to said post, 
and a pair of locking thrust members pivoted to the 





outer portions of said arm members, the arm mem- 
bers and thrust members adapted to be extended 
endwise from the post or to be folded together 
laterally, each arm member and its thrust member 
lying togeth.r in the latter condition so as to form 
a virtually solid cross head on the post. 


1,621,730. SOFT-COLLAR CLASP. MICHAEL 
Kasper, Cleveland, O. Filed May 19, 1926. 
Serial 110,093. 3 Claims. 

A collar clasp comprising a rear bar and a front 
har, the front bar being supported by the rear bar, 


SS" 
Se 
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gripping members eccentrically pivoted to the rear 
bar for cooperation with the front bar, and means 
for limiting the gripping members rotating beyond 
the point of maximum gripping effect. 


1,621,894. CLOCK-SPRING SUPPORT. SamueEt 
H. Moscovitz, New Haven, Conn. Filed Jan. 
20, 1926. Serial 82,389. 3 Claims. 


A support for driving spring in clocks consisting 





of an angle bar, one face upon which the spring 
is adapted to be supported and the other face of 
which one extremity of the spring is adapted to be 
attached. 





DESIGNS 
72,283. COMBINED SALT AND PEPPER 
SHAKER. Atrrep J. Frauper, Bridgeport, 
Conn. Filed Jan. 17, 1927. Serial 20,412. 
Term of patent 7 years. 
72,24. COMBINED SALT AND PEFPER 


Term of patent 7 years. 


72,255. 
SHAKER. Atrrep J. FLAvuDer, 





Conn. Filed Jan. 19, 1927. Serial 20,423. 


Term of patent 7 years. 


72,287. FINGER RING. Samvuert SKALETZzKy, 
New York, assignor to Skaletzky Bros., Inc., 





New York. Filed Jan. 7, 1927. Serial 20,303. 


Term of patent 3% years. 





UNITED STATES TRADE-MARKS 





Issue of March 22, 1927 


The following trade-marks are published in com- 
pliance with Section 6 of the Act of Feb. 20, 1905, 
as amended March 2, 1907. Notice of opposition 
must be filed within 30 days of this publication. 

Marks applied for “under the ten-year proviso” 
are registrable under the provision in Clause (b) 
of Section 5 of said Act as amended Feb. 18, 1911. 

As provided by Section 14 of said Act, a fee of 
$10 must accompany each notice of opposition. 


Ser. 241,520. (CLASS 28. JEWELRY AND PRE- 
CIOUS-METAL WARE.) Coun & RoseEn- 
BERGER, Inc., New York. Filed Dec. 15, 1926. 


Red ‘Riding Hood 


Particular description of goods.—Pearls, Pearl 
Necklaces, Brooches, Bar Pins, Pins for Dress 
Ornaments, Ornamental Hatpins Made of or Plated 
With Precious Metal, Ornamental Fins and Buckles 
Made of or Plated With Precious Metal for 
Decorating Hats, Ornamental Shoe Buckles Made 
of or Plated With Precious Metal, Necklaces, Bead 
Necklaces, Bracelets, Earrings, Hair Ornaments 
Made of or Plated With Precious Metal, and Finger 
Rings. 

Claims use since Aug. 16, 1926. 


Ser. 242,162. (CLASS 28. JEWELRY AND 


PRECIOUS-METAL WARE.) __ ALttsopp 
Bros., Newark, N. J. Filed Dec. 30, 1926. 


(SUARDIAN 


Particular description of goods.—Finger Rings 
Made Wholly or in Part of Precious Metal or 
Plated Therewith. 

Claims use since March 2, 1926. 


Ser. 243,646. (CLASS 27. HOROLOGICAL IN- 


STRUMENTS.) Eprtson Watcu Co,, Inc., 
New York. Filed Feb. 1, 1927. 


COMBINED SALT AND PEPPER 
Bridgeport, 


[ACT OF MARCH 19, 1920, SEC. 1 (b)]. 
THESE REGISTRATIONS ARE NOT SUB- 
JECT TO OPPOSITION 
Issue of March 22, 1927 
225,817. (CLASS 28. JEWELRY AND PRE- 

CIOUS-METAL WARE.) AsraHam Kos- 
TRINSKY, doing business as Grand Silver Co., 
and Grand Metal Spinning Co., New York. 

Filed Dec. 30, 1926. Serial 242,197. 


AVEARBRITE 


Particular description of goods.—Confectioners 
and Restaurants’ Silverware, Consisting of 
Creamers, Cheese Pots, Mustard Pots, Finger 
Bowls, Teacups, Soup Cups, Saucers, Trays, Menu 
Holders, Butter Chips, Soup Tureens, Ice Tubs, 
Pastry Stands, Glass Carriers, Napkin Stands, 
Toothpick Holders, Cocktail Dishes, Oyster Dishes, 
Compartment Trays, Bread Trays, Fruit Stands, 
Candy Stands, Pitchers, Punch Bowls, Ladles, Flat- 
ware, Coffeepots, Sugar Bowls, Sugar Dispensers, 
Sugar Shakers, Sundae Dishes, Salt Shakers, Straw 
Holders, Whipped-Cream Bowls, Covers and Spoon 
Holders. 

Claims use since September, 1922. 


Trade-Mark Registration Granted 
March 22, 1927 
225,567. HOROLOGICAL INSTRUMENTS CON- 
SISTING OF WATCHES. FRanxtin 
Stmon & Co., INc., New York. 
Filed Nov. 22, 1926. Serial 240,411. PUB- 
LISHED JAN. 11, 1927. 


Trade-Mark Renewed 
March 22, 1927 
62,722. JEWELRY, SOLID, PLATED, AND 
PRECIOUS-METAL WARE, Registered 
May 21, 1907. Pave & Baxer Mre. Co., 
North Attleboro, Mass. Renewed May 21, 
1927. 
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facture and there is an opportunity here for 
young men to profitably identify themselves 
with this new development. 

If jewelers wish to keep up with the ad- 
vance of new methods in horological prac- 
tice, they should join the Horological Insti- 
tute of America and go to Washington once 
each year to be present at these annual dis- 
cussions of the technology of watch work 
which are participated in by men who are 
specially informed upon the subjects treated. 

I was present at one of these discussions 
last year from which I obtained information 
that was worth many times the cost of the 
trip. 

Associated as the Institute is with the 
National Research Council, it operates under 
the auspices that give it access to sources 
of information that makes it a privilege to 
be a member of such an _ organization. 
Jewelers should write to Mr. Paul Moore, 
care of National Research Council, 21st and 
B Streets, N.W., Washington, D.C., and 
obtain all the information necessary for 
becoming a member. 











William R. Tuttle, of the Smith, Patter- 
son Co., went on a short vacation last week, 
visiting Washington, Newark, N. J., and 
New York city. He called on many friends 
in these cities. 

C. W. Davidson, president of the Thomas 
Long Co., visited the store for a brief time 


after six weeks’ illness. He is now con- 
valescing and hopes to be back on regular 
schedule shortly. 

Roy C. Well, Salem, passed away March 
20. He was for years a job master at the 
Waltham watch factory. The body was 
taken to Middletown, Conn., for burial. He 
is survived by his widow. 

E. P. Austin, for seven years with M. S. 
Page & Co. as jewelry buyer and traveling 
salesman, has gone into the furniture busi- 
ness. His associates presented a_ strap- 
watch to him as a parting gift. 

The Harkins-Murphy bowling team was 
the high scorer in the Jewelers’ League, 
March 24, at the New Boston alleys, with 
a total of 1,384. The scores of the other 
teams follow: I. Alberts, 1,346; D. C. Per- 
cival, 1,323; A. Stowell, 1,306; J. M. Kirby, 
1,345; Ripley-Howland, 1,282; E. B. Horne, 
1,364; Hodgson-Kennard, 1,363; Thomas 
Long, 1,343; Lenox Jewelry, 1,260; Shreve, 
Crump & Low, 1,364; M. S. Paige, 1,301; 
Bigelow-Kennard, 1,348; Smith, Patterson, 
1,327. 

Police officers and two witnesses to the 
murder of Aleck Rosenauer, Massachusetts 
Ave., jeweler, have gone to Cincinnati to 
look at a colored man, held there for rob- 
bery, who is thought to be the man wanted 
here for the killing of Mr. Rosenauer. He 
was murdered by a man who entered his 
store in the middle of the afternoon July 8 
and asked to see a tray of rings. When the 
jeweler produced the tray the thief snatched 
it, and when Mr. Rosenauer protested, shot 
him. He died almost instantly. 








Canada Notes 





The assets of Max Bercovitch, Montreal, 
Que., have been sold. 

Mrs. C. M. Shearer, Olds, Alberta, has 
sold out her jewelry business. 

Mrs. L. A. Norman, jeweler of Central 
Butte, Sask., has discontinued business. 

John A. Dobbs, with Ryrie Birks Ltd., of 
Toronto, has gone to Europe on a buying 
trip. 

Andrew Heiskanen, Sudbury, Ont., has 
given a chattel mortgage to George M. Mil- 
ter for $437. 

During the night of March 21 the jewelry 
store of J. B. Guindon, 917 Mont Royal, 
Montreal, was robbed of rings valued at 
$250 by a burglar who broke a hole in the 
front window where they were displayed. 

Out-of-town jewelers calling on the 
Toronto trade recently included R. M. Bas- 
sett, Oshawa; G. M. Counter Simcoe; 
Thomas Lees Hamilton, T. F. Wrixson, 
Kitchener, all of Ontario, and A. B. Cooke, 
Medicine Hat, Alta. 

The Toronto Board of Education on 
March 21 presented an illuminated address 


THE JEWELERS’ CIRCULAR 


to John Wanless, for many years prominent 
in the jewelry trade, as a recognition of his 
services in the cause of education. Mr. 
Wanless was for seven years a member of 
the board, and served for two terms as 
chairman of the finance committee. 

William A. Andrews, the oldest mer- 
chant in St. Marys, Ont., died in Victoria 
Hospital, London, Ont., on March 19, fol- 
lowing an operation, in his 83rd year. He 
was a native of Torquay, England, and came 
to Canada when young and engaged in the 
jewelry trade. Fifty-eight years ago he 
established the prosperous business which 
bears his name. During his long business 
career his sterling qualities made him one 
of the most respected citizens of the town. 
He took a keen interest in public affairs and 
a prominent part in athletic sports, being an 
enthusiastic curler and bowler and one of 
the founders of the local bowling club. 
Mr. Andrews was a leading member of the 
Presbyterian Church and chairman of the 
board of trustees, and a member of the 
I. O. O. F. and the Masonic Order. He is 
survived by three daughters and one son. 








Allentown, Pa. 





Melvyn D. Pugh, Northampton jeweler 
and optometrist, who is much in demand as 
a vocalist, is taking part in the Ampton 
Club minstrels this week. 

The following manufacturers’ representa- 
tives are calling on the trade in this locality: 
Raoul Silbernagel, Sussfeld, Lorsch & 
Schimmel; C. W. Blade, Ingraham Co.; 
Arthur B. Veit, B. & L. Veit, Inc. 

Jewelers Earl H. Gier, 129 W. 4th St., 
and William G. Eberman, 548 Main St., 
were awarded blue ribbon prizes for best 
decorated windows in the Window Shop- 
ping Contest held in Bethlehem, March 16 to 
19, under the auspices of the Business Mens’ 
Association of Bethlehem. 

Earl H. Gier, the jeweler, 129 W. 4th 
St., Bethlehem, has on display in his win- 
dows all the prizes to be awarded by the 
Bethlehem Lodge of Moose to the winners 
in the “Miss Bethlehem” and “Favorite 
Baby” contests staged in connection with 
the Merchants Exposition and Circus to be 
given in the Coliseum the last week in 
April. 

An attempt to steal a diamond ring from 
the jewelry store of Mrs. Mary Reininger, 
223 Northampton St., Easton, Pa., was foiled 
Monday morning, March 21, by Dr. W. F. 
Cope, who heard Mrs. Reininger’s call for 
help and caught the thief before he had time 
to go very far. He forced him to give up 
the ring but the would-be thief got away. 
Shortly after Mrs. Reininger had opened 
her place of business in the Hotel Easton, 
a negro stepped in and asked to look at 
some diamond rings. He picked out the one 
with the largest stone and put it on his 
finger after he had taken off another with a 
piece of glass in it. The ring apparently 
suited him for he at once made a break for 
the door. Mrs. Reininger followed him 
shouting for help. Dr. Cope, just coming 
out of the hotel, heard her cries for assist- 
ance and saw the negro running, so he 
stopped the colored man and held him while 
Mrs. Reininger explained the trouble. He 
gave up the ring and then made another 
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break and escaped. Officers Stem, Toxel] 
and Sutphin were sent to the store and— 
although they had a description of the negro 
were unable to locate him. 











Mr. and Mrs. H. M. Musser have returned 
from an extended tour abroad. 

Dr. E. J. Stein has returned from a visit 
of several weeks to the Bahama Islands. 

H. L. Damon, Alliance, O., has entered 
the Bowman Technical School in this city 
as a student. 

Saul L. Solomon and one of his staff, 
Allen Dove, were last week elected officers 
of the local body of the United Commercial 
Travelers. 

Skeen & Schneider have moved their place 
of business from the Woolworth building to 
12 S. Queen St. The development of their 
business made the change to larger quar- 
ters imperative. 

William Shand, a Hamilton Watch Co. 
director, was among the members of the Lan- 
caster Chamber of Commerce nominated to 
fill a vacant place on its board of directors. 
The election will follow soon. 

J. F. Apple, of the J. F. Apple Co., and 
wife, went to New York on March 23 to 
meet their daughter, Miss Elizabeth Apple, 
who returned from a three months’ European 
trip, crossing on the Olympic. The Apple 
company furnished the medals for the Nor- 
ristown, Pa., High School athletic meet and 
the medals for the Cumberland County, Pa., 
athletic meet. 

As it was believed the automobile bandits 
who looted the show windows of the jewelry 
stores of P. G. Diener and the Alvin Jewelry 
Co., in Harrisburg early on the morning of 
March 22 were headed towards Lancaster, 
the police here were warned to be on the 
lookout. As the bandits escaped in a big 
blue touring car it was thought they could 
easily be identified. It is now believed they 
changed cars outside of Harrisburg and 
passed through Lancaster unmolested. 

Louis Weber & Son have just furnished. 
to L. R. Zifferer, proprietor of the Far East 
Kennels, Columbia, a splendid silver cup of 
Grecian design, costing $500. It will be do- 
nated by Mr. Zifferer as a prize for the best 
American bred chow dog at a coming dog 
show. With its ebony base the cup stands 
30 inches in height, is of solid silver with 
gold lining. The design is an etched head 
of the world’s champion chow. This in- 
scription is etched on the cup: “The Far 
East Cup, for the Best American Bred 
Chow.” 

A standard design ring for all the classes 
of Franklin and Marshall College has been 
adopted, only the numeral of the class being 
changed each year. On the top of the ring 
are the heads of Benjamin Franklin and 
Chief Justice Marshall, in an oval bearing 
the words, “Franklin and Marshall College, 
1787.” To the left are the towers of the 
main hall and the motto: “Luz of Lex.” 
On the opposite side is the “torch of learn- 
ing’ and the word “Nevonia.” The contract 
for the rings was awarded to the J. F. 
Apple Co. 








